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You stand an excellent chance t h in big when you stock famous-brand Webster Carbon Papers 
and Ribbons. They move fast. On tl verage, Webster stock turns over six times a year and is one of 
the bread-and-butter items that gives a full profit mark-up. 

Sure, it’s great to sell the big ticket items, but the dealer riding high, wide and handsome is the one pro- 
moting the bread-and-butter Webster items with their de- 


pendable six-times-a-year turnover. 


Sell the profit line 


competition. And you can’t beat Webster with its rig al- Sell 


ity standards, widest variety and exclusive, time-saving fea- 


tures that keep your customers coming back for more. 
You'll be delighted, too, with Webster’s excellent dealer 
cooperation, consistent national advertising and other pow- 


erful merchandising aids that pre-sell your prospects. CARBONS and INKED RIBBONS 


» 


Take a good look at your Webster shelves. By promoting 


You ean’t beat established brands in 


and selling your Webster carbon and ribbon brands you can F. S. WEBSTER Company, 13 Amherst Street, Cambridge 42, Mass 
— ; Webster warehouses in New York « Chicago 
loot. ittsburgh « Philadelphia « San Francisco « Cambridge 


make a single cubic foot in your store a high profi 





NO. 4 OF A SERIES 


Be sure to visit us during The NSOEA CONVENTION 
EXHIBITS 329-330-334-335 





HASKELL) 





presents 


HASKELL STEEL FILES 
Full Cradle Suspension 


You can always count on extra value when 

you feature Haskell Files! It's Haskell 

extras that make selling easier for you. Haskell 
Files are designed for today's modern office 
offering quality and beauty® at 

modest cost. Haskell invites your comparison. 


*Wide choice of decorator colors 


ae. 








New Catalog makes order 


Write for your copy today 


SHOWROOMS: New York * Chicago * Denver * Los Angeles * Philadelphia * St. Louis 
WAREHOUSES: New York * Chicago * Dallas * Denver * Los Angeles * St. Louis * Tacoma 


HASKELL, INC. © P.O. BOX 8273 *« PITTSBURGH 
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dealer salesmen with S & H Green Stamps 











C Sperry and Hutcm. 


FRE E gifts ! Make this your biggest, happiest Christmas ever. Earn perfect 


presents for you and your entire family with this terrific program. Every Cosco dealer salesman 


who registers will receive S & H Green Stamps with every Cosco ‘Director’? Chair he sells. 
You'll fill stamp books like magic . . . choose gifts for every member of your family from the 


giant S & H full-color catalog of top brand name merchandise. Enroll today! Start winning now! 


HAMILTON COSCO, INC. * COLUMBUS, INDIANA 


Visit COSCO at NSOEA Space 704A - 705A - 706A - 707A 
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1710-UB 1711-CB 


. is more than a slogan. It is a concept of 
design, styling, comfort and construction that 
has put Bo.ine in the forefront for office and 
institutional seating — for over 57 years. 


When you buy Bo tna, you buy the best. 


« fy] BOLING CHAIR 


Year 


Member: N.S.O.E.A., 
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504A, 505A, 507A 

N.S.0.E.A. SHOW 

CONRAD HILTON 
HOTEL 


... AS ALWAYS, you will see something quite 
new and different in office seating...a 
BOLING innovation that has been under 
“wraps” for 12 months. 
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wys FLAGSHIP 


first in every finish... 


and first in quality for every duplicati 


The FLAGSHIP Line of metallic back car- 
bon papers has earned its number one rating 
by superior performance. When you offer 
FLAGSHIP your customers get longer wear, 
cleaner copies without feed-roll streaks, and 
the non-slip and ease of handling features that 
only FLAGSHIP provides—all at no extra 
cost! Ask the dealer who has a FLAGSHIP 
franchise and he’ll tell you that with 
FLAGSHIP you'll sell more carbon easier 
than you ever have. And repeat orders go to 


Visit us at booth #136 
N.S.0.E.A. Chicago Convention 


you because your franchise is protected. 

But FLAGSHIP is only a part of a broad 
line of fine Allied products—for every dupli- 
cating need from orange diazo carbons, a 
complete line of spirit products, to fluid- 
eradicable ribbons. 

The franchise may be open now in your 
vicinity. 

Write today for more information on how 
to make your carbon and ribbon sales an 
important profit producing source for you. 


ALLIED CARBON AND RIBBON MANUFACTURING CORPORATION 


General Offices and Factory: 165 Duane Street, New York 13, N. Y. 
Western Office and Warehouse: 3425 So. Main, Los Angeles 7, Calif. 





OA Lad ress-Time News from Washington and around the world 


Time For Clear Thinking 


The flood of political and economic 
commentary following President Ken- 
nedy’s preparedness program to the 
country has led to a confused picture 
of the path ahead for American busi- 
ness, including the office equipment 
and supply dealer. Sign posts seem to 
point in all directions. Interpretations 
of events range from the sublime to 
the ridiculous. Never has it been more 
important for the businessman to 
watch the daily developments of 
events in - Washington and abroad 
from the viewpoint of effect on his 
business. 


The Fat’s in the Fire 

It has long been recognized that 
West Berlin—the thorn in the side of 
the Red Bear—was becoming more 
and more painful. An oasis of pros- 
perity and freedom, as well as an es- 
cape hatch for East Germans, it has 
been the number one pressure point 
of East against West. Now, whether 
the intent is serious or a_ probe 
of Western singleness of purpose, 
Khrushchev is leading trumps to bring 
the issue to a head. The concensus is 
that he is bluffing. There seem to be 
too many reasons why he cannot af- 
ford a major war now. 


Better Safe than Sorry 

President Kennedy's message to the 
nation has met with popular approval. 
Almost everyone agrees that further 
major concessions are folly—and that 
a show of determined strength is the 
only course to follow. Even though 
the implications are sombre, prepared- 
ness for any turn of events is accepted 
as the only way to meet the threat. 


A Hole in the Clouds 

Paradoxically, political clouds gath- 
ering over West Berlin have appar- 
ently not darkened the economic ac- 
tivity of the city, nor are there any 
signs that they will. Obviously, a 
blockade or enforced airlift could im- 
mediately halt distribution of manu- 
factured goods out of the area, in- 
cluding a number in the office ma- 
chine and supply field. Any distribu- 
tors or dealers of products in this 
country who may be nervous over the 
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prospect, may be somewhat reassured 
by the fact that capital expenditures 
for new and expanded facilities are 
going ahead at an accelerated pace. 
West Berlin businessmen, fully aware 
of the current political events, are 
gambling that no devastating crisis 
will develop this winter. 


A Shot of Adrenalin 

The effect of a sudden $9 billion of 
additional defense spending can be a 
shocking stimulus to our domestic 
economy. Here lies serious potential 
trouble. For several months the 
economy has been moving upward 
from its 1960 recession. Generally, 
the recovery has been without serious 
inflationary pressures. No matter how 
specialized the government spending 
may be, before long some of the 
money will be filtering into every 
phase of our national product. When 
shortages of manpower, raw materials 
or production capacities occur, and 
they possibly will, the battle to fight 
inflation will really be on. Most im- 
mediate visible reaction will be an ac- 
celerated transition from recovery to 


boom. 


Imitation Sugar is Bitter 

The prime problem of the day is 
how to pay for this added load to the 
Federal budget. Principal concern 
among the business fraternity and 
conservatives in government is that 
cut-backs in less important areas of 
the budget will not be made in time 
to avoid a staggering increase in the 
deficit. It seems sure that taxes will 
be increased. How drastically depends 
on how big and how out-of-hand the 
fiscal fire becomes. Everyone expects 
to pay a fair share of a reasonable 
load. However, since business gen- 
erally, and small business particularly, 
carries a heavy proportion of the tax 
burden, every office equipment dealer 
should let his congressman know that 
the government is expected to trim 
out all extravagance before revising 
the tax structure. 


Labor’s Next Move 

Anxious eyes are cast in the direc- 
tion of Detroit, as Walter Reuther 
moves to negotiate new contracts with 
the major automobile manufacturers. 


It is a replay of the same old record. 
Reuther wants increases in hourly 
rates and added fringe benefits. Manu- 
facturers say boosts cannot be given 
without increasing prices on their 
cars. Both sides certainly appreciate 
the inflationary consequences. It is 
hoped that a settlement can be made 
that will not result in increased car 
prices. The results, whatever they will 
be, will undoubtedly set the pattern 
for labor in all leading industries next 
year. 


Busy Days for the Draft Board 

Dealers wondering how the military 
buildup will affect certain of their 
young employes may possibly lose 
their most eligible men, at least for a 
short spell. Although draft boards 
around the country are getting ready 
for the biggest business since Korea, 
the call-up plan is not as drastic as it 
appears. A high percentage of the 9% 
increase in military personnel will 
come from enlistments. Men with 
families, or those at the high edge of 
the age limit, will not be affected by 
the initial mobilization. Even active 
reservists and National Guardsmen 
will not be called-up en masse. About 
one in ten, particularly men with 
special skills, will be the first to re- 
ceive Uncle Sam's “greetings.” 


Britain’s Economic Bombshell 

Prime Minister Macmillan’s an- 
nouncement that Britain will apply 
for membership in the European Eco- 
nomic Community has started a big 
“buzz” in capitols around the world. 
Washington's political view is that, 
while it may create more discrimina- 
tion against U.S. exports to Europe, a 
stronger Atlantic Community will re- 
sult. American business sees serious 
trade problems in store, principally 
over our exports of agricultural and 
industrial goods. If Britain tries to 
gain preferential treatment for goods 
from its Commonwealth members, 
U.S. products will be seriously handi- 
capped. Washington will be urged to 
bargain hard for maintaining existing 
tariffs of the Common Market, (some- 
what lower than Britain's), as well as 
for certain broad reductions promised 
by EEC in return for other reciprocal 
agreements. 





Motor Freight Rate Hike 


Office equipment and supply dealers 
can expect to pay an average of 5% 
more for shipments of merchandise 
they buy f.o.b. plant, and delivered by 
truck. This is indicated by rate in- 
creases now being posted by intercity 
truckers around the country, and will 
represent an overall rise of about 
10% within the past year. While on 
the surface the increase is nominal, it 
must nevertheless be taken into ac- 
count in pricing for resale. 


Expense Accounts Under Fire 


The House Ways and Means Com- 
mittee has tentatively rejected Presi- 
dent Kennedy's specific proposals for 
curbing tax deductible business ex- 
pense account items, while categori- 
cally agreeing to tighten tax rules on 
such items. It seems sure that the 
definite schedule of limits for hotel 
and food bills per diem will not be 
approved. Entertainment expenses will 
be put under closer scrutiny, and will 
require greater taxpayer proof than 
before. This is the area that will most 
effect office equipment and supply 
dealers with own, and their salesmen’s 
expense accounts. 


Boom in New Business Firms 


During 1960, 60,000 new business 
concerns were formed, bringing the 
total in the United States to 4.7 mil- 
lion. According to Dep't. of Com- 
merce statistics, the greatest advances 
were made in retail and service fields, 
with lesser gains for the construction 
and wholesale trades. While this area 
also accounts for the highest mortality 
among new businesses, the total con- 
tinues to increase, indicating a favora- 
ble economic climate for the establish- 
ment or expansion of small private 
enterprise. 


More Office Furniture Dealers 


The Census Bureau reports that 
during the period from 1954-1958 
there was an increase of 109 establish- 
ments in the U.S., excluding Alaska 
and Hawaii, that were primarily en- 
gaged in selling office furniture. This 
brought the total of such firms to 


i r dustry news shorts for busy dealers 


1,027. Operating expenses, including 
payroll and overhead, but not the cost 
of the goods sold amounted to $90 
million in 1958, or 24.9% of sales. 
In 1954, the ratio of expenses to sales 


was 25.3% 


Global Standards for Office 
Machines 


International standards for office 
machines, the object of an Interna- 
tional Organization for Standardiza- 
tion (ISO) project, moved a step 
closer to reality this summer. Accord- 
ing to the American Standards Assn., 
U.S. member of ISO, 10 working 
groups in office machines were author- 
ized at a meeting in Turin, Italy last 
June. Working group secretariates in 
the fields of typewriters and account- 
ing, bookkeeping, billing machines, 
and cash registers were assigned to the 
U.S. Other machines were assigned to 
the United Kingdom, Germany, Switz- 
erland, Sweden, France, and_ Italy. 
Reports will be made at a meeting of 
the entire ISO committee in October 
1962 


Public Affairs Conference 


A new and unique Public Affairs 
Conference for all National Chamber 
of Commerce member association com- 
mittees will be held in Washington, 
Jan. 24-25, 1962. Its purpose is to 
brief them on major legislation and 


other issues in the next session of 
Congress. The meeting will offer as- 
sociation members and executives an 
opportunity to meet their Congress- 
men, Senators, and other government 
officials on an individual basis and 
discuss matters of particular impor- 


tance 


Pens Behind the Iron Curtain 


Sheaffer fountain pens are being 
displayed behind the Iron Curtain this 
summer in an exhibit designed to 
show the varied uses of 
fabricated plastics in American-made 


many and 


consumer goods. Under the auspices 
of the U.S. Information Agency, the 
exhibit was scheduled for public show- 
ing in Moscow in July, with visits to 
other Soviet cities to follow. It is re- 
ported that American fountain pens 


are particulary coveted in Russia. In a 
previous Kiev, all the 
items on display are said to have dis- 
appeared or were given away by the 
time the showing was over. 


showing in 


Commerce Department Data 


The fruits of a multi-billion dollar 
research program are now being of- 
fered to U.S. businessmen by the 
Dep't. of Commerce. Through a cam- 
paign by The Advertising Council, 
the business community is being ap- 
prised of the various services available 
from the Dep't. headquarters in Wash- 
ington, and the 33 field offices around 
information 
covers such topics as (1) domestic 
marketing of products and services, 
(2) foreign outlets for American 
goods, (3) community development, 
and (4) patents and 
technical research. 


the country. The free 


government 


Secretaries on the Spot 


A new book with this title has just 
been published by the National Secre- 
taries Assn. It is compiled from actual 
cases and solutions, involving personal 
hygiene, appearance, work habits and 
attitudes, human relations, personal 
misunderstandings and conflict, office 
records, communications, duties, etc. 
Copies are $2.25, and may be ordered 
from the Assn. headquarters, 1103 
Grand Ave., Kansas City 6, Mo. 


Manufacturing Defects Scored 


Slipups in quality control on the 
part of some furniture manufacturers 
is accounting for no small part of 
freight claims for damage, according 
to J. O. Styres, claim agent for Mc- 
Lean Trucking Co., Winston-Salem, 
N.C. Mr. Styres said that claims are 
being filed for payment on damaged 
furniture against motor carriers which 
was defective before leaving the fac- 
tory. He noted that most motor carrier 
people are not furniture authorities, 
and cannot detect what was defective 
and what was damaged by the freight 
company. He added that packing 
specifications now being set up by the 
National Classification Board for 
motor packing shipment should im- 
prove this situation. 

continued on page 12 
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The Colorful Beet Selden 


/ 


DECOR-@-TRAY 


DECO -8-TRAY is the new concept in trays that satisfies 


customer demand for color, design and efficiency in today's modern 
office. DECOR-8-TRAY is the desk accessory that sells on sight. 


MATCHING  ~* Sculrrurep pesicn * FADE, CHIP AND 
PEEL-PROOF 
* DECORATOR COLORS 


* SATIN GLOSS - FINISH 
TELEPHONE * LIGHT WEIGHT HIGH 


IMPACT PLASTIC *& NESTS FOR STORAGE 


COLORS * LETTER AND LEGAL SIZE § %* COMPETITIVELY PRICED 


Dealers and Distributors call or write for information. 
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State of the Industry 


Back to the City 

One company at least has found 
that all is not peaches and cream in 
the country. Royal McBee Corp., 
manufacturer of typewriters and busi- 
ness machines, moved their offices to 
a modern brick and glass building in 
suburban Port Chester, N.Y. in 1956. 
Now the company has forsaken the 
19 acre tract of rolling lawns, rock 
gardens, and trees to return to Man- 
hattan. “We were missing something,’ 
explained an official, “particularly in 
our marketing operations.” 


A New Twist to an Old Idea 
The new IBM Selectric typewriter, 


. continued from page 10 


described on page 46 of this issue, ap- 
plies a principle that was patented 
131 years ago. In 1829, William Burt 
invented a crude machine for “‘print- 
ing letters’ that was built around a 
revolving wheel with the alphabet 
etched on the rim. While the simi- 
larity ends there, the point is proved 
again how marvelous technological 
achievements of today may stem from 
rudimentary ideas of the past. 


Consumer Spending Hits New 
High 

During the second quarter of 1961 
consumer spending exceeded the pre- 
vious high for a three-month period 
set October-December last year. At an 





A moment of truth for the staple 


In thousands of busy offices each day, as the 

little staple is driven home to fulfill its highly 
useful end, people who appreciate quality and easy, 
trouble-free operation are accomplishing this with 
BATES staplers. The fastest growing line, BATES of- 
fers such innovations as a model that makes its own 
staples, one with a staple remover that stows away 
when not in use, a Hand-Grip stapler of revolutionary 
design and electric models that staple at a touch of the 
paper. BATES wide range of styles and models pro- 
vides a stapler to satisfy every need! 


For complete information, write 


ann 
yndard for Excellence 
ea 


the BATES manufacturing co. 


Orange, New Jersey 


New York Office: 63 Vesey Street, New York 7, N. Y. 


NUMBERING MACHINES * STAPLERS * LIST FINDERS * PUNCHES * STAMP PADS * EYELETERS 


annual rate of $336 billion for goods 
and services, it was $3.7 billion better 
than the earlier record. Even so, per- 
sonal savings are also increasing, now 
estimated at 7% of all individual 
earnings after taxes. For each dollar 
now being spent, 42c is going for 
services. Five years ago the figufe was 
37c. This not only accounts for the 
slow rate of recovery for durables, but 
indicates higher costs of services, e.g. 
rent, household operation, education, 
as well as recreation, travel, and 
amusement. 
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Grafjco 


...the Complete Line of 
File Signals 


and Maptacks 


Specify Graffco —for file signals and 
maptacks in every size, shape and color. 


Outstanding dealer support includes: 
modern packaging, national advertising, 
display panels for counter or window, 
color catalog sheets, sample cards 
and envelope stuffers. 
Graffco Products are sold only 
through the Office Supply Trade. 


Write for details on products and sales aids. 


Graffescdh 
MAP FLAGS 
> 


x. * 


SEE US AT THE 


NSOEA SHOW [7 —-\—ia ait ee 
Booth 129 a “Sere 


fivy, , 
re 
Self-Service Counter Cabinets 





Letters 


Readers are invited to express themselves brief- 
ly on any subject related to the office equip- 
ment and supply industry. Address: Letters 
Editor, OFFICE APPLIANCES, 600 W. Jack- 
son Blvd., Chicago 6, Ill. 


Dear Editor: 

I read with interest your article on ‘‘How Dealers 
Hire, Train, Keep Salesmen’’ (OA July 61, p. 22). 
I am interested in learning more about aptitude test- 
ing. Any information you can send will be welcomed. 

Jimmy Flippen 
J. T. Townes Printing Co., Inc 
Danville, Va. 


The school of business at all state universities have 


data on aptitude testing, also most state unemploy- 
ment offices. Helpful information is available too, 


from NSOEA headquarters in Washington, D.C. 


CONVENTION FR owen 


We have a request from one of our customers re- 
garding the address of NOEMA. Unfortunately, we 
have been unable to locate this information although 

5 we checked through our last issue of OA. Will you 
4 : 19 send this data to the attention of the writer. 


Ralph A. Taylor 


BOOTHS 19 


8-19 
Y SUITE we L. B. Herr & Son 
Lancaster, Pa 


HosPITAL!T 
We interpret NOEMA to stand for National Office 
Equipment Manufacturers’ Assn. There is no asso- 
ciation by that name. The former Office Equipment 
Manufacturers’ Institute (OEMI) is now Business 
Equipment Mfrs.’ Assn. (BEMA) 235 E. 42nd St. 
WY .G. 


Dear Editor: 

We think your magazine would be better if you 
didn’t devote so many issues to conventions. In sev- 
eral issues before a convention we read be sure and 
attend—then several issues afterwards, we read all 
about it, pictures of those in attendance and all prizes 
and awards offered and pictures of the recipients. We, 
who never get to attend conventions are not too 
much interested in seeing pictures and reading about 
those that do. This reading isn’t beneficial to our 
business nor does it help increase our sales. 


King's Office Supply 
Washington, Kansas 


Thanks. We will always try to present a full meas- 
ure of meat with the meet in each issue. 


BUSINESS 
FORMS, INC. Dear Editor: 


Kindly enter our subscription for 3 years to your 
OFFICE APPLIANCES publication. 
During our holidays in the United States we had 


OA-9 /61 





the pleasure of visiting different stationery stores and 
they all praise your publication very highly. After 
reviewing a couple of your past issues I also do the 
same. 

If possible please forward a copy of your latest 
Buyers Index also. 


G. J. LeBlanc 
City Office Furniture & Supplies 
166 Montreal Rd 


Cornwall, Ontario, Canada MOST 

Dear Editor COMPLETE 
The article you ran about my book ‘How To Get 

Better’ has brought many orders for the book. They F IS 


still come in, a couple almost daily. 


Joseph Burger 
P. O. Box 334 
Pasadena, Calif S$ 
Mr. Burger was luncheon speaker at the 1960 re- 
gional meeting at Santa Barbara. An enthusiastic 


and entertaining speaker, his address was well re- 


ceived. His note, quoted above, is part of a letter 
from Honolulu where he had two speaking engage- ae HR 
ment 

By fortune I had a chance to read your July, 
1961, issue. Your magazine is very good and sky- 


high above respective German papers. BOOTHS 


I am an import-agent. I am very interested to find 
an American supplier of self-adhesive foils for 
making labels, advertising, insulations, etc. May I 
ask you for your kind assistance? 

Another request, would you send me a few back 
issues of your famous magazine? I want to get a clear 
picture about American office appliances through 
OFFICE APPLIANCES 





Dear Editor: 


HOSPITALITY SUITE 1618-79 


Werner Lange 


Werner Lange, AV/64 
Marienwerderstr 30 
Hamburg-Bramfeld, Germany 





Dear Editor: 

The “Office Design’’ section is good. The Design 
Notes column is one of the methods OA has for 
keeping on its toes that makes it of inestimable value 
to the busy reader. We have long needed more pub- 
lished about this facet of our industry. I have won- 
dered if we were going to sit idly by and let the in- 
terior decorators steal this business from us while we 
dillydally. The decorators do not understand the mul- 
tipurpose use of office furniture. Your section should 
serve as a guide to them and aid them in planning 
and designing utility as well as a pleasing setting. 


BUSINESS 
Because the dealer who made this comment works FORMS, INC. 
with outside decorators, he has asked that his name 
be withheld. We print his views, nonetheless, for the 
benefit of others who feel remiss about dillydallying. 
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For a limited time only EAGLE presents... 


EAGLE 
COMBINATION 


NEW SWINGLINE 99 STAPLER... PLUS...THREE 


=" 1 GROSS S Y2 GROSS 


EAGLE > EAGLE 
AHH MIRADO™ RAN VERITHIN’ 


(Grades 2 and 2¥ (Carmine Red only) 


world’s dec sine world’s largest-selling 
writing pencil pom » colored pencil 
fa &_, AT YOUR REGULAR PRICE ——— | ® AT YOUR REGULAR PRICE 
4 io hee $2 95 —— * ty .. Plus $2.95 
eee “wr \ Te 
‘ Bancan COMPTON ay ore “SWINGLINE 99 STAPLER SWINGLINE 99 STAPLER 


k' : a “ ge” FOR ONI y 85¢ } _ pa 745 7 FOR ONLY 85c 
ee Step inn STS 
\ BEE <<: eae 


ORDER THESE PROFITABLE DEALS FROM YOUR 


/ \ 
Se) csce PENCIL COMPANY / Headquarters: Danbury, Connecticut 


to OA-9/61 





1% GROSS 
EAGLE 
STICKPEN 


(Blue Medium only) 
the new standard of 
ball pen performance 
AT YOUR REGULAR PRICE 
~ ==? ... Plus $2.95 
aye 29-577 — SWINGLINE 99 STAPLER 
Oo FOR ONLY 85c 


EAGLE SALESMAN... TODAY! 


NEW YORK * LONDON #* TORONTO #* MEXICO 
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’ Your name 


listed in hig 





. : | consumer ads 
| in national 
magazines! 


SYDNEY «© BOGOTA 








SPEED-O-PRINT 
Worlds Finest Photo--Copitr 


COPIES EVERYTHING 
IN SIGHT...IN SECONDS 


If you have been under the impression that all 
photo-copiers are pretty much alike, don’t buy any 
machine until you see the Speed-O-Print. 

In 59 seconds, your Speed-O-Print dealer will 


show you why hundreds of thousands of users— 


from one-man offices to leaders in business and 
industry—prefer this superb Photo-Copier to 

all others. Or, if you prefer, send for illustrated 
brochure describing the six Speed-O-Print 
aatelei-1i-eam ele IMilalemelal-Mdal-lar-) <-leni) 

meets your budget and surpasses your 


most exacting requirements. 


Es 


Sroced-O-7 Mint corPORATION 
1801 WEST LARCHMONT AVENUE, CHICAGO 13, ILL. 


Gentlemen: 


1 want to know why the Speed-O-Print Photo-Copier is 
superior. Please send, without obligation, complete details, inc/uding 
a photo-copy of this request. 


Name 
Title 
Company 


Address 


CORPORATION 


1801 WEST LARCHMONT AVENUE 
CHICAGO 13, ILL. 





Bigger office sales in 
5 easy SCOTCH” Brand ways 


uble-Coated 


ransparent Tape SCOTCH BRAND 
‘ ‘ Magic Mending Tepe 
i No 810 


STICKY ON BOTH 3/083 / 


| on emree 1) ORE KT ye 



















Double-Coated Tape “SCOTCH” Brand ” 


“SCOTCH” Brand 


Lf 





Cut n “scoTcH” Does jobs o-: 
) Brand Double- “Oe 
Coated Tape does 


mounting jobs in by the score. 


seconds, requires no 
drying time! me 


with t worst gu costs less *2 


handy ribbon 
form. No spills, tre 


spots or wrin- [ d th th 
kles. Easy to use 0 ay all in 
—there’s no liner to re- 


that ? 
i. + be . The neater, faster 
both s move. The neater faster ever before ‘ 


mount displays, assemble policies 


Tape is a tool...choose the best ta 










| 
| 





my 7) 


a 


; Ne 
1Sp 


j — 


v35 





ny’s worth of 
1’ Brand Trans 
arent Tape 
eals 9 bulky 
»-nvelopes, 
5 torn checks, 
routing slips or 
'Dependable... 
rent. Comes off 
without break- 


ever telescopes. 


neat—sticks at 


h | 


arent Tape 


for the job...“SCOTCH™ Brand 


“SCOTCH” Brand Magic Mending 

Tape is the only tape that’s prac- 

tically invisible! Its no- 

glare backing lets you 

read through it. Looks 

white on the roll, but when 

pressed down on paper it al- 

most disappears. And you can 

write on it with pen, 

Ni }' pencil, ballpoint or 

, typewriter! Resists 

moisture, too. Perfect for mending torn docu- 

ments, records, file copies, punch cards—lasts 
as long as the paper it mends! 


: 
















“SCOTCH” Brand Magic Mending Tape 


~ 
— 
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“SCOTCH” Brand Typewriter Cleaner 


“SCOTCH” Brand Dusting Fabric 








Dusting ‘‘SCOTCH”’ Brand Dusting 


Fabric works so fast it makes 
= ¥ dusting almost fun! Nev 
iS eQasler “wonder” fabric, with mil- 

lions of tiny dusttraps, pick 
up dust and holds it 
than ever leaves no trail of lint ar 
oily film. Can't scratch or: 
mar the most delicate surfaces, 
hefore yet is tough and resilient—highly 
absorbent sheets can be used 
over and over before they're thrown away. Keeps 
hands clean, too. Ideal for desk tops, cabinets 
—anything around the office. 


R 41 nffico h er 
} 


Make sure you have these ‘Scotch’ Brand 











©eeeeecesooe @ 


| 9920000 ..9008 
a” 





iY 
Clean ‘“‘SCOTCH”’ Brand Typewriter 
Cleaner lets you type the dirt away! 
. ° Use like paper—just roll 
typewriter sheet into typewriter, 
/ set machine to stenci! 
and strike each key several 


keys by times. That's all you do! No 
stains, no spatters—hands 


° stay clean. Comes in perforated 
Lyping sheets(tear off used portions and 
7 ' save the rest). Clean type on 
other office machines, too, for less than 5c per 


cleaning! 


s in your office. Call your “Scotch” Brand supplier today! 


$s RADEMARK ™ ’ 


SCOTCH’? 16 A REGISTERED T A OF 3M CO., ST. PAUL 6, MINNESOTA 
Miiewwesora [fining ano \ffamuracrurine company 
... WHERE RESEARCH IS THE KEY TO TOMORROW 












People and Events 


report of activities within the industry 


Elected WSA President 


Ralph R. Moser, 

Sr., vice-president 

of Carpenter Pa- 

per Co., Omaha, 

Neb., has been 

elected president 

of the Wholesale 

Stationer’s Associ- 

R. R. Moser, Sr. —— 
Moser was the 
unanimous choice of WSA’s board of 


directors as the new president for the 


iS-year-old trade association of man- 
ufacturers and wholesalers 

He has served on the Association’s 
board of control for five years and 
for the past two years has been office 
supplies wholesaler division _ vice- 
president 

Moser feels that there is ‘‘a great 
future for the legitimate office sup- 
plies wholesaler in North America. 
He and other WSA officials are “Op- 
timistic about the trends toward greater 
use of the office supplies and equip- 
ment wholesaler by the manufacturer 
and retailer in the $7.5 billion indus- 
try 

WSA’s 45th 
be held September 27 at the Black- 


innual meeting will 


stone Hotel in Chicago. The meeting 
will be highlighted by a ‘’Fire-Away- 
Your-Question Conference. 


WSA's office, 
Evanston, IIl., 


A note of interest 
1514 Elmwood Ave 
maintains an extensive exhibit of all 
catalogs and marketing policy  state- 
ments on all manufacturers and whole- 
salers in the industry and welcomes 


inquiries from any on 


OEMI Changes Name 
Moves To New York City 


To keep pace with the rapidly 
changing business equipment field, 
association, 


the 50O-member _ trade 


formerly known as Office Equip- 
ment Manufacturers Institute (OE- 
MI), officially Business 
Equipment Manufacturers Associa- 
tion (BEMA), recently. In addition 
BEMA 
quarter to the Pfizer Building at 235 
East 42nd St., New York 17, N. Y. 

HARRY (¢ 
the trade group said, “The expan- 


be Came 
moved its head- 


the new 


ANDERSON, president of 
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sion and growth of our industry, 
particularly during the past decade, 
has been remarkab!'e at a pace 
few other industries have ever ex- 
perienced 

Office machines, and all type of 
business equipment for that matter, 
he said, “play such important roles 
in government and business operations 
that the 
between user and manufacturer made 


demands for closer liaison 


it mandatory for our organization to 
take the initiative and become, truly, 
the spokesman for the industry. 

The new BEMA organization has 
formed three separate groups: the 
data processing group, a office ma- 
chines group, and the office equip- 
addition, Business 


ment group. In 


Equipment Manufacturers Exhibits, 
Inc., a subsidiary, will provide an 
industry 


Equip- 


exposition service for the 


The organization’s Business 
ment Exposition will use the McCor- 


mick Place in Chicago, next April. 


Burglars and You 


No dealer-businessman is safe from 
burglars apropos this issue, page 
36, and recent mews articles 
‘Thieves Use Old Ruse, Get Adding 
Machine, 
Flint, Mich., 


$140 adding machine by two men ‘cus- 


Meyer's Typewriter Co., 
was victimized out of a 


tomers. 

One of the men asked Mrs. Ethel 
Meyer about a typewriter he left for 
repairs. When she called to a mechanic 
in the basement, the man said he was 
in the wrong store and left. The other 
already had walked out. A check re- 
vealed a $140 adding machine was 
Missing 

"New Orleans, La. . . 
tered the office of Acme Safe and 
Lock Co. on Tuesday and broke open 


Burglars en 


the safe to secure $200 in cash! 


C. O. Schlaver Leaves OA 


Clarence O. Schlaver, OA managing 
editor, has left OFFICE APPLIANCES 
Business Publications to become the 
editor of The Quill magazine in Chi- 
cago. The Quill is the publication of 
Sigma Delta Chi, 


journalism society 


the professional 


continued on next pa 





Premier 
Trimming 


























A Size For Every Need 
New use features galore with tool 
steel hardened blade that sharpens it- 
self for a lifetime of clean, accurate 
safe cuts — Plus safety spring tension, 
precision calibrations! 

7 sizes . . . $6.00 to $55.00... 
Wood or Metal 


Ask your distributor 
@ 7 Sizes 
® From $6.00 to $55.00 
® Wood or metal base 
PRESENTED NATIONALLY BY: 


© Stone-Newman Associates, 320 Broadway, New 

York, New York 

¢ Jack Luke, 3950 Lake Shore Dr., Chicago, II! 

: ag Lichtenstein, 223 S. 10th St., Philadelphia 
. 

. sey Henkel, 1046 S. Olive St., Los Angeles 15, 
alif. 

© Emil Dalmas, P. 0. Box 1524, 9923 Estacado 

Dr., Dallas, Texas. 

¢ George B. Tapner, 641 S. Rock Hill Rd., Webster 


Grove 19, Mo. 
* R. C. Hill, 1523 Kingswood Road, Jacksonville, 
* Paul Holden, 213 W. Kathleen, Park Ridge, I!) 


PREMIER PHOTO 
QUALITY BELTS 
CO. 


OUR NEW FACTORY, ELK GROVE 
ILLINOIS [CHICAGO SUBURB] 
TTS LENT OT OCI 
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People and Events continued 


NSOEA Manufacturer's 
Division Meetings 


The manufacturers division — of 
NSOEA held meetings in both New 
York City and Chicago in July. The 
mectings were attended by 80 mem 
bers 

Bill Fletcher, chairman for the di- 
vision and vice-president of NSOEA 
opened the mectings. He gave a r 
port on NSOEA’s executive meeting 
held in Washington. He stated that 
travelers club presidents will be in 
NSOEA 
nors’ conference in Washington in the 
fall of 1961. 

Improvement and enlargement of 


vited to attend the gover 


the Washington headquarters has been 
iuthorized. Headquarters will remain 
it 740 Investment Building 

Funds have been authorized for the 
study and development of a NSOEA 
furniture division 

An enlargement of the 
committee will be recommended to the 


executive 


membership at the annual convention 
The enlarged committee will consist 
four manufacturers 


of five dealers, 


ind one traveler, the latter an ex 
officio member. 

The new field program will be em 
phasized during the coming year. 

Fletcher also mentioned that How 
ard Patrick, NSOEA president, was 
working with William Cole, president 
of the National Office Furniture Asso 
ciation on the establishment of a joint 
committee to explore the possibility 
of a combination of the two organiza 
tions 

Another point covered was the 1962 
West Coast Convention and Exhibit 
Fletcher mentioned that plans wer 
developing nicely and that applica 
tions tor space are coming in fast 

In commenting on the 1961 district 
mectings, Fletcher reported that deal 
ers’ interest and participation in_ the 
unusually 


business session had been 


kcen. While manufacturers’ attend 
ince and ladies’ attendance were down 
in L961, 

A new study showing dealer and 
manufacturer car allowances and costs 
was distributed and discussed. All 
dealer and manufacturer members will 
receive COpics of the study 

Copies of the Index of Office De 
mand prepared by Market Statistics 
Inc., were distributed and discussed 


The index gives figures in the forn 
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each county in 

s. It can be used with 

national figures a manu 
reliable 

ew York Meeting, Bill 

Oxford told the group 

es NSOEA manufactur 


to help dealers 


S al most 


ommunity. He 

way to accomplish 
ime time sell the 
tor manufactur 
telling the story 

ind emphasizing the 
lers to businesses 
nsen outlined some of 


Year Plan 


\ Development now being 


yf a Five 

th xecutt committee 
isked for an expression of 
ut NSOEA 


holding a 


NSOEA 


Jack Mintzer of 
that American 
pbyect to increas 
roreign prod 
rican manufac 
ought to get to 
American Cam 


Fairchild Camera Begins 


Business Machines Division 


meat, ; 
Corp., 


Syosset, L.I., New 
York 


new business 


The Fairchild 


imcfra and In 


has formed 


machines division 
The division 
headquartered in 
Cleveland, Ohio 
9-Tanve ex 
non-military 


ture and mat 


iper handling 
ager will 
formerly 
th Harris 
to that asso 
leveland, and 
ford, Conn 
division s 
ent tim 
rs postal 
ollators, in 
mail room 
tS al sched 


this month 


For fast service contact the “Fabrilite”® 
distributor nearest you listed below: 


CALIFORNIA 
Compton Urethane Corporation of Calif. 
3025 E. Victoria St 

Fabric Leather Corp 

1139 Santee Street 

ey & Hall, 1036 South Hope Street 
Attn: Mr. C. Hail 

San Diego Foam Rubber Supply, 2210 Kettner Bivd 
San Francisco 9 Scovel & Sons Co., 1133 Post Street 
Attn: Mr. Paul Scovel 


Los Angeles 15 


Los Angeles 15..Lind 


CONNECTICUT 4 
Hartford 5 New England Upholstery Supply Co 
38-40 Albany Avenue 


Attn: Mr. Robert Warner 


C. E. Briddell Co., Inc 
3726 Tenth Street, N.E 


ntine Company, 618 S.W. Eighth St 
Auto Trimmers Supply Co., Inc 
910 W. Cass Street, P.O. Box 2459 


Inc., 364 Nelson St., S.W 
Attn: Mr. J. M. Coffee 
ILLINOIS 


Chicago 5 A nigsberger, 1020 S. Wabash Avenue 
Actn: Mr. H. L. Hoenigsberger 


DISTRICT OF COLUMBIA 
Washington 


FLORIDA 
Miami 3€ 
Tampa 


GEORGIA 


Atlanta z J. R. Erikson Co 


KENTUCKY 
Louisville 2..Herman A. Schildt Co., 323 East Market St 
Attn: Mr. P. J. Berning 
LOUISIANA 
Baton Rouge 9....Tupper Supply, Inc., 2117 North Street 
Attn: Mr. P. J. Berning 
MARYLAND 
Baltimore 11 E ide 0., Inc., 2800 Hampden Ave 
Attn: Mr. H. W. Beckman 
MICHIGAN 
Detroit 38 Lars 


Grand Rapid 


n Supply Co., 10313 Puritan Ave. 

Uphoistery Supply Co. of G. R 

303 Fuller Avenue, N.E 

Attn: Mr. Arnold Bjork 
MINNESOTA 

Minneapolis..New York Fabrics, Inc., 2938 Nicollet Ave 

Attn: Mr. H. Becker 

MISSISSIPPI 

Jackson y Brothers, 924 Palmyra Street 

Attn: Mr. R. E. Woolley 


Hinsman & Co., 4507 Olive St 
Hinsman & Co., 1615 Locust Street 


MISSOURI 
St. Louis 8 
Kansas City 8 
NEW JERSEY 
Union Krupnick Grothers, inc 
NEW YORK 
Kingston 


, 909 Rahway Avenue 


Leather Co., 34 Ferry Street 
Attn: Mr. A. J. P. Seitz 

r Corp., 16 West 32nd Street 
Attn: Mr. W. Wilson 

H. R. Howard & Sons, Inc 
60 North Washington St 
Attn: Mr. W. S. Howard 


New York 1..Fabr 


NORTH CAROLINA 

High Point American Supply Co. of N. C., Inc 
308 West Broad Street 
Attn: Mr. Dewey Smith 


Showalter Co., P.O. Box 1259 
Earl K. Koch & Son 
2100 West Superior Viaduct 
Attn: Mr. Earl Koch 


OHIO 
Akron 


Cleveland 13 


OKLAHOMA 
Tulsa 8 Oklahoma Upholstery Supply 
hittier Station, P.O. Box 23185 
Attn: Mr. F. W. Graff 


McDonald & Co., Inc. 
930 South East Oak Sireet 
Attn: Mr. R. M. Treadgold 


OREGON 
Portiand 14 


PENNSYLVANIA 
Philadelphia 6 Maen Line Majestic Fabrics 
217 Chestnut Street 

Attn: Mr. Maurice G. Maen 
Pittsburgh 22 J. J. Peiger Co., 101-103 Market Street 
Attn: Mr. J. Williams 

Smith Co., Inc., 568 Hazle Street 
Attn: Mr. Harold Smith 


» Textile Co., 243 North Main 
Attn: Mr. Harlan Espo 


Wilkes-Barre 
RHODE ISLAND 


Providence 3....Pr 


SOUTH CAROLINA 
Greenville W. L. Graydon & Son, Inc 
414 Pendleton Street 
Attn: Mr. R. Littlejohn 
TENNESSEE 
Memphis 2 Southern Textile & Supply Co. 
894 Eastmoreland Avenue 
Attn: Mr. J. T. Hogan 
» & Company, E. Main St., Franklin 
Attn: Mr. John Bruce 


hmatzried & Co., 2650 Main Street 
Attn: Mr. Chas. W. Schmaizried 
Fort Worth..Reese B. Davis & Co., 316-20 South Lake St 
Attn: Mr. Reese B. Davis 
Houston 4....A. F. Schmalzried & Co., 1930 Oakdale Street 
WASHINGTON 
Seattle..McDonald & Co., Inc., 414 Boren Avenue, North 
Attn: Mr. Leonard McDonald 


Nashville 


TEXAS — 


Vallas <0 A. fF. 9 


WISCONSIN 
Milwaukee 2 


Gebhardt, Inc., 213 North Broadway 
Attn: Mr. C. Pushkash 


For information on furniture shown write to: E. | 
du Pont de Nemours & Co. (inc.), Fabrics Sales, 902 
A Dept. OA-19, Wilmington 98, De! 


Wilmington trust Bidg 








Stars twinkling in a velvet sky inspired this new “Fabrilite’* 
vinyl upholstery. Its scope is endless, thanks to a warm, lus- 
t mellows an # entire room. Pure perfection in 


hotels, clubs, offices a bright idea for any business. For a soft 
look that’s hard-wearing, too, this is the “Fabrilite” for you. 
THIS IS STAR POINT...NEWS vy GUPOND 
DU PONT VINYL UPHOLSTERY === — 
a Chenier y 





Photo-Copy Dealers 


LOOK 


for the... 


GREEN 


MARVEL 


N.S.O.E.A. SHOW 
Steed-O- Print 


BUSINESS MACHINES CORPORATION 





THE SAMENESS MAKES THE DIFFERENCE 


No one matches the uniform precision Apsco 
achieves in its automated factory. That’s why 
the biggest difference between Apsco pencil 
sharpeners and any other brand is quality. 





IDEAL’S NEW WEEKLY 
Varo FO], wat 4s —> @ od 5 b-) ae i ese) ga k- 


A, 


Smartly 


Designed Monthly Weekly weekly 
° : - Expense Expense c 
Finest Quality gam = Recerd “aan expense 
Pocket A Vow and Improved \ MX-12 25 : " wg units record 
Reta 12c each 


Size monthly "booties ice 
expense 


\ 


— 











¢ Complete expense-account & tax-deduction 
reminder 
¢ Detailed record of travel, entertainment, even 
petty cash expenses 








e Helps organize use of time and money 








¢ Easy to file for permanent record 


Set up these 2 small counter displays... 


let them “sell themselves!" Profit is extra large! 


Buy: 3 packs (any combination). Get FREE: 1 display pack of 50 ‘‘Weekly Expense Records”’ 
FOR INSTANCE: 2 packs ‘‘Monthly Expense Record”’ $15.00 Retail Value 
1 pack ‘‘Weekly Expense Record”’ 6.00 Retail Value 
Get FREE: 1 pack ‘‘Weekly Expense Record”’ 6.00 Retail Value 
TOTAL RETAIL VALUE $27.00 
You Pay ($21.00, less 40%) $12.60 
TOTAL PROFIT 53% $14.40 
This Introductory Offer Expires December 1, 1961 
ORDER FROM YOUR WHOLESALER OR WRITE DIRECT 


The IDEAL SYSTEM Company 


AMERICA’S LARGEST PUBLISHER OF SIMPLIFIED BOOKKEEPING & TAX RECORDS 


2437 West Pico Boulevard, Los Angeles 6, California 6 Church Street, New York 6, N.Y, 
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OA Editorial 
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Time for Association 
Marriage 


For years the office equipment and supply industry has enjoyed 
the luxury of separate, independent group associations. The illusion 
has been that machine dealers, furniture dealers, and supply dealers 
had to have their own organization, because the interests, objectives, 
and problems of each were unique and unrelated to those of the others. 

Such is no longer true, if it ever was. Trends developing in the 
industry are drawing its elements closer together. Today there is a 
marked similarity of interest among office equipment and supply deal- 
ers, whether their principal concern is supplies, machines, or furnish- 
Ings. 

All serve one market . . . the office. That market is going through 
a rapid evolution, spurred by the necessity for greater efficiency and 
economy. As one of the most spectacular growth markets of the decade, 
the office is placing new pressures and posing new problems for the 
dealers who serve it. There are new products to sell, mew services to 
offer, new competition to meet. 

It is not only extravagant, but grossly ineffectual for several sepa- 
rate industry groups to work independently toward a common goal. 
Strength lies in unity, and the times call for a strong, united office 
equipment and supply industry. 

As a start toward this end, isn’t it time to act on the long discussed 
merger between NSOEA and NOFA? There is little valid argument 
against the logic of the move, particularly if a Division of the NSOEA, 
dedicated to the interests of the furniture dealer members is established. 
It is conceded that if a separate annual meeting and exhibit is desirable, 
such should be held. Thus, the furniture dealer members would have a 
convention package devoted to their specific interests . . . the same as 
they get now with NOFA. 

Beyond that the Division would have the market research, public 
relations, and coordinated administration advantages of a united nation- 
al organization. In turn, the national group could present a more force- 
ful and effective program for the mutual benefit of all in the office 


equipment and supply industry. 





Nuisance Losses 


WHAT TO DO 
WITH DEAD 
INVENTORY 


How much inventory do you have on the books 
presenting “dodo” items you can't sell? You're lucky 
if you can shrug and say, ‘Some—but not much. A 
ew of a number of items, totalling 3% - 5% of my 
ventory You're typical if the dead stock on your 
books amounts to 10% of the money you have tied up 
n merchandise. And you are not alone if the percentag: 
is higher 

An exaggeration? Not at all. Just add up the amount 
you have invested in items that you've had for two 


irs or more. If you haven't done so, you may be in 


for a shock. And the disturbing part of it all is that, no 
matter what the amount may be, it is dormant moncy 
that isn't working and turning for the growth of your 
ISINCSS 
Granted, a certain amount of dead stock is “‘part of 
game.’ At least, that’s what most dealers said when 
talked with OA editors on the subject. And 
reasons seem quite logical and reasonable 
Probably the most common reason for accumulating 
collection of unsalable odds and ends IS duc to 
carrying stock of unusual items for individual customers 
Suddenly the customer stops ordering the item. Nobody 
Ise uses it 
A dealer in Memphis has been carrying 10 pounds of 
é pins on the books for seven years. His good 
ustomer for the pins quit buying them seven years ago 
Prior to that time, he had been buying them at the rat 
of a pound or better per month. The same dealer had 
nother customer that used 24 columnar pads regularly 
Reorders came to an abrupt halt. Now the dealer has 
enough 24 columnar pads to fill the needs of the city 
for the next five years. 
The same thing occurred with a special type of No. 1 
ncil: And a misunderstanding over an order for legal 
size file drawers, of a special color, left the dealer with 


considerable investment that he hasn't been able to 


items wert it, but the pattern was the 


with other n Tennessee, Missouri 





Iowa, Illinois that we talked to. Enough so that you 
dealers from Maine to California, and Texas to Mich- 
igan will agree that here is a nuisance source of loss 
that all of us are living with to some degree or 
another. 

Another trap that dealers everywhere fall into is the 
results of mistakes in judgment on the appeal of an 
item. . .particularly a new one. All dealers are looking 
for good merchandise. It is necessary for keeping a 
business alert, and services up to the minute. And in 
the majority of cases, buying judgement pays off in a 
satisfactory volume when offered to the trade. 

Frequently, dealers have presented to them an unu- 
sually good buy on a quantity of a staple item, which 
when delivered proves to be of dubious or downright 
inferior quality. Rather than chance customer complaints, 
or jeopardize a hard-won reputation for quality, the 
dealer holds the merchandise, not knowing exactly what 
to do with it. More dead inventory. 

Without exception, dealers say that they have adopted 


a policy of caution in their buying. In order to avoid 


getting caught with special items for an individual cus- 
tomer, most maintain a bare minimum stock to provide 
prompt service. Some encourage the customer to carry 
a larger supply, and anticipate reorders well in advance 
of the time the items will be needed. 

On this point there seems to be a wide difference 
of opinion among the dealers interviewed. The sales 
manager of a high volume, aggressive firm said, “We 
get suspicious of an item if our salesmen fail to get 
a favorable response from our customers during the 
first round of calls. . .not more than 30 days. If it 
hasn't established itself as an item our trade will buy 


after 90 days, we take steps to unload it.” 


Concentrate on Selling the Sleepers 


Most of the other dealers keep an equally watchful eye 
on dubious items, although they are not so definite as to 
when they make a decision that they have problem 
merchandise on their hands. As a result, it stays around 
on the shelf for one, two, three, or even more years; 
and continues to show on the books as inventory at 
cost value 

One dealer frankly said, “I know my dead stock is 
a drag on my business. I keep it around hoping that 
someday I'll find a customer who can use it.” And his 
comment reflects the opinion of a number of other 
dealers who expressed their views on the subject. 

A number of interesting plans for disposing of 
dormant stock have been developed by dealers. All 
involve special selling emphasis, and all involve reduc- 
ing the price to make the merchandise more attractive. 

The majority of dealers, once they have decided an 
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item isn’t selling and they want to move it out of 
inventory, turn the salesmen loose with it. The price 
is reduced. . .and a special incentive bonus is offered 
the men. 

One dealer we talked with issues a special bulletin to 
his trade once a month, listing the “‘close-outs’’ and the 
prices. He mails them with his monthly statements. 

Several dealers use their stores to dispose of dead 
merchandise, particularly small ticket supply items. 
When they have an assortment they want to move, 
they put it on an island close to the front door with a 
sign, “Any item on this table $1.00” 

A dealer using this method observed that the table 
draws traffic off the street he has never had in the store 
before, and that housewives, students, workmen, and 
others who are obviously not office people buy the items 
on the table. He said, “I often wonder what in the 
world some of these customers will do with the things 
they buy. Nevertheless, they seem very happy with the 
bargains they pick up for $1.00.” 


Non-depreciable until Sold 

The Treasury Department is explicit in the rulings 
about inventory. It cannot be reduced from cost value 
due to obsolescence nor can any depreciation be applied 
prior to sale. However, when disposed of, at whatever 
price, the loss is deductible. This doesn’t give a dealer 
much latitude. 

A dealer who had accumulated an alarming amount 
of dead inventory over the years had a considerable 
quantity of paper items that had become discolored. 
While still on his books at cost value, he knew he 
couldn't get rid of it at any price. He is seeking 
counsel from his Internal Revenue Agent for a ruling. 
What he wants to do is to sell this stock as waste paper 
and take his loss. 

Another dealer contacted his United Charities and 
found that they had need for all types of supply items. 
While the ones he gave them were not exactly what they 
might have ordered and paid for, nevertheless they were 
very pleased to get what he gave them. The dealer 
charged the gift as a contribution to charity. 

If there is any pat solution to the dead inventory 
problem it is in recognizing the problem item quickly, 
then concentrating on it until it is gone. With this must 
be the recognition that selling costs money, too, and that 
the time comes early in the game when it is more 
economical to take whatever loss is necessary to move 
an item than to prolong the selling period by trying to 
keep a price up. 

The worst thing seems to be to is to forget about the 
merchandise between inventory taking, and let it rest 
in peace on the shelf. 





Nuisance Losses 


The high cost 
of damaged stock 


The squeeze on business profits is a perennial 
problem. So is the demand on the dealer for prompt 
delivery and service of all the many items he sells. 

Because of the higher costs of doing business to- 
day and the increased volume of merchandise mov- 
ing in and out of his place of business, a dealer must 
keep an alert eye for losses due to stock damage. 

Damage can occur each time an item is handled. 
It may arrive in good condition, and still be damaged 
before it is sold. Most of this is due to employee 
carelessness and can be controlled by the dealer. 

For example, the better a stockroom is kept, with 
a place for everything and everything in its place, 
the less chance there is for damage. Therefore, plan- 
ning and good housekeeping minimize the chance 
of dropping or scuffing, and is the first step to reduce 
merchandise from becoming ‘‘shopworn.”’ 

Items that can be damaged by repeated customer 
handling in the store should not be available to the 
thoughtless shopper. If it is a practice to have a 
sample available for inspection, have just one item 
for the purpose, not the entire store stock. 

On the dock, particularly with furniture items, 
careful handling is necessary to avoid damage. If 
your practice is to uncrate all pieces of furniture and 
store them on a warehouse floor, spacing between 
pieces should be adequate to prevent “traffic dam- 
age. Stacking, of course, is always dangerous 


Caution a Necessity 

You should impress all of your employees — in 
the store, stock room and receiving department — of 
the importance of being careful. Any employee with 
a “bent’’ toward carelessness should be watched. He 
can cost you a lot of money. 

Dealers are certainly responsible for their own 
freight handling, but not that of a motor carrier. 
A dealer can not be compelled to accept damaged 
or short shipments of freight. 

When freight arrives at your dock it should be 
checked for damage and count. No dealer can afford 
to have dock help say — “to heck with it, it’s ok, 
give me the freight bill.” For once a shipment is ac- 


cepted and damage is found later, there is the an- 
noying job of placing responsibility and liability. 

Damaged merchandise, especially furniture (cf. 
OA July '61, p. 18), and claims settlement on in- 
transit damaged or lost goods can be a real problem 
between the shippers, truckers and dealers. 

The problem of claims settlement (and_truck- 
transporting in general, cf. OA Aug. '61, p. 10) 
are causing irritations between trucking companies 
and their clients, the office supply manufacturers and 
dealers. Most of the ill-feelings arise from the rigid 
regulations requiring prompt payment of freight bills 
and the manner in which motor carriers in turn han- 
dle claims filed against them. 


A Look at the Problem 


One office supply dealer, J. R. Wilner, of Stanley- 
Sargent Co., Kansas City, Mo., is attempting to help 
straighten out the freight claims problem with a peti- 
tion. So far, he has received the backing of the Kansas 
City Stationers Association, as well as active support 
from several NSOEA districts, on the following 
petition: 

Whereas, pursuant to Interstate Commerce Com- 
mission regulations, all motor carrier charges must 
be paid within seven (7) days, and whereas, mer- 
chants are not always able to select the motor carrier 
delivering their merchandise and it is the usual prac- 
tice for motor carriers to delay the recognition of 
claims for merchandise damaged in transit, and 
Whereas, merchants have no control over such un- 
fair practices, now, therefore, be it resolved, that the 
Kansas City Stationers Association requests the Na- 
tional Stationers Association to petition the Interstate 
Commerce Commission for a regulation requiring all 
common carriers of freight by motor carrier to either 
pay or reject all claims for merchandise damaged in 
transit within fourteen (14) days after receipt of a 
written claim. 

Here are some additional facts that can aid you in 
understanding the freight claims problem. A regional 
representative of the Interstate Commerce Commis- 
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sion’s Bureau of Motor Carriers summarized the 
situation as follows: 

He stated that it is common knowledge that there 
are delays in claim settlements by motor carriers on 
intransit freight damages and losses. ICC does not 
have any jurisdiction whatsoever to compel a motor 
carrier to settle such claims, nor can the ICC arbitrate 
such claims 

By law, motor carriers are liable for all claims filed 
against them and these are processed by the proper 
courts. As a matter of policy, the ICC does note 
overdue complaint claims and calls these claims to the 
attention of the motor carrier for determinative ac- 
tion (either to admit or deny liability). 

The bill of lading is an absolute contract between 
the shipper and carrier. And, freight bills made from 


this makes carriers — originating, intermediate and 
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destination (the number of carriers handling a ship- 
ment can cause claims delay, due to evaluating dam- 


age and determining responsibility) — liable for 


the full actual loss in value of the goods. The con- 
signee can refuse a shipment. The consignee can in- 
spect a shipment and should note any irregularities 
on the freight bill if he accepts a damaged or short 
count shipment. 

Whether freight damages and losses are a prob- 
lem with a dealer seems to depend on the type of 
goods shipped, how they are packed and who does 
the transporting. 

Some dealers experience problems and others 
don't, but to save time, money and customers 
keep abreast of the way your merchandise is han- 
dled, especially the condition it arrives and departs 
from the docks. 





Nuisance Losses 


The Shoplifter and You 


Shoplifting ? 

“That only happens in department stores 

“Anyway, it’s done by kids and kleptomaniacs and 
they don’t come in my store.” 

“And even so, they just take small things that don’t 
amount to much.” 

If any of these popular opinions about shoplifting 
are yours, it is time for some reorganization in your 
thinking. Shoplifting can happen anywhere, even in an 
office equipment store. Dealers report that the items 
stolen cover almost their whole inventory. High on the 


list are items easily ‘lifted,’ such as pens, pencils, pen 
sets, notebooks and similar small items. However, such 
big items as portable typewriters and calculators were 
listed as stolen by dealers who admitted they thought 
shoplifting was limited to little things 


The increasingly popular self-service store 1s believed 


by many to be particularly open to losses from shop- 


lifting. Merchandise, especially the small items, is dis- 
played at arm’s reach and the clerks, reduced in number 
from conventional stores, are usually located at check- 


ut points at the store’s entrance. 





While it’s true that a good part of shoplifting is 
done by juveniles and kleptomaniacs, there is a large 
number of people who shoplift and do not fall into 
either category. If you want to protect your store against 
them, you must first be able to recognize them and, in 
turn, alert your salespeople. 

Juveniles operate both alone and in gangs. If alone, 
they are usually inexperienced and stealing for the thrill 
of it. Their hesitant and vague manner makes them easily 
recognized and they will ordinarily loiter around the 
counter they intend to steal from. Juvenile gangs, how- 
ever, are most often in deadly earnest and their com- 
mon manner of operation is the “hit and run’ meth- 
od. By catching the clerks off guard, they can get 
away with some valuable merchandise and they rely 
on their numbers to discourage any attempts to stop 


them 


The Yellow-Tufted Rare Bird 


Experts say the true kleptomaniac is a rare bird and 
most shoplifters, when caught, will use that as an ex- 
cuse if they feel they can get away with it. By dress and 
manner, a kleptomaniac is almost indistinguishable from 
a professional; that is, both are moderately and some- 
times very well-dressed, poised and have a purposeful 
iir. The real kleptomanic steals by impulse which, of 
course, the professional does not, but again like the 
professional will offer little or no resistance if caught 
and will offer to pay for the stolen article. 

Because of this similarity, the kleptomaniac is hard 
to identify on sight as she, for they are almost always 
middle-aged married women, appears to be a respectable 
shopper. 

The well-dressed, polite, apparently well-off shopper 
may also be the professional shoplifter. Since shoplifting 
is their business, they can afford to be unhurried about 
the affair and almost never have the nervous air that 
characterizes and identifies amateurs. Where large or 
expensive items are involved, they sometimes work in 
pairs. One distracts the clerk, for example, while the 
other walks out of the store with the portable typewriter. 

There are also professional shoplifters who are not 
interested in merchandise but in money. They rifle cash 
registers by simply reaching over the counter and open- 
ing them. 

Knowing the various types of shoplifters is the first 
step towards protecting yourself from them. The best 
prevention is education and you should indoctrinate your 
store employees to always be aware of the possibility of 
shoplifting. Even the professional is deterred from his 
course of action when he feels watched and the ap- 
prehensive amateur, whether child, adult, or klepto- 
maniac, will definitely not “lift” the item he has been 


eyeing. This works well even in self-service stores 
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when the clerk wanders over to the suspected customer 
and asks if he can be of any help. 

You can also make use of several devices to spread 
this ‘‘watched"’ feeling throughout the store. Many self- 
service stores use mirrors, placed in strategic spots. 
Blinking lights, buzzers and bells serve equally well 
to give the prospective shoplifter the feeling that the 
store is “‘on’’ to him. At any rate, whatever method or 
combination of methods you use, remember they all 
operate on the same principle: fear. The fear of being 
caught will stop anyone contemplating the removal of 
your goods without paying for them. 

Within the store itself, you can control shoplifting by 
simply controlling your stock and making a thorough 
checkup of your inventory frequently. This will alert 
you to any losses when they occur. 

Careless display of merchandise is an open invitation 
to theft. Arranging small items on a counter or scattering 
them along the edge of a flat shelf where they can be 
brushed into an open purse or shopping bag is a good 
example. 

Some thought must be given to the arrangement of 
the displays themselves. If the counters are too high, the 
shoplifter can hide behind one while he pilfers another. 
Counters no higher than eye level are highly discourag- 
ing to anyone who dislike being watched while he steals. 

Preventing cash registers from being rifled means 
keeping them close to the sales people, blocking them 
with merchandise or setting them so that they cannot 
be opened without punching at least two keys. 


The Chance of an Apprehension 


If, by chance, you or one of your employees should 
apprehend a shoplifter you should act very carefully as 


any misstep on your part could lead to a charge of false 
arrest. You are required to prove that the item was stolen 
from your store and in some cases a store employee must 
have witnessed the act. If the item stolen is small, or 
the offender is not a professional, the majority of stores 
will release them after they offer to pay for the article 
with nothing more than having them sign a release and 


giving them a lecture. 

The last and apparently most popular opinion on 
shoplifting is the feeling that the amount stolen by 
shoplifters is negligible, so why bother going through 
all the trouble and expense of controlling and preventing 
it. But even if the amount is negligible, that is still no 
reason for allowing it to be taken. At any rate, profes- 
sional shoplifters will not bother with low-profit thefts, 
which is why they are professionals. The little items 
taken by amateurs can mount up in a very short time 
and even amateurs, with a little luck on their part and 
a lot of carelessness on yours, can carry away a sizable 
share of your stock and your profit. 




















Nuisance Losses 


Robbery... your 
competition 


most vicious 


The author of this article, David Skouronek, is an ad- 
mitted expert on the subject of robbery. During the past 
10 years he specialized in the burglary of business ma- 
chines and office equipment outlets. He is currently 
serving a term for these offenses in the State Prison of 


Southern Michigan 


With businesses and new offices opening, 1960 was 
a good year for office supply dealers. It was also a very 
good year for me. Of the hundreds of supply stores 
kicked in by burglars, I personally had my foot in 
36 of them. That was my last year as a professional 
thief before running afoul of the law. Though, for 10 
years, I lived very well just by specializing in the burgla- 
ry of office equipment stores 

I didn't enjoy a monopoly on this specialty, however. 
Every year more and more burglars are devoting their 
attentions to this worthwhile area. And, dealers who 
don't want to chance a substantial loss from theft would 
do well to make note of it. 

Office supply stores offer certain attractions which 
are especially hard for a conscientious burglar to ignore. 
Foremost is the fact that they contain money and valu- 
able merchandise which can be moved easily and dis- 
posed of for a good price. Typewriters, adding ma- 
chines and similar items have long been popular targets 
for thieves. And, with the increasing need for up-to-date 
business machinery, burglarizing of office supply stores 
has an added inducement 

Just as attractive from the burglar’s point of view 
is that office supply stores are usually located in areas 
where few people live and where pedestrian traffic is at 
a minimum after shopping hours. These stores are usual- 
ly easy to enter. Most are furnished with poor alarm 
systems and with locks that are generally no better. 
I've entered many stores with “burglar tools” no fancier 
than an ordinary screwdriver. 

As a rule, I confined my own efforts to typewriters 
and calculating machines because these were always the 
easiest to get rid of. I managed this by posing as a sales- 
man for a discount jobber making the rounds of offices 
and business establishments. I could always be talked 
into selling a demonstrator below cost. And, I wasn’t 
above taking orders for equipment I hadn't gotten 
around to stealing yet. About half of my thefts, in fact, 
were done on commission. Business was usually brisk 
because my prices were far below retail value—so far 
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below cost on some occasions that I suspect my custom- 
ers must have had as much larceny in their hearts as I. 

When I could get my hands on them, I also did a 
thriving business in check writing machines. These 
things sell in the underworld like chocolate mints at 
a WCTU convention. Any halfway decent forger can 
grind out a fortune with one of these in a matter of 
weeks. 

I sometimes pulled jobs with partners, but the best 
confederate I ever had was complacency. Most business- 
men consider burglary a rare phenomenon that usually 
confines itself to stores dealing in such luxury items 
as jewelry and furs. They think it’s just a nasty fact of 
life which always happens to the other guy. And, they 
seldom take adequate precautions until it’s too late. 
This is exactly why the thinking burglar prefers to work 
on establishments dealing in merchandise less glamor- 
ous than diamonds. And according to FBI reports, we 
work on them at an annual rate of $86 million. 

Burglars can hit your pocket book from two direc- 
tions. They can take your money and your merchandise. 
And they can do you out of prospective customers by 
selling them your appliances at prices you can’t match. 
This hidden or less obvious factor of customer encroach- 
ment can hit in another way. For you lose money even 
if burglars steal only from competitors. 


The Odds Are With You 


It's very simple, however, for office supply dealers 
to protect themselves against losses of this sort. By your 
taking a few basic precautions, you can put the odds 
against burglarly in your favor. 

Many burglaries could be prevented by nothing more 
complicated than a good set of locks and a little pro- 
tection on the windows. Yet most of the stores I've 
robbed had cheap snap locks on the doors, and some had 
no bars on the back windows. Money saved on these 
items isn't worth the risk. 

A very good investment is a solid set of locks with 
sturdy deadlocking mechanisms. These can’t be opened 
by the first burglar who chances by with a strip of 
celluloid in his pocket. Never use spring locks on doors 
that you want to keep secure. 

It's also a smart idea to limit the number of keys and 
to know exactly where each one is. Don’t keep a spare 
key beside the cash register or in any other accessible 

continued on page 110 





NSOEA Convention Preview 


New Frontiers for the 


The “New Frontier’ has entered the realm of 
the office equipment industry, serving as the 
dominant theme of the National Stationery and 
Office Equipment Association’s 1961 Chicago 
Convention and Exhibit at the Conrad Hilton 
Hotel 

The busines ssessions, scattered throughout the 
four days between September 23 and 26, will 
bring into focus some aspect of ‘New Frontiers of 
the Office Products Industry To further this 
theme, NSOEA has selected ten speakers and 
discussion leaders, each an expert in his respective 
held 

NSOEA’s own frontiers will be explored by 


President J Howard Patrick who keynotes the 


Dean James McLeod (left) will lead the Sunday morning Wot onvention with ““A Five Year Plan for NSOEA, 
> -e Se > > > . - d yall a . 
ship Service, September 24, at 10 am. Edward O Ki at the opening business session The Saturday 


ber 


,) 


discuss ‘‘Financial Management” at 11:30 a. m. Saturday ter tk 
ta 


3. 


morning will highlight the Association's 
projected scope and aims for the coming five- 
year period. In outlining this program, Mr 
Patrick will also review some of NSOEA’s 
activities during the past year, which included 
publishing a nation-wide survey of the office 
products industry, appointing a Western Manager, 
establishing a Furniture Division and expanding 
its public relations program 

Mr. Patrick is president of Patrick & Co., San 
Francisco and has been active in the industry 
since 1928. He is past president of the Stationers 
Association of Northern California, the San 
Francisco Rotary Club, the San Francisco Sales 
Executives Association, the San Francisco Retail 
Merchants Association and a past director of the 
San Fransisco Chamber of Commerce. 

A General Convention Breakfast, to be held at 


Featured speaker of the 1961 Convention 8:30 a.m., Saturday, will be highlighted by an 
the Honorable Luther Hodges t ‘ 
of Commerce, will address ‘ 
12:15 Luncheon, Monday, September 25 An innovation for this year’s convention is a 


address by Chet Huntly, well-known newscaster. 
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ind ustry Helping Your Husband Succeed in Busi- J. Howard Patrick, NSOEA president, will 


ness” is the topic of a talk by Dr. Harold keynote the convention at 10:30 a.m. Satur 


+ 


Gray on Monday, September 25, at 9:15 day, September 23, with “A Five Year 


an 


Exchange Fairs.’ These will be 
heduled group discussions led by 
who will pool their technical 
h the practical experien of 
to the convention. Leaders for 

nd their subjects include: 
Kallmann, executive vice-president 
rs’ and Publishers’ Board of Trade, 
Financial Management A Self 
Saturday at 11:30 a.m. Prior 
his present position, Mr. Kallmann 


d of credit and financial manage 
il drug, coal and steel industries 
He also is an adjunct professor at 

Pace College. 
silbert, publisher of OFFIC! 
APPLIANCES and BUSINESS AUTOMATION maga 
s, chaired a committee of NSOEA members 
programi 1 these two _— sessions A 
on Selling the Automated 
rday at 2 p.m., and “An Appli 
How to Use Automation in 
for Monday at 3 p.m. Mr 
circulation department of OA 
now executive vice-president of 
iblications, Inc., Chicago, and 


ymation Consultants, Inc., a New 


ussion leader of the Monday au 
will be Harold B. "Spike 
in NSOEA dealer in Detroit 
| known for the development 
tory control and billing system 


tioners with the use of punched card equip 


(cf OA Oct., 1957). Dealers will be trans 


d to the IBM Educational Center in Chicago 
lus demonstration of this system 
president of the G. J. Aigner Co 
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Plan for NSOEA.” 


On Monday, September 25, at 9:15 a.m 
George Tice will lead a session on ‘How 
to Make Design Pay Off in Furniture 
Sales 


Charles W. Gilbert, OA publisher, leads 
“A Product Seminar on Selling to the 
Automated Market’ Saturday, and “An 
Application Seminar on How to Use Au 
tomation in Your Own Business” on 
Monday 


39 





NSOEA Convention . . . continued 


of Chicago, will provide a special directory of 
exhibitors who are displaying automation products 
this year. His firm has been a leader in recognizing 
the impact of automation on the office supply 
industry. 

The dealer member of the automation seminar 
committee is Robert S. Jerue, vice-president of 
McClain, Hedman & Schuldt Co., St. Paul, Minn. 
Former governor of the old District Nine, Mr. 
Jerue is actively engaged in an automation market- 
ing program and will direct a panel of other 
dealers with current experiences in this new field. 

Attendance at the two automation seminars will 
be by advance reservation only. For the first time, 
NSOEA will ask members to sign up in advance 
by mail in order to arrange for the special facili- 
ties necessary to conduct these unique presen- 


“Building Successful Sales Compen 


sation and Incentive Programs” will! 
be discussed by Michael L. Sanvou: Five concurrent discussions have been scheduled 


at 9:15 a.m., Monday, September 2° for Monday morning at 9:15. “Dealer Advertising 
and Sales Promotion” will be led by Harold O. 
Shively, publisher of Modern Stationer. Mr. 
Shively joined Modern Stationer in 1955, serving 
first as editor. He had been an editorial staff 
member of the Lafayette, Ind., Journal & Courier 
and employee and public relations manager of the 
National Gypsum Co. 
George A. Tice will conduct the session on 
How to Make Design Pay Off in Furniture 
Sales." Mr. Tice, who has a background of 
journalism and teaching, is a former editor of 
Geyer’s Dealer Topics and has been the magazine's 
promotion director since November 1960. 
Frank M. Cushman, NSOEA’s Transportation 
Consultant, will discuss ‘‘Transportation Cost 
Control.’ Mr. Cushman has served NSOEA in 


his present capacity since 1954. He is founder of 
a ; Frank A. Cushman Associates, Sharon, Mass. 
o. : which comprises Mr. Cushman and Myron L. 


r Atlas, both of whom are licensed to practice be- 


Frank M. Cushman (lef rill talk ¢ “Tn ortation Cost . aT 

3 he shman (left) will talk about lransportation Co: fore the Bar of Interstate Commerce Commission. 
Controi” Monday, September 25, at 9:15 a.m. Harold O. Shivel; a - 
will discuss ‘Dealer Advertising and Sales Promotion’’ also ot Mr. Cushman is the author of “The Manual of 


Monday morning at 9:15. Transportation Law” and “Transportation for 


Management.” 

The topic of ‘Building Successful Sales Com- 
pensation and Incentive Programs” will be handled 
by Michael L. Sanyour of Harbridge House, Inc., 
NSOEA’s research concultants. As a member of 
Harbridge House, Mr. Sanyour has been in- 
strumental in planning and execution of NSOEA’s 
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Management Seminars and Sales Clinics. He was 
a featured speaker at the Western Convention last 
winter and at the 1961 District Meetings in the 
spring 

The Monday morning discussion of special 
interest to the ladies will be led by Dr. Harold 
Gray, who will have the topic of ‘Helping Your 
Husband Succeed in Business.’’ Dr. Gray, Director 
of the Michigan State University Center for Con- 
tinuing Education, joined MSU in 1955, coming 
from Denver where he was director of personnel 
and public relations for a restaurant chain. In 
iddition to his administrative duties. 

The convention's featured speaker, the Honor- 
able Luther Hodges, Secretary of Commerce, will 
address the delegates at a 12:15 luncheon on 
Monday. 

Mr. Hodges took office as Secretary of Com- 
merce on January 20, 1961. He came to Wash- 
ington after serving six years as Governor of 
North Carolina. Mr. Hodges was one of nine 
American governors to make an extensive tour 
of the Soviet Union in the summer in 1959 and 
was subsequently in charge of a North Carolina 
State Trade and Industry Mission to Europe. In 
1950, after his retirement from private business, 
he spent more than a year in West Germany as 
head of the Industry Division of the Economic 
Cooperation Administration and was consultant 
to the State Department in the latter months of 
1951 on the International Management Con- 
rerence 

NSOEA’s traditional Sunday morning Worship 
Service at 10 a.m. will feature the Rev. James 
Currie MacLeod, Dean of Students, Northwestern 
University. In 1946 he was appointed the first 
chaplain of Northwestern University and Associate 
Professer of the History and Literature of 
Religions. He was named to his present position 
in 1952. 

NSOEA is also introducing something new for 
the Manufacturers Division meetings at the con- 
vention: the business sessions will consist of a 
discussion preceding luncheon rather than follow- 
ing, as in former years. Three major subjects were 
chosen for discussion: “Sales Training Problems,”’ 

Handling of Expenses and Expense Accounts’’ 
and “Making Use of Market Research Materials.’ 

As in past years, the 1961 Convention promises 
something for everyone, from exhibits, to business 
panels to programs for fun. 
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Office Design 
In OA Daily 


A newly-inaugerated Office Design Section 
will be included in the Dairy OFrFict 
APPLIANCES for the 1961 NSOEA Con- 
vention. Devoted primarily to ‘Marketing 
Aspects of Office Design,” the four page 
section in each issue will also contain design 
news and case histories of office planning. 

The same features that characterized the 
Daily in the past years will be included in 
the four editions of the newspaper, one for 
each morning of the convention, beginning 
Saturday, September 23 and running consec- 
utively through Tuesday, September 26. 

What's new from the manufacturers and 
where to find it, as well as what's happen- 
ing at the convention and who is there are 
all part and parcel of the 1961 Datty OF- 
FICE APPLIANCES. 

The paper will cover the ladies’ side of 
the program and, among the daily columns, 
will be one on “The Woman's Point of 
View.” 

Sights to see outside the convention halls 
are another DOA “plus” to guide con- 
ventioneers who want a glimpse of Chicago. 








@1961 VOLKSWAGEN OF AMERICA, INC, S@SUGGESTED RETA PRICE EAST COAST P.0.€.; $2,016 west COAST 


What does it cost after you pay for it ? 


The $1,895* we charge for a Volkswagen 
Truck is only the beginning. 

The cost goes up every time you buy gas. 

Or tires. Or oil. Or parts. 

But. 

This isn't the only truck that runs on gas, oil 
and tires. 


VW trucks average 24 mpg, regular gas. 


In fact, some VW owners say our trucks use 
only half the gas their former trucks did. 

Drivers doing 24,000 miles a year often tell 
us their VW took only $400 worth of gas. 

Where their former trucks took $800. 

It doesn't surprise us. The efficiency of our 
magnesium-aluminum engine is a legend. Almost 
all VW trucks get over 20 miles a gallon. Some 
get 30. 

Our average is 24. 

This is due to the elimination of dead weight. 
The whole truck weighs only 2,282 Ibs. A loaded 
VW is almost as light on its feet as a conven- 
tional truck empty. 

This also means less weight on tires. Most 
trucks in our class get about 20,000 miles on a 
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set. We get 35,000. Sometimes 40,000. 

You save another $100 there. Every time 
around. 

Volkswagen engines almost never need oil 
between changes. And never need anti-freeze 
at all. They're air-cooled. No water to freeze 
up in winter or boil over in July. 

Service? Owners tell us they put only half 
the money into VWs that they put into main- 
taining their old trucks. 

After all, we've made the same basic model 
for 12 years now. We've improved almost 
everything in it. And then improved most of the 
improvements. 

(We try to make parts for new VWs fit old 
ones, too. Our spares are often better than the 
parts your VW came with in the first place.) 


Deliver next to nothing and still make a profit. 


Now then. 

Taking just gas and tires, the man who saves 
$450 a year will save $1,350 in 3 years—the 
time many owners take to finance a new truck, 

Does this mean the Volkswagen 
costs only $5452 
Can that be? 





THIS MAT IS THE HOTTEST 
ITEM IN THE INDUSTRY? © 


Par * 


Oe 


Why? 
You demonstrate - 
Customers Buy! 


THE TILTED TABLE TELLS THE STORY OF THE UNDA-WUNDA! 
VISUAL SELLING TOOL DEFIES GRAVITY -- SELLS ON SIGHT. 


Millions of microscopic suction cups anchor ma 
chine firmly, end ‘‘creep’’, soak up vibration and 
noise, reduce fatigue, increase speed and accuracy 
Delighted users spread the word, Rapid reorders Sized for: manual & electric typewriters; adding 
boost profits. machines and duplicators 


mm 
UNDA-WUNDA ~~ -,:92% conroranon 


55 Woodbine Street, Bergenfield, N. J. 
TYPEWRITER and MACHINE PADS 


Unda Wunda is a trademark of the Enor Corp. 


Office-mated"’ colors: Eggshell, Desert Tan, Mist 
Green, Smoke Grey, Black. 





q rT 99 
Esterbrook Super” Marker 
never runs dry... it’s 
refillable! It’s the most economical felt-tip 


marker for office use. When the ink is used 
up, it can be refilled 2 ways: Thread off the 
marking head and thread in Esterbrook’s 
Refill Cartridge— only 50¢...or, use the 
Flo-master Transparent Refill Ink. 2-oz. 
20-refill can, only 60¢. (3¢ a refill.) 

‘Super’? Markers come in 8 transparent, 
waterproof colors. Write on anything! 
Cost? Only 89¢ each. Regular size marker, 
not refillable, only 49¢. Esterbrook markers 
write smoother, last longer... 8 vibrant colors. 


Boe mee RBROO K 


CAMDEN 1, NEW JERSEY 
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IBM's 


‘Selectric’ 


Typewriter 


SINGLE typing element is used in new IBM “Selectric” 


sphere-shaped element containing 88 characters. 


An automated typewriter, resembling standard electric 
models, has been introduced by IBM’s Electric Typewriter 
Division. Implications for the dealer machine market can 
be assumed from the following specifications. 

The new electric typewriter, called the “Selectric,” oper- 
ates without type bars or a movable carriage and types by 
means of a single sphere-shaped element bearing all alpha- 
betic characters, numbers and punctuation symbols 

It is equipped with the conventional keyboard but lacks 
the conventional movable carriage. Instead, the printing 
element, a walnut-sized nickle-coated sphere mounted on a 
carrier, moves from left to right across a fixed platen. 

This sphere rotates and tilts at extremely high speeds on 
two axes to get the right letter into position and printed 
It in turn is mounted with a ribbon cartridge on a trans- 
versing carrier unit. 

The sphere-shaped printing head measures 134” in di 
ameter and contains 88 characters, these are arranged 
with 44 characters on two halves of the sphere, each 
half containing four rows of 11 characters in each row 

The Selectric is competitively priced. The 11” carriage 
model sells for $395 and the 1514” carriage model is 
priced at $445. Not only will IBM’s new machine rival all 
present electric typewriters in price, but in addition, it 
operates faster, can’t jam when two keys are hit almost 
simultaneously, several typing heads are available with 
different type-style and ribbons come packaged in easy to 
load cartridges. 

The stationary carriage reduces desk space requirements, 
and eliminates vibration and carriage return “‘jolt 

The new typewriter will print repeated characters up to 
151/, characters a second, several characters more than con- 
ventional ones. There are no type bars and therefore no 
delaying jams. In addition, jamming the machine is impos- 
sible because an electronic interlock prevents two keys from 
going down at once. 

The Selectric is manufactured at IBM’s electric type- 
writer plant in Lexington, Ky. 
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typewrier. Printing head is 


RIBBON CARTRIDGE is mounted behind sphere-shaped 
printing element (top photo), which moves across on a Carrier 


(see open view) eliminating conventional carriage. 
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Here is a quality ball-point...or ink pencil if you pre- ... backed by ESTERBROOK’S over-a-century experi- 

fer...which will be welcomed by Accountants, Bank ence in quality pen making! 

Clerks, Secretaries, Teachers, Students and Home- Try Penny Pens... see if you don’t agree: They are 

makers who want a dependable pen that starts quickly, the three different precision-made office ball-point 

writes smoothly, and won't skip or smear, pens you'll happily recommend to customers you want 
The ‘‘Penny Pen’ has all the most wanted features _—to keep as friends! 


THE PENNY PEN BY ESTERBROOK 
THE Gsterbrook PEN CO., CAMDEN 1, N. J. 
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SELL MORE, EASIER 


with the enormous 


FILING CABINETS — 347 Models 


5 Heights — 5 Grades Shaw-Walker franchise 





Shaw-Walker’s enormous franchise is the trade’s 
most profitable. The exclusive Shaw-Walker dealer 
offers his customers 5000 items matched in appear- 
ance, matched for results. 

Among the 5000 items in this enormous franchise 
are many exclusive products that cannot be pur- 
chased from anyone but the Shaw-Walker dealer. 


sane mapa gen Avg No Other Franchise Gives You 
All 9 Profit Making Features 


(1) All 5000 items from one factory. (2) Most complete 
franchise. (3) 252-page Office Guide to simplify selling. 
(4) Many exclusive fast-selling items. (5) Flow of sales 
helps. (6) Best known trade-mark. (7) Intensive, order- 
producing national advertising. (8) Fourteen Panoramic 
Stores to help close big jobs. (9) Warehouses stra- 
tegically located throughout the nation. 


RIGHT NOW there are a few cities in which we are 
willing to make a change. Yours may be one of them. 
Write today. 





DESKS — 139 Models — 6 Styles 


. “Built Like a 


GHAW-WALKER 


Factories and Home Office — Muskegon 3, Michigan 











FILING SUPPLIES for Every Office Need 


ALL 5000 ITEMS are pictured, described and priced in 
Shaw-Walker's 252-page Office Guide, the biggest order- 
producing catalog in the industry. All bear the best known 
trade-mark in office equipment, ‘Built Like a Skyscraper.” 
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GOING AWAY PRESENT given in recognition of James M. 
Hackney’s man rs of service. An over-sized card signed by 
eagues was present to Hackney (left) at 
at the Gramercy Park Hotel, New York 
strated with a sketch of Mr. Hackney, bore 
JIM’ (Mr. Portable) HACKNEY All 

Happy Retirement.” 


Jim Hackney Retires 


James M. Hackney, 
Mr. Portable, 


the typewriter industry 


known at Remington Rand as 
has retired after 49 years of service in 


19 


He began in 1912 by selling Royal typewriters to 


Detroit businessmen and later became a vice president 
Royal's Canad subsidiary. He later became a vice- 
president of 


Woodstock Typewriter Co. 


Hackney has spent the last 24 years of his career 


I 
> 


Rand. He leaves the post of executive 
ral manager of the portable type- 
but will continue to serve them as a 
tant 
the early desk-model business type- 
zations, Hackney since 1938 has been 
growing portable field. He maintains 
million typewriters in homes today 
two-thirds of them being portables. 
ts that the educational assets of the 
Istered sales today to a degree that the 
unts for over 65% of the portable 
OFFICE APPLIANCES asked Hackney to discuss the 
hang riter marketing and some of today’s 
wobl 


ems in marketing typewriters 
First ol all h 


said, ‘the industry has moved from 
ghly specialized selling business to a many-fold 


handising effort.’’ He noted that in the early days of 


business you had to sell a concept first and a ma- 


lid not carry the built-in reputations 

ses of today, he said. Hackney claims 

1 its comparatively limited market has 

competitive mass market operation. 

d; en and typewriters are better too. They 
hav be. The buyer is more aware of his needs and 
lucated to advances in the industry. The day of the 

handshake and pressure sales talk approach has been 
run down by the complexities of big business,”’ con- 


cluded Mr Portal le 
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SEE THE RITEFORM LINE 
AT NSOEA BOOTHS 366-367 


RITE . 


Vike series by Riteform .. . Rite enough 
to cause a market upheaval .. . Rite styl- 
ing (just look)... Rite comfort (solid)... 
Rite construction (superb) . . . Rite price 
(low) ... RITE TODAY FOR DETAILS. 


9490000 


CHAIR COMPANY 
Box 528, Quincy, Ill., Phone BA 3-5114 





NEVV! the Meteor 2%" 


ONLY 
$3.95 


shepherd supercasters ee 


ua F-1 ¢-3-) an lam dal>mere)al-ie-)|t-halelame)i 


Designed specifically for office furniture . .. molded of tough, self-lubricating 


NEW CUSTOM KIT PLAN CUTS Du Pont Delrin® and guaranteed for the life of the furniture! 


YOUR INVENTORY— 
VET PLEASES Graceful as a dancer... rugged as a fullback... that's the NEW Shepherd Meteor! 
CUSTOMERS Now—after long, arduous testing—the Meteor offers outstanding sales advantages to 
the Office Equipment Dealer. (Furniture designers and manufacturers, too.) 


Note Meteor's poised, pleasing shape... and all the easy-rolling, instant-swiveling 
advantages of full 2%” carpet-saver design. Except for steel fastenings and shaft, 
Meteor is constructed entirely of Delrin. Delrin is Du Pont’s extremely tough, new 
high-strength material. It's self-lubricating (never needs oil). And Shepherd design 
prevents lint, grit, and threads from reaching bearings. Because of Delrin’s resiliency, 


- Complet tof4S t ; : 
0 peta “ea wee the Meteor is ideal for use on most hardwood floors as well as carpeting. 


(one color per set) is packaged 
oe peryommene beg and labeled. The new Meteor is guaranteed to last the life of office furniture when used 


. Each set of 4 fastenings is in- sa: 
inher enctened and labeled. under normal conditions. 
ae a — Color is here too! Your customers can select their choice of beautiful beige, gray 

i om teen ae $ er black to blend with any wood or metal furniture. Profit more—profit now by 

astenings snap into casters an , ' 

ine putt No effort, ne tocle needed. selling the new Shepherd Meteor! 

The customer is pleased—and you 
never lose a sale by having the 1, 
“right fastening onthe wrong color" 


Pe SCRNIOrS 9.6 Castors INC 


[Dis P.O. BOX 672, BENTON HARBOR, MICH. 


in Canada: Shepherd Casters Canada Ltd., 23 Railside Road, Don Millis, Ontario 


For full details write today for Catalog. 


SEE THE NEW METEOR, Room 612-A, Nat. Stationery & Office Equipment Convention, Conrad Hilton Hotel, Chicago, Sept. 23-27 
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84,000 automobile dealers, 101,000 
automobile repair shops and many of the 
206,000 service stations* use thousands 
of garage repair orders monthly. 


“Industrial Marketing, June 25, 1960 isss 


Sue 


{re you selling your share ot this market? The most complete line 
»f GRO’s is made by Hano . . . multicopy style . . . tor specific requirements of 


dealers. There is a form for every popular make ot car, Competition 


is limited, otal Amount’’ columns are shaded for quick reference 
Snap-A-Part”’ teatures provide easy handling. Top quality lithograph 


printin provides accurate ruling patterns and uniformity 





7 Stock Hano GRO's 

GRO 1 Open Design 

GRO 2 Special Service Check Off 
GRO 3 General Motors Deolers 
GRO 4 Key to Longer Car Life 
GRO 5 Farm Equipment Decalers 
GRO 6 Ford Dealers 


GRO (Olds) Oldsmobile Dealers 
spaced for Customer Plates 

The peak season tor the sales 

ot GRO forms is now! 


your share of 


Thermofax ink is a feature ot all Hano GRO's 











Get 
this business. 
: arage ¢ q 10bi . : 
Help garage and 2utomobile COMPANY, INC. 
accounts make ready for the — 
fall and winter check-up MAIN OFFICE AND FACTORY HOLYOKE, MASSACHUSETTS 
business. BRANCH PLANT MT. OLIVE, ILLINOIS 

mH it ae 
To Make Profits Grow — get the facts now! 


Philip Hano Company, Holyoke, Mass, No. 1411 


. 


Stock or custom designed |] We are interested in becoming a Hano Dealer — please supply 
orders placed on the 20th of full particulars. 
any month will be shipped by 7 
the 20th of the following 


|] Please send complete information on your new line of GRO’s 
month. 


Name 





Dealer 
Address 











Nuk é ‘Rt . 


new “one writing system’ accounts payable package 
available from the C. E. SHEPPARD Div., YAWMAN 
& Erse Mrc. Co., INc., Long Island City 1, N. Y 
Inquiry Card No. 1 








An economy photocopier, the “Expediter 10," has been 
l 


introduced by PHOTEK, INc., P. O. Box 1553, Providence, 
R. I. The portable machine uses a disposable, flexible plas- 
tic cartridge. It will copy all written, drawn, pencilled, typed 
nd stamped originals, in any color, giving permanent 
black-and-white copies 

ee igtee ; Inquiry Card No. 4 

This ‘‘Executary’’ portable dictation unit has been announced by 

the ELecric TyPewriTER Div., INTERNATIONAL BusINESS MA 

CHINES Corp., 545 Madison Ave., New York 22, N. Y 

Inquiry Card No. 2 


Actual flowers, 
leaves and butter- 
flies decorate the 
cover of the new 
desk memo pad by 
PARK SHERMAN, 
INc., 465 Eagle 
Rock Ave., Rose- 
land, N. J. The dec 
yrative materials, 
with natural color 
ing intact, are inlaid 
between sheets of 
laminated plastic to 
form the cover of 
he Sonata Pad.’ 
each cover is dis- 


{ 


= tinctively different, 
THE Copo Mc. Co., Leetsdale, Pa., has changed to a matched with a magnetic 
package line of gold, black and white color combinations for its ae encil included in 
lines of carbon papers, ribbons and master units the gift package 
ey Y N s* e Z “% 
Inquiry Card No. 3 Inquiry Card No. 5 


Fer More Information Use Inquiry Card on Page 99 
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Find Us Fast 
In The 


Yellow Pages 


This emblem wants to work for you 


Whenever people see this famous emblem, 
they’re reminded to ‘find it fast’ in the Yellow 
Pages. And when you associate your business 
... your name... with this emblem, you’re 
reminding prospects to find you in the Yellow 
Pages when they’re ready to buy. So—if you’re 
advertising in the Yellow Pages now, it’s just 
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good sense to display this emblem in your 
other advertising, on your business vehicles, 
at your place of business. And if you aren't 
advertising in the Yellow Pages yet, it’s high 
time you did. Call the Yellow Pages man at 
your Bell Telephone Business Office for details 
on how you can-put this emblem to work. 


53 





New Products .. . ovinued 


Chrome tubular wall bracket costumers have been 
announced by the Bevco-PrREcISION MFG. Co., 
831 Chicago Ave., Evanston, Ill. They are avail 
able in two sizes: 12” high and 15” high, both 


equipped with three hooks. 
Inquiry Card No. 23 





THE SPEED-O-PRIN1 
Corp., 1801 W 
Larchmont Ave., 


THE Fort STEUBEN 
METAL PRODUCTS 
Co., P. O. Box 268, 





Chicago 13, IIl., has 
designed a complete, 
compact photocopy- 
ing department. The 
extra width of the 
photocopier will ac- 
commodate multi- 
column accounting 
reports, comparison 
charts or any docu- 
ment of any length 
up to 15 _ inches 
wide. The cabinet 
provides space for 
extra equipment and 
supplies, as well as 
giving an extra 
working area 
Inquiry Card 
No. 21 


THE SMEAD Mrc. Co., 309- 
311 E. Second St., Hastings, 
Minn., developed a pure vinyl 
brief cover especially designed 
for personalized presentations 
It has a double-faced acetate 
window and three built-in 
fasteners 
Inquiry Card No. 24 


A new wrapper for 
calendars, _periodi 
cals, sales promo- 
tional materials, etc., 
has been developed 
by the DENNEY- 
REYBURN Co., P.O 
Box 527, West 
Chester, Pa. Called 
“Quick-Wrap,” it is 
made of tagboard 
stock. The outside 
of the wrapper is 
custom designed and 
printed to suit piece 
to be mailed. The 
inside also may be 
printed. 
Inquiry Card 
No. 26 


Weirton, W. Va., 
has introduced the 
“Stor-Rite” line of 
steel shelving, The 
units are made of 
bonderized steel, 
enamel finished in 
gray or green and 
come with 9 boxes 
Completely adjust- 
able, the rack has 
4 shelves and stands 
36” high, 12” deep 
and 36” wide. 
Inquiry Card 
No. 22 


The “Classic,” a full-featured American made 

portable typewriter has been announced by SMITH 

CORONA MARCHANT, INC., 410 Park Ave., New 

York 22, N. Y. It has a standard 88-character 

keyboard, key-set tabulation, all steel frame and 

come in a lightweight steel carrying case 
Inquiry Card No. 25 


“Sten-X,"" a steno- 
graphic notebook 
holder which folds 
compactly for stor- 
age in a_ desk 
drawer has been put 
on the market by 
the CeEL-U-DEx 
Corp., 23 MacAr- 
thur Ave. New- 
burgh, N. J. It is 
claimed to _ stand 
firmly on the desk 
top and allow note- 
book pages to be 
easily flipped over 
without fumbling. 
It is made of chrome 
plated steel and is 
lightweight. 
Inquiry Card 
No. 27 


For More Information Use Inquiry Card on Page 99 
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THE CarTER’S INK Co., 
239 First St., Cam- 
bridge, Mass., has an- 
nounced production of 
Tabulink” ribbons for 
IBM _tabulators and 
alphabetical _interpre- 
ters. A new ink for- 
mula is said to give 
longer ribbon life and 
crispy, easy-to-read im- 
printing. The ribbons 
will reproduce in Ther 
mo-Fax, Bruning and 
Ozalid process 

Inquiry Card No. 29 


A completely portable photocopier, consisting of a A handy new letter opener molded of durable, light- 
unit built into an attache case, has been introduced weight plastic is being manufactured by the DETROIT 
by the ANKEN CHEMICAL & FILM Corp., Newton PLastTic TILE Co., 21950 Wyoming, Oak Park 37, 
N. J. The “Attache” diffusion copier is said to repro Mich. The cutting edge is an ordinary razor blade 
duce any original, under daylight or artificial lighting and it will open letters at the rate of 25 per minute 


Inquiry Card No. 30 


conditions 
Inquiry Card No. 28 


Shelvadrawer,” a new : Kou-I-Noor, INc., 
side opening, ball bear Bloomsbury, N. J., 
ing suspension drawer has announced that 
file, has been developed its ‘“Rapidograph” 
by WHEELDEX & SIM individually _inter- 
PLA Propucts, IN«¢ changeable drawing 
1000 N. Division St point sections are 
Peekskill, N. Y. The now available in 
short side pulls out t sets of one, three 
fully expose the coun and four. These 
tents for easier filing new sets are indi- 
and all levels may be vidually color-coded 
used as open shelf files for quick identifica- 
It is available in letter tion of different 
or legal size, open or ihe point sizes, and are 
completely closed and i packed in a “'Selec- 
locked. The all-welded ; = tomatic” assortment 
units can be had 3, 5 . box that serves as a 
or 7 levels high permanent container 
Inquiry Card No. 31 for the holder and 

a set of point sec- 

tions 


Inquiry Card No. 32 


[HE EBERHARD FABER 

PEN & PENCIL Co., 

Crestwood, W ilkes- 

Barre, Pa. has an 

nounced a new eraser 

to eliminate “ghosts 

from offset masters 

Kleen-Off”’ offset eras 

er No. 41 is especially 

compounded for erasur 

es on reproduction mas 

ter plates, either typed 

or hand-written In 

round woodcasing, the 

eraser is pointed at 

both ends and finished 

Nu-Kleon” pre-assembled sets of one-time carbon in silver, stamped in 
and copy sheets, have been introduced by the Bur- black Peek Pocket Protector,’ of durable transparent 
ROUGHS CorP., 6071 Second Ave., Detroit 32, Mich Inquiry Card No. 34 vinyl, has been introduced by the NATIONAL BLANK 
Promotional material is also available Book Co., Holyoke, Mass. It is 81.” by 11” and 
Inquiry Card No. 33 sealed on one side and the bottom and comes in 

aqua, yellow, blue, orange and clear 
Inquiry Card No. 35 


For More Information Use Inquiry Card on Page 99 





continued 


New Products. 


A new series of four payment collector envelopes for 
improving accounts receivable is now being offered 
by the QuALITY PARK ENVELOPE Co., 2520 Como 
Ave., St. Paul, Minn. The series consists of four 
printed and tinted remittance envelopes, each in a 
different color 

Inquiry Card No. 6 


The “Stenorette 
Versatile’ portable 
dictating machine, 
manufactured by the 
DeEJUR-AMSCO 
Corp., 4501 North- 
ern Blvd., Long Is- 
land City, N. Y., 
can now be oper- 
ated on 110 or 220v 
50/60 cycle AC cur- 
rent by means of a 
recently developed 
AC Power Pack ac- 
cessory. The Power 
Pack makes the dic- 
tating machine com- 
pletely mobile and 
users can dictate on 
the portable in the 
field and mail the 
tapes into the office 
Inquiry Card No. 9 


THE EDANDBOB Mrc. Co., 1025 Harlem Ave., Glen 
view, IIl., has introduced the ‘““Kopy-Aid” copy holder 
especially designed for auditors and bookkeepers 
Magnetic bars hold the sheets in place and a magneti: 
guide slides up or down. The “Senior’’ model shown 
holds sheets up to 11” by 17” wide 

Inquiry Card No. 11 


THE INTERCHEMICAI 
Corp., CoPpyING PRop- 
ucts Div., 417 E. 7th 
St., Cincinnati 1, Ohio, 
has announced the de- 
velopment and market 
ing of ‘Speed-I-Copy” 
carbon paper sets. Fea 
tures include sharp im 
pressions from a spe 
ially-formulated one- 
time carbon paper and 
light, “‘non-tack’’ adhe 
sive which permits 
juick separation after 
typing and eliminates 
adherence of the copy 
to other papers in the 


Inquiry Card No 


ASSOCIATED PLAsTics, 1316 Millmore St., Grand 
Prairie, Tex., has designed the ‘Decor-a-Tray’’ 
molded plastic desk tray. It is available in letter and 
legal size, double or single stand, in matching tele 
phone colors. The lightweight plastic will not crack 
or wrap and does not stain or scratch 

Inquiry Card No. 8 


CHARLES - HOWARD 
& Co., 5935 Uni- 
versity Ave., Indi- 
anapolis 19, Ind., 
has designed the 
Record for Rent- 
als record book 
The book is easy to 
use and helps prop- 
srty owners to calcu- 
late profits, prepare 
tax returns and get 
a complete overall 
financial picture 
The book also in- 
cludes a special sec- 
tion called Tax 
Guidance for Land- 
lords 


Inquiry Card No. 10 


a new 


ure sensitive name 


ite for p 
tincation a 
tion uses, | 

ed b 


TAPE 


roduct iden 
nd instruc 
1as been in- 
y the PEE 

& LABEI 


521 N. La Brea 


Los 
f. Each 


Angeles 36, 
name plate 


> 


s constructed of a 
or 3 mil. sheet of met 
ilized polyester film 
[he printing is sealed 
between the transparent 
hiln the metalization 
ind the pressure sensi 
tive adhesive. In this 
the name plate be 
mes permanent as it 
annot be abraded or 
] faced 
Inquiry Card No. 12 


THe Ozatip Div., GENERAL ANILINE & FILM 
CorP., 524 Corliss Lane, Johnson City, N. Y., has 
added this “Transferon 9" photocopier to its line of 
office copying equipment. It produces black-on-white 
photographic reproductions of originals up to 9” 
wide and is completely portable 

Inquiry Card No. 13 


For More Information Use Inquiry Card on Page 99 
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Everytime Somebody sells 
a Copying Machine 


You Can Profit 
Up to 100 


Latta's New CONTROL-O-FAX® Forms 
Are Designed For Copying Machines 
Many Dealers Average $500 a week. 
Cash in on the tremendous copying machine mar- 
ket! If you sell machines . . . or not... you can sell 


Latta's CONTROL-O-FAX® Forms. Average sale 
— $250. Almost EVERY copying machine installa- 


tion is a prospect . . . especially doctors, dentists, 4 
insurance offices. Each sale means automatic repeat (U) (22/4\[s3[ Ls _ 
business. Fully protected. : : 


CONTROL-O-FAX® forms are easy to demon- 
strate, easy to sell. No investment in stock. Train- 
ing, presentation, advertising materials available. 


Investigate the Big Profit 
Potential of CONTROL-O-FAX® 


LATTA'S, INC. 


Dept. OA-961, 2800 Falls Ave., Waterleo, lowa 














Executive Swive/ Mode/ 2200 and 
Matching Model 2250 Straight Chair 


The years-ahead features built into all Rest-All chairs not 
only make them the most-comfortable, best-looking office 
and institutional chairs, but also eliminate maintenance 
costs during long periods of initial use. When reupholster- 
ing and repairs finally become necessary, they are anticipated 
in the chair design and may be accomplished at mini- 





mum cost. 


dealers General Multi Forms Sales Com Fitted to the exact physical characteristics of the user through 


yany markets its entire production ; : ay ‘ ‘ 
_— ‘ : : - ae five-point adjustability, Rest-All chairs provide the most 
through authorized dealers exclu- 


are our sively, We do not sell direct, GMF comfortable, healthful support imaginable. All have exclu- 
personnel are trained technicians sive Nylon base sleeve plus unmatched beauty in genuine 


b : Both Snap-i-Sets and Line Hole leathers, full selection of luxurious fabrics; full color range 
usiness Punched Continuous orders (we do of plastic-finished, simulated leathers or shiny black, per- 
not manufacture Autographic Reg- forated or plain; or special. Aluminum parts are natural 
ister forms) are expertly processed satin or color anodized. Seat, back and armrests have thick 
from the time the order is received foam rubber cushioning. Write for new catalog. 
through the final stage of produc- 
FREE OFFER tion. Your customers satisfaction is 
our prime consideration FINE CHAIR SPECIALISTS 


| GENERAL MULTI FORMS SALES CO. 


| 
| 1309 A Charlotte Ave., P. O. Box 1094 Nashville 5, Tenn. ; 
l 


| Write today for a free copy of “Pathways to Profit” our 
| training manual for dealers and their salesmen. 
j Name ewes -” = 
| Company ‘ aa , ; eis 
| NEW YORK SHOWROOM: 440 FOURTH AVE. 
Street tenes teste eeeeees EXPORT DEPT.: 44 BEAVER ST., NEW YORK 4, N. Y. 
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Third Ave 


two-piece 


[HE BINDEMATIC CorP., 1500 W 
Columbus 12, Ohio, has developed 
notebook which allows the user 
backbone at The 


construct an individual notebook which best suits 


a 


cover to change 


covers or will customer can 


his exact specifications lan i, OF 


Inquiry Card No. 16 
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radle 


fic 
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THE LABELON TAPE Co., 10 Chapin St., Canadaigua, N. ¥ 
has announced 
special plastic dispenser. The tape is printed in red 
inks on white acetate film tape and is mounted on 
dispenser with a sharp cutting edge for « 
removal from the roll 

Inquiry Card No. 19 


a new pressure-sensitive airmail tape Inquir 
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For More Information Use Inqu 
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New York 
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rporates a multiplier mech 


which atically ts the fastest way to d 


multiplication featu ude a new stepped k« 


ird and a ial checking register 
Inquiry Card No. 15 
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B00ST SCHOOL SALES WITH 
FACIT’S 3° ANNUAL TYPING CONTEST 


> 3rd Annual Facit Accuracy Contest In Typing! e This year, bigger than ever, it’s going to line up, coast 


coast, more than 200,000 prospects for typewriter sales—contacted by more than 7,000 willing “salesmen.” 








What's more, over and above your immediate sales picture, you'll be helping your community's business education 
teachers do a better job, helping their students learn more... faster... a public service that will net you—as a 


key participant—sales potential and good will for years to come. e Write for complete details! See how you 


can boost your sales of both Standard and Portable Facit typewriters. Don’t miss this angle-packed, bigger- 





than-ever 3rd Annual Facit Accuracy Contest In Typing! e FACIT, INC., 404 Park Ave. South, New York 16, N.Y 


Or 895 Stanton Road, Burlingame, California 
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the nations 
largest- selling 
‘drawing pencils 
and leads! 


eae tincwere 


. New TURQUOISE has a finer (and 
therefore stronger) structure that takes a 
needle point and holds it under drawing 
pressures for long lines of unchanging 
width. Sharpened to a fine point the new, | 
improved Eagle TURQUOISE gives you. 

- $6 to 24% stronger points. 


~ AMPROVED 

oy i) Wy SMOOTHNESS 
KN) LU caemmneucree leads have a low 
Oil, ol nm, BMooth-gliding quality never ap- 
VR MK Lae before. No harsh imputities to 
LW) berg | @hange your line or tear the paper. The 
Ce "new, improved Eagle TURQUOISE. is up 

- #0 MRemootner. 
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TURQUOISE 


now...PAGKAGED IN HANDSOME AND PRACTICAL 
SOLID STYRENE BOXES : 


new, improved 
Eagle Turquoise pencils in 
elegant, hinged cover box 
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new, improved 

Eagle Turquoise leads 
in a convenient, new 
slide-out dispenser 


EAGLE PENCIi COMPANY 
DANBURY, CONNECTICUT 


— 
Please send me the FREE EAGLE TURQUOISE SAMPLER that 
contains 2 new Eagle TURQUOISE PENCILS and 2 new Eagle 
TURQUOISE LEADS. 











This manual typewriter with 
exceptionally light touch and 
advanced features enables Under- 
wood Representatives to provide 
a quality typewriter for those sit- 
uations when an electric machine 
is not justified or feasible. 


So light is the touch of the Under- 
wood TOUCH-MASTER FIVE 
that even secretaries accustomed 
to electric machines find it easy to 
use. Businessmen and office man- 
agers like the crisp, readable, 
perfectly aligned typescript and 
legible carbons it produces. 


The TOUCH-MASTER FIVE is 
part of the uniquely complete 
Underwood line of electric, man- 
ual and portable typewriters, 
adding machines, calculators, 
accounting machines and data- 
processing equipment. Each 
machine in the Underwood line 


has exclusive sales-making 
advantages that convert demon- 
strations into sales. 


For complete information, write 
or wire to Director of Sales 
Agents, Underwood Corporation, 
One Park Avenue, New York 16. 


poomuopun 














MAKES YOUR 
RECEPTION AREA 


IMPRESSION AREA All-Stee 


ALL-STEEL EQUIPMENT INC. 
Aurora, I\linois 





Here is reception area furniture that reflects your company’s 
Al -Steel stature and reputation. All-Steel combines functional, modern 
NEW 


styling with decorator-coordinated colors, textures to create a 
2300 LINE 


RECEPTION AREA 
FURNITURE 


feeling of elegance. The completeness of line and versatility 


give custom built appearance. You'll find a multitude of uses— 


in private offices, reception areas, lobbies, foyers, stores, etc. 





A COMFORTABLE CONFERENCE 
CORNER — This inner area has air of 
importance and distinction. Shown 

S 3 chair-unit in chrome finish, 

tered in blue textured Nylon 

ack Doe-Vin. Single chairs are 

in yew green Doe-Vin. The 

tables, 30 x 30 x 22”, and elon 

i table, 18 x 48 x 14”, have chrome 
f-Edge tops. 


Left hand setting 


MAKES WAITING A PLEASURE — Inviting com 
fort makes waiting a pleasant lull. Creating such 
a “welcome area” is easy. The chairs and tables 
may be used singly or as add-on units, giving un- 
limited versatility in planning. To create this set 
ting, start with three turquoise chairs, upholstered 
in blue Doe-Vin and a single chair with arms, using 
blue textured Nylon as the color accent add 
a corner table and intermediate table, al! with 
Self-Edge white Formica tops. 


Right hand setting below 








CHOOSE 
FURNITURE FOR YOUR RECEPTION AREA 


FROM THESE VERSATILE All-St 
BASIC PIECES IN THE F III SUl 2300 css 


2300 Line Tables are fur- 
nished with Self-Edge 


lam/nated tops in durable 
Textolite or Formica. 


Z 


No. 2300 Chair, painted 
frame; No. 2301 Chair, 
chrome frame. Arms are 
available. 


Two No. 2300 Chairs with 
Intermediate Tabie; No. 
2301 chairs have chrome 
frames. 


No. 2317 2-seater unit 
with arms, chrome frame; 
No. 2316 unit has painted 
frames. 


No. 2324 3-seater unit with 
arms, painted frames. No. 
2325 unit has chrome 
frames. 





No. 2366 Table, 30 x 30 x 
22”, with painted frame; 
No. 2367 table has chrome 
frame. 


No. 2382 Intermediate 
Table, 18 x 26 x 14” 
painted frame; No. 2383 
has chrome frame. 


No. 2362 Reception Area 
Table, 18 x 48 x 14”, 
painted frame; No. 2363 
has chrome frame. 


No. 2370 Corner Table, 36 
x 36 x 14”, painted frame. 
No. 2371 with chrome 
frame. 














From the 2300 Line’s basic chair and table pieces you can furnish 
a corner or an entire area. Here is an inviting, cheerful reception 
area furnished with two No. 2363 Tables, No. 2311 2-seater Unit, 
No. 2383 Intermediate Table, No. 2301 Chair, No. 2305 and 2303 
Chair with No. 2383 Intermediate Table. 


All-Steel 


ALL-STEEL EQUIPMENT INC. 
Aurora, Illinois 


The versatility of the 2300 Line is shown in the group 
—a No. 2301 Chair, a No. 2371 Table and a No. 2313 
2-seater unit—changes a small corner into an attractive 
reception area simply by adding units to fit your spe- 
cific requirements. 


Choice of thirteen lustrous finishes or brushed chrome 
on the 2300 Line—Turquoise, Teal Blue, Coral, Cherry, 
Sea Gray, Dawn Gray, Ebony, Mojave Tan, Stylite Tan, 
Bronze Tan, Nile Green, Mist Green and Surf Green 
Chair upholstery comes in a wide choice of colorful 
decorator fabrics and Naugahydes. 


EQUIPMENT INC., AURORA, ILLINOIS 


ALL-STEEL 


RF-1 Printed in U.S.A 





NEW! Incomparably DURABLE! Unrivalled for office furniture 
MASLAND DURAN’ vinyl upholstery with PELLON’ 


There’s absolutely nothing like this combination on office 
furniture anywhere. It offers the famed beauty, wear and THE MASLAND DURALEATHER COMPANY 
easy upkeep of Masland Duran vinyl... now with a unique DEPT. P59-1, PHILADELPHIA 34, PA. 
extra. It’s Pellon, the fabulous modern backing . . . the 
non-woven wonder material that outmodes, outperforms 
and outlasts all others . . . the backing that imparts extra 
strength to Masland Duran and keeps it beautifully wrinkle- Name 
free. A true exclusive. Don’t miss seeing it in handsomely 
grained Yuma and Outlaw patterns. 

Pellon® is the registered trade-mark of the Pellon Corp. N. Y. 

THE MASLAND DURALEATHER COMPANY 

Dept. -P59-1!, Philadelphia 34, Pa. 


Please send sample swatches of Yuma and Outlaw 
patterns in Masland Duran with Pelion. 





Company 





Street 





City Zone State 
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THE EveRSHARP PEN Co., Div., PARKER 

PEN Co., Janesville, Wis., has designed 

this new gift box with a vacuum-formed 

transparent liner which gives the “Big E’ 

pen a suspended three-dimensional effect 

A similar box is available for the pencil 
Inquiry Card No. 103 


A merchandising dis 
play promotion plan is 
being offered by the 
Da-Lite SCREEN Co 
INC Warsaw, Ind 
for the lisplay of its 
new Decorator pole 
screen. The plan pro 
vides a point of pur 
chase display rack that 
consists of a base and 
top combination which 
becomes floor 

ing for the pole 
screens. The rack a 


and ceil 


commodates 3. screens 

yet takes only 

of floor space 

supplied free to dealers 

with any order of 12 
' 


or more pole screens 
Inquiry Card No. 101 


THE REMINGTON RAND Dviv., 
RAND Corp., 315 Park Ave 


SPERRY 


814” by 11” folder pictures all 5 Reming 


ton cash registers and details the benefits 


ustomers can obtain from each model. 
Inquiry Card No. 104 


S., New York 
10, N. Y., has issued a new booklet called 
“Protection of Profits at Low Cost.” The 


THE LinpDy SALES 
Co., 9530 Jefferson 
Blvd., Culver City 
Calif., is introduc 
ing a new back-to 
school display that 
becomes a complete 
stationery depart 
ment for the forth- 
coming school sea- 
son. It is a dimen 
sional gondola end 
display. 

Inquiry Card No. 

102 


The “Ten Pack,” a new “Klean Write 
carbon paper point-of-sale purchase display 
kit is available free from the FRANKEI 
Mrc. Co., 285 Rio Grande Blvd., Denver 
Colo., with every order of 25 packs ot 
arb mm papel 


Inquiry Card No. 105 








A new counter dis- 
play designed to 
stimulate impulse 
sales is now avail- 
able from the Ear- 
ON ALLEN Corp., 
170 =Tillary — St., 
Brooklyn, N. Y. It 
holds “Ko-Rec- 
Type,’ “Ko-Rec- 
Kits,’ ‘‘Just Rite” 
ribbons and ‘’Ko- 
Rec-Copy” carbon 
paper and is only 
13” wide 

Inquiry Card No. 

106 


A display rack that 
holds four complete 
calendars as well as 
| pads with a 
calendar 

leaflets has 
been announced by 
the DEFIANCE CALEN- 
DAR Co INC 1451 
Broadway, New York 
36, N Y There is a 
omparison chart silk 
screened on the reverse 
le of the display 
panel making it pos 
sible for the clerk to 
letermine the type of 
calendar pad _ needed 





For More Information Use Inquiry Card on Page 99 


for different makes of 
calendars 


Inquiry Card No. 107 


DESK CALENDARS 
FOR YOU 


Refills for Every Desk Calendar 














NEW! 
WILSON JONES 
NYLON 


PRONG 
BINDERS... 


WON'T TEAR SHEETS —WON’T BREAK OFF! the first reat 


improvement in report covers in a quarter century: Wilson Jones genuine pressboard 
No. 447(N) “Redi-Covers” with new flat Nylon prongs. Sheets won’t tear out, as with metal 
prongs. Nylon prongs last longer. They don’t kink. Frequent bending, for removal or addition 
of sheets, won't break them. And, Nylon prongs can’t cut fingers. 7 sizes, 3 colors. Make sure 
you’re stocked to answer customer demand. 


WILSON JONES 


ST., CAGO 6 * 122 E. 23RD ST., NEW YORK 10 


©Copyright, 1960, W. J. Co. 
See these...and all the latest developments in loose leaf binders...at the Wilson Jones Exhibit, NSOEA Convention. 
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THE PRESIDENT OF SWINGLINE ASKS, 


Swingline goes all out to help put profits in your hands. 

ae re Provides you with Eye-stopping Window Displays, Sales- 

Cc : building In-store Displays, and provocative Follow-up Ma- 

° teria] designed to help build traffic and sales in your store. 

you let { ll) o> And experience proves that these aids can increase your 
& business up to 30%. So the next time you find your hands 

i gs full of profit-making merchandising aids, don’t let them 

pl ofits slip through your fingers into the nearest waste basket. 


Make them work for you. They’ll produce more sales be- 


S | Ip { h rOu oh cause Swingline backs you up with dramatic full page color 
C 


ads in U.S. News and World Report, Business Week, and 
Newsweek, plus Purchasing Week, Today’s Secretary, 


~ € ae 
7 ig f CRTC. J etc....the largest campaign in Swingline history. Write 
your fingers: 


for details or see your Swingline Sales Representative. 


(#27) 


Seen on more desks across Speedpoint — the only pre- 
mad nail the country than any other brand mium staples sold at list 
INC. Lone isiano city 1, NEw YORK 


World's Largest Manufacturer of Stapiers for Home and Office «in Canada: Saxon Office Equipment, Ltd., 156 Evans Avenue, Toronto 14, Canada 
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Sales Stimulators .. . :ovtinued 


taogue 
i — SF ubopoint — 


by CORY 


THE AUTOPOINT Co., 3200 W. Peterson Ave., Chicago, IIl., has 


This complete window display is part of the Christmas prograr 
announced by the W. A. SHEAFFER PEN Co., 301 Ave. H, Fort designed a colorful pencil counter display easel 
Madison, Iowa. The display features multi-colored lighting and hold just one dozen pencils and take up a minimum of counter 
The 8 smaller stands space or it can be hung on the wall. The pencils shown on the 


It is designed to 


includes the silver lame material shown 
have a red and green holiday motif right are available for this easel 
Inquiry Card No. 108 Inquiry Card No. 109 


SAMSILL Bros A new, eye-catching 
card has been de 
signed by OFFIC! 
PropuctTs, IN« 

the : : 26029 W. 8 Mile 

of another . Rd., Detroit, Mich 
Salesman to hold its plast 
self-serv label holder The 
will hold for neater more colorfully printed 
rent of 40 attractive indexing card is pre-priced 

t cases and pictures several 

port J, uses for the label 

holder 
Inquiry Card 
No. 111 


Inquiry Card 
No. 110 


d Check 

illustrated 

is been is 

ed [ the MONROE 
SWEDA Div., MONROE 
ALCULATING MA 
Co IN« 555 


sarang smiling eiiath 
VENUS velvet 
Orange fi 
It explains in de 
a new concept in 
ckout operation 
1 on the Monroe 
slant register 


Inquiry Card No. 113 


New literature describing its 234¢” and 3” ‘“Movabl 
Partitions’’ has been released by the MARNAY SALES 
Div., RockKAwAY METAL Propucts Corp., 41 | 
i2nd St., New York 17, N. Y. The 8-page broch 


illustrates various uses and technical features of the 


[HE VENUS PEN & PENCIL CorpP., Lewisburg, Tenn 
is offering a free 1961 American College Dictionary 
with the purchase of three gross of “Velvet’’ pencils 
as part of its 100th anniversary celebration 


partitions 
Inquiry Card No. 114 


Inquiry Card No. 112 


For More Information Use Inquiry Card on Page 99 
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the first name in punches! 


ow. 


Spel % so 
*: ae oe ee 


Mutual Centamatic Punch — No. 300. Centers the paper automatically. 


Make Mutual your one source of supply for all your punch needs 





Two holes; three holes . . . in any combination 
up to seven holes. Desk or hand models. Mutual 
has the right quality punch for you . . . for your 
customers! Don’t look any farther. Come to 
Mutual for all your punch needs. You have the 


customers . . . Mutual has the punches! Many 
models to choose from. Discounts uniformly 
applicable to all punches in the Mutual line. 
For free illustrated catalog — and further facts, 
write to Mutual Products Company, Inc. 


SEE US IN SEPT. AT BOOTH 84. . .N.S.0.E.A. SHOW, CHICAGO. . .ALSO IN OCT., BOOTH 52, E.C.S. SHOW, N. Y. CITY 


PRODUCTS COMPANY, INC 


110 Barber Avenue, Worcester, Mass 


Mutual Two-Hole Punch — No.2 Mutual Centamatic Punch—No. 450 
Punches 10 sheets of 16 Ib. paper Punches 50 sheets of 16 Ib. paper 
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id . wid 
\“Just two years old!!! 


. . and looking forward to many more birthdays! To 
our many fine dealers, our “thanks” in appreciation of 
your faithful patronage during our first two years of 
“growing up”... And, to everyone attending the 1961 
N.S.0O.E. A. Convention, we extend an invitation to 
visit us at our exhibit booth in Room 533. We’re look- 
ing forward to showing you the products which helped 
us grow, along with some new ideas and service features. 
Please include a visit to 
Room 533 as a must on your 
convention schedule. 
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Say, how come 
youre the apple 
of everyone's eye 
this year? 


‘Cause I'm the new 

Ford Falcon won by 
John Buttner * 

in the big Dennison 

PRES-a-ply® Display 
Contest! 











°TE====. 


% — a Se 


*Stationery Supply Co., 
Muskegon, Michigan 


See photographs of the prize-winning displays from the 
Dennison PRES-a-ply Contest at BOOTHS 3 and 4... NSOEA 
Convention. We'll also have some exciting new products 
to show you while you enjoy the usual Dennison apple. 


Demnisow 
F RAM | N GH A M, MAS S ACH US E T T S$ 
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Ballameilexaenlilleis 


« 7 


Now—one of the country’s foremost home magazines has 
joined with America’s leading globe maker to produce a 
strikingly beautiful, new 12-inch globe—the most exciting 
globe idea in years! Infinitely more decorative—far more 
educational because it shows the earth's physical features 
in thrilling true-to-life color in addition to thousands of 
place names and clearly defined boundaries. 
In six new models from $9.95 to $49.95 


retail—three in vivid raised relief—three 
illuminated, with shaded relief coloring. 


*AWARD WINNING 


Display Stand 


when you purchase 
only a dozen assorted 
TRUE-TO-LIFE globes. 


Holds all six models 
for complete selection 
in a minimum of 
space. 


*Won first prize for Best Point-of-Sale 
merchandise Presentation at the 1961 
N. Y. Stationery Show. 


SHSSSSSHSSSSSSHSSSEESSESSSESESSSEESESESHEHHEHHSEH EHH HH ESE EES 


Reaches Millions of Globe Buying Homes 


Leading family interest magazines such as 
Better Homes & Gardens, 
Parents Magazine, and Living for 
Young Homemakers will carry the 
TRUE-TO.-LIFE story into millions of 
potential globe buying homes 


Seeeeeeseeeveeeveqgeseeee 


SHSHHSSSHESHSSSESEESESEHESESEEHESESEHEEHESESESESESESSOLEE 


Sure to be 
The Year's Best-Selling Globes! 


More people will choose TRUE-TO-LIFE globes 
not only for their harmonious coloring, but be- 
cause they are more understandable, true-to- 
life replicas of the earth. Write today for catalog, 
details of our liberal display stanJ offer. 


See you at the NSOEA 
Convention — Booth 112. 


New Catalogs 


A six-page brochure on the 
“Contak”’ line of color tints 
and shading films has been 
prepared by CHART-Pak, 
INc., 1 River Rd., 
Mass. The brochure _illus- 
trates the different types, 
patterns and colors that are 
available. Printed on 
pressure-sensitive, _ heat-re- 
sistant “Mylar” film, Con- 
tak comes in 132 patterns, 
including standard Ben Day 
screens and 27 different colors. Available for the first 
time are translucent white and black Contak sheets for 
use in making slide presentations. The brochure also 
describes the matte finish Mylar sheets which are printed 
on special order. Called ‘Matte Tak,” the film has a 
flat finish which takes typing or writing with India ink, 


Leeds, 


now 


pencil or crayon 
Inquiry Card No. 115 


Tops BusiNeEss Forms, 107 N. Wacker Dr., Chicago 
6, Ill., has released a new price list, No. 61-9, to replace 
the list No. 59-5, issues May 1, 1959. 

Inquiry Card No. 116 


THE ELKAy Propucts Co., 35 Brown Ave., Spring- 
field, N. J., has announced its new 1961-62 catalog of 
moving, material handling and storage supplies and 
equipment. The 92-page book features over 1200 items, 
including approximately 100 new items. It offers an ex- 
tensive selection of moving and storage pads and covers 
as manufactured in the company’s Springfield ware 
house 
Inquiry Card No. 117 


1309 Char- 
Tenn., has 


THE GENERAL MULTI-ForMs SALES Co., 
lotte Ave., P. O. Box 1094, Nashville 5, 
issued a new price list for its lines of standard and 
special “Snap-I-Sets”’ business forms 

Inquiry Card No. 118 


THE STACOR EQUIPMENT Co., 295 Emmet St., Newark 
5, N. J., has announced the publication of its ‘‘Stacor- 
matic Co-Ordinate Group” modular drafting furniture 
bulletin. This fully illustrated brochure provides com- 
plete specifications on 25 new models in three basic 
groups the “L’ drafting table 
and reference desk ensembles; the single 
unit drafting desk; and the ‘“‘D-A 
with integral drawer unit 


These include: series 
“D”’ series 


series—drafting desk 
Inquiry Card No. 119 


Your Handy Guide to Office Storage” is the name of 
a booklet recently released by the OrFICE EQUIPMEN1 
Mra. Co., INc., 2212 Summer St., Dallas 2, Tex. 
The catalog illustrates the many different lines of stor- 
age equipment made by the company and includes all 
specifications. 

Inquiry Card No. 120 
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EARN AN EXTRA 10% on tia cove wih 


é 


Amberg’s “Combined Order Basis” discounts. 


This extra 10°, is money in your pocket — extra profits earned 
because you're a careful buyer. And the extra 10% discount 
can be earned on your complete order . . . including any of the 
almost 1,000 items offered by Amberg: file folders, filing sup- 
plies, files, albums, record cases, and many others! 

See your Amberg representative or write direct for full pricing 
information. And be sure to ask for your free copy of Amberg's 
big profit-packed 1961 catalogue! 


AMBERG FILE & INDEX CO., KANKAKEE, ILLINOIS 
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A “Second Look” 
At Old Customers 


Every dealer has a number of solid, steady customers 
to whom he can look for repeat orders year in and year 
out. The ground work having been laid long ago and a 
feeling of mutual confidence well established. As a re- 
sult the unit cost of sales to these customers is low. 

There is, in fact, more order taking than selling in- 
volved in contacts between dealer and old customers 
Only when the line of sale continuity breaks, and the 
dealer fails to receive his “regular” order is creative 
selling once more called for. 

This type of taken-for-granted sale is particularly 
common in the sale of supplies. It is assumed that a 
customer will absorb a certain quantity of carbon paper, 
forms, inks, ribbons, stationery, and so on, within a 
given period. 

A “second look’’ at many of the old and steady cus- 
tomers will show the observant dealer that he is missing 
opportunities for additional sales through default. It’s 
a new force on the business scene today. A force affect 
ing old customers, creating new ones, and offering op 
portunities for the dealer who wishes to undertake more 
creative selling automation. 

While automation has provided a means of eliminat- 
ing repetitive clearical tasks in the handling of mass 
data it has increased the need to handle more facts 
and figures at the final output station. Business machines 
and typewriters today are engaged in translating and 
issuing more reports and communications than ever be 
fore. The increase in end products, whether by means 
of data processing equipment or conventional business 
machines, has affected both the large and small dealer 
customer. 

The market for photocopy supplies, typewriter rib 
bons, business machine ribbons, carbons, tapes, forms, 
folders, binders and papers and inks has increased on 
both the large and small company levels in direct ratio 
to the increasing amount of data being communicated 
It is incumbent upon the dealer to take a second look 
at the different kind and volume of paper work being 
produced by his old customers in the light of this 
phenomenon 


Automation Creates Needs 


In many cases, new clerical stations have been created 
near data processing departments for the typing, copying 
and processing of EDP reports. The needs of this cleri 
cal station for supplies may vary greatly in quality, 
quantity and specifications from the plant clerical station 
which it replaced. The business of supplying this new 
kind of market will go to the dealer who understands 
the different types of forms being used, the new print 
requirements, the different number of carbons needed, 
and so on. 

It is often thought that EDP creates a supply market 
only for specialized distributors of products designed 


by WILLIAM E. BRADLEY 
president, Copy-Craft, Inc. 


for the huge systems machines themselves. What is over- 
looked is the fact that the new electronic age has built 
a growing market and new uses for conventional sup- 
plies now on the dealers’ shelves 

Extensive technical knowledge of the new machines is 
not a pre-requisite for approaching this market. It is 
enough that the dealer know the overall concepts and 
the special needs of the stations handling the end prod- 
ucts the reports and communications. This means a 
visit with a new kind of department supervisor, the 
tabulating or EDP room supervisor, to understand what 
is being produced. Then, a briefing by the office man- 
ager, as to the clerical disposition of this data, will lead 
the dealer to discover many sales opportunities among 
his old customers that were hitherto unsuspected, 


More Supplies Necessary 


How about the old customers who never went in for 
the new data processing machines? Isn't the old ‘‘order 
taking’ system applicable here? Things have changed 
here, too. The machines may be the same, but the job 
they are doing is different. Automation has created a 
business climate where more facts are needed if a com- 
pany is to stay in the competitive race. Communications 
have increased because the facts and figures must get 
into more hands in less time than previously if they are 
to be used in building sales. 

All of this means that the manner in which the cus- 
tomer uses supplies today is quite different from his 
method of five years ago. Many of these companies have 
added new calculating machines, more typewriters, in- 
stalled photocopying machines, and developed new com- 
prehensive forms and fast-access filing systems. These 
systems are now eating up supplies at a rate equal to 
the new demand for disseminated data 

Building supply sales among this group depends upon 
an integrated picture of the customer's overall operation. 
By understanding the machine, method and procedural 
changes within departments as they occur, the dealer can 
prescribe from his sources the kind and quality of sup- 
plies required. The effort taken by this creative selling 
more than pays off by building customer potential among 
the dealer's best customers his old ones. 
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Sept. 23-26 
NSOEA CONVENTION 
Conrad Hilton Hotel 


Chicago 


We're keeping something under our hat till you get here — 
something we think you'll like. So give us a visit for sure! 


MEILINK STEEL SAFE COMPANY * TOLEDO 7, OHIO 


OA—9 /61 79 





Tune up your cash register for a real workout! Today there’s a big back-to-school market 
(over 22,000,000 students this year) ready and able to buy Royal Portables. And Royal Type- 
writers have tremendous consumer acceptance... an acceptance built up through the years 
by Royal’s continued accent on quality. = Is Royal helping you sell? Watch for a big 4 color 


4 


spread in the September 1 issue of LIFE 
magazine. What can you do? Advertise 
in your local papers... use Royal’s display 
material...and most important, put the 
product out front! = One more big point: 
you sell a Royal Portable with a guaranteed 
protected profit! The profit you count on when 
you buy is the profit you get when you sell. 
Contact your Royal representative and order 
now! Royal McBee Corp., OYA 

Appliance Div., 850 Third Re AL 
Avenue, New York, N.Y... srrcatssts:n susiwess uscumes 
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NEW 


From “GUSSCO” For Bigger Systems 


TABULATING FILE GUIDES 
For Use With Machine Accounting 
Alphabetical, Daily and Monthly, as well as 


blank, with 2, 3 and 5 tabs. 


Available in Bristol and Pressboard, with 
plain or celluloid tabs. 


Buff — Blue — Salmon in the Bristol grade. 























===] _s UPRIGHT TABULATING GUIDES 














Three styles — both insertable cellu- 
loid styles hold a one inch insert per- 
mitting space for six typewritten lines. 
The angular celluloid style holds a 
quarter inch insert. 


Green pressboard. Gray to order at 
stock prices. 


























SHELF FILING FOLDERS 6 IN 1 


Tabbed on the short side for open PARTITION \\ 
shelf filing, these folders are avail- : FOLDER \ 


ible in Manila and Pressboard. 
There is a choice of weights and A compact filing 
system contained 


in a single folder. 
/ mplete 2 > slate “ : 
4 complete assortment of related Up to 6 different 


supplies is also available, including su b-divisions of 

two-way metal tab guides with one subject can 

hook, outguides with celluloid be housed in this neat, easily accessible folder. 
pockets and salmon outguides. An ideal system for lawyers, accountants, doctors, stu- 
dents, etc. 








colors. 











Available in various colors and tab styles. 


Write for your free New “GUSSCO” catalog. 








Also manufacturers of “Transfile” transfer files — ‘Gussco' filing supplies — “Guide-O-folder" — “Guide-O-file’ — “Guide-O-tray" 


Guide System & Supply Co. 


335 CANAL STREET NEW YORK 13, N. Y. 
WEST COAST REPRESENTATIVE — GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13, CALIF. 
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THIS ESTABLISHMENT, Peter Paul Service, will be in business after the owners retire 


because of “‘built-in-buyers’’. 


Keeping 
A Business 
Investment 


How often have you wondered what would become 
of your business if . . .? Undoubtedly, thoughts along 
these lines have passed through your mind and probably 
still are. 

Keeping a small business in business is an everyday 
problem to its owners. The problem is especially real 
to businesses built on service and continued local pa- 
tronage — and, where business vitality comes from a 
small group of key personnel and swccess comes from 
financial soundness, especially at the time the owner 
retires. 

A company has come to grips with this problem of 
keeping a free-enterprise in business. How? Peter Paul 
Service, of Cincinnati, Ohio, has had arrangements 
whereby younger key employees will gradually (with 
out cost to them) inherit the business from the owners 
on their retirement. 

This proceedure can keep a business going and grow- 
ing up to the time of the owner's retirement, making a 
true success of a small business enterprise. An additional 
premium of this plan is the keeping of key personnel 
with the company. 

You probably wonder what are the values of having 
such “built-in-buyers?”” The plan can act as a key em- 
ployee incentive. These employees are more likely to 
stay with the business because they can ultimately be- 
come the owners. 

It can also act as a form of insurance, especially for 


Edward J. McHale, partner, 
retired this year from the 
business he helped build over 
the last three decades 


SOME of these employees will one day own this established office 


machine sales and service business 


maintaining the business’s value at time of the owners 
retirement (or to the owners beneficiaries in case of 
death). 

How is such a plan arranged? In most cases em- 
ployee-buyers do not have the resources to obtain an 
outright bill of sale for the business. So, planning in 
advance is a must. 

First, the worth of the business has to be determined. 
Then the time and duration of set payments have to be 
arrived at. 

Key employees are then designated. The salaries of 
the designated employees, by the way, remains the same 
throughout the buying period. Profits above the pur- 
chasing payments are shared by these employees. 

After all the arrangements are planned out, a legal 
agreement has to be drawn up covering all necessary 
provisions. This will include the owner(s) retaining 
title until the business is fully paid for, or a particular 
owner's interests have been fully amortized. Then the 
business changes hands. 
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NEW product ideas fom SURE-RITE 


... Jor new profit potential! 


New Double-Coated, Non-Curling, Direct Image OFFSET PLATES—type on either side. No smudging, scumming or 
fingerprinting. Use any inks or chemicals. New DURA-FILM Carbon Plastic Ribbon for carbon ribbon attachment. 
Polyethylene base—won’t break. Half as thick as paper—therefore twice as sharp. Costs less than polyester ribbons. 
New DURA-FAB Deluxe Ribbon for standard (24 yds.) and IBM electric (36 yds.) typewriter outlives silk and nylon 
two and three times. New DURA-BACK Non-Curling Carbon Paper with new non-slip backing. New formulation 
won't smudge—gives cleaner copy, lasts longer in severe use...costs no more! New RED-DOT Mimeo Stencils pro- 
duce sharp, clear impressions with ANY type ink: paste, emulsion, water base, oil base. Give exceptionally long runs. 
New Long-Running SPIRIT MASTERS give up to double the runs. Exclusive Blue Print and Stain-O-Graph units. 


| if It's New—Sure-Rite Has It! 
a A Complete Line of Duplicating Supplies 


American Stencil Mfg. Co. 


2714 WALNUT STREET ¢ DENVER 5, COLORADO 
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AT THE 
REMINGTON 
‘LIFE TEST” 

LAB! 


How this “thermometer” keeps Remington 
machines healthy (and customers happy) 


You are watching a temperature re- 
cording of an adding machine’s motor. 

Strange? Normally, yes. But this is 
the Remington “Life Test” Lab. And 
strange events are routine. 

Take our “thermometer” test. Ro- 
bot fingers punch away at the adding 
machine. Enter and index. Enter and 
index. Hour after hour. 

As the machine cycles away, our 
curious instruments measure and re- 


cord the motor’s temperature, at the 
where it’s hottest. 

Rather than shoot for an acceptabl 
temperature—at an acceptable cycle 
speed—the Lab doubles the speed and 
still demands a cooler motor. 

If the temperature hits the “Life 
Test” maximum a good motor’s 
not good enough for Remington. 

The “Life Test” Lab sets the stand- 
ards, and every part of a Remington 


coils 


adding machine must meet them. In 
no less than 3 different stages. 1) In- 
dividual components. 2) Hand-as- 
sembled model. 3) Production model. 

The standards make life harder for 
us. But easier for you. And for your 
customers, too. 


Office Machines Division 
Klemington. Bland. 


N OF SPERRY RAND CORPORAT 


For greater adding machine profits, the man to see is from Remington, Contact your nearest office or write Remington Rand, Dept. 091-OA, 315 Park Ave. South, N. Y. 10, N. Y. 


e See us in Room No. 649 at the NSOEA Convention. 








The shortest distance between two points is a 


PROFITABLE LINE 








POINT ONE POINT TWO 
ET Pe EN Fa ee 2G 


Smead FILING SUPPLIES Smead starionery PRODUCTS 


Customer-satisfying File Folders Customer-satisfying Expanding 


and Guides, Flex-I-Vision Hanging Files and Wallets, File Pockets, 


Folders, Tell-l-Vision Filing, Card 
Guides, Card Control Filing, Tab 
Card Guides, Shelf Filing Items 


and special Filing Items and 


Brief Covers (four distinctive styles), 
Pressboard Binder Covers, Desk 


Files, Partition Wallets, Portfolios 


Indexing and vinyl Carrying Cases 








Smead 


Sell the complete, profitable Smead line of Filing 


Supplies and Stationery Products and count on 


Smead to answer your customer's filing problem. 


SMEAD MANUFACTURING COMPANY 


HASTINGS, MINNESOTA 
CHICAGO LOGAN, OHIO LOS ANGELES 








See you at the Convention! 


NSOEA CONVENTION AND EXHIBIT 
MAIN EXHIBITION HALL 


STOP AT Sincad) BOOTH 5&6 
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new from PARKER 


the 


versatile 


PARKER 
able 


DISPLAY 








Compact—less than 17 inches 


wide—yet it holds 72 of Amer- 


OPS OP SS eo oS +” 


ica’s leading dollar producers, 


*s aes PARKER G abst the Parker T-BALL Special 


: oe Jotter! Naturally, there is a 
| +a limited and therefore strictly 
; allocated number available. 








We advise early ordering since 


the T-Master display will be 


Fs, extensively advertised. 


iT’S OPEN, 7 Se 4 
PROTECTED | | 
...and it SELLS! V ; \ 


1. COMPLETELY OPEN 2. COMPLETELY CLOSED 3. OPEN AND CLOSED 
Both banks are acces- For high-traffic locations, One simple adjustment 
sible to customers. Needs where protection against leaves one side open to 
only a touch on marked pilferage is desirable. customers, other is locked 
bar shut. 


‘ss 4 Ask for Parker Deal No. 972 
ore a ec T-Master Display Free 
Faced’’ WALNUT 72 $1.98 Parker T-BALL Special Ballpoints 
DISPLAY — FREE In 6 Assorted Colors 


Each side holds 36 ball- Retail Value $142.56 e Your Cost $85.54 
points, adaptable for is- Your Profit a Full 40% 


land display or for storing 
back-up stock conveni- 
ently. Not an inch of 
wasted space. 





>The Parker Pen Company 


ZN MAKER OF THE WORLD'S MOST WANTED PENS 
“Ss JANESVILLE, WISCONSIN 
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SRP tye.” 


“SALES APPEAL ) 
ime ip a3 


a | PACKAGE * = 3 CUSHION TREAD 
with Set of 4! 


2) 3} le}, Mote), [ed 4m mieteluleliil-\-m mile 
tested Double Ball Bearing Swivel construction 
with an original styling that adds distinction to 
EVI ivi dalialle-aiw lolelel-te Male) gale elae)¢-teie-M-jilel-t-Migelan 
caster wheel. 

GIFT AND DISPLAY PACKAGING 
Tole il-y-lanllelemee-1e Me- tale Mia (olaMmelt-lol@mme-1Uh celuat-leler-1ihY 
raises Casters to elevated position for display, 
as illustrated below. 

CHOICE OF STEMS for wood furniture, 
tubular metal furniture or cast bases, as selected 


FINISHES—Bright Nickel and Bright 
Brass—ideal for replacement or new furniture 


NOELTING 


Faultless 


Faultless Royal-Roll Casters are an a// new design 
concept—a combination of Double Ball Bearing 
Swivel construction and smartly styled appearance 
with a unique non-marking, stain resistant spher- 
ical wheel that has the same diameter as the 
conventional type. Smart and original styling 
adds a distinctive accent to any furniture— 
Faultless construction assures years of depend- 

_ able service. These casters are especially 
designed for use with Office Furniture and 

Chairs, Coffee Tables, Lounge Chairs, etc. 


Faultless Caster Corp. 


Evansville 7, indiana 


Please send Free Bulletin No. 5159 illustrating and 
| MAIL describing New Royal Roll Caster, including Retail Prices. 


; COUPON 
Deluxe Royal-Roll ] TODAY! 


Display and Gift Package | Firm 
can be used on Counters—in 
Windows—Catches Attention. | City 


Name 





AU 
Pa., 
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THOR, Thompson, of Thompson Office Equipment, Inc., York 
taking a photograph of typewriter to be advertised 


Do-It-Yourself 
Advertising 


Author, Arthur B. Thompson, of Thompson Offi 
Inc., recently supplied OA with this article and 
An enthusiastic “Do It Yourself Advertising’ ma 
uses his own “ideas” and finds this extra job a rel 

The business of selling office supplies often requires 
dealers to perform many kinds of jobs. Even though, 
most dealers would consider the job of making-up ad- 
vertising as beyond their means. 

We don't. My firm, Thompson Office Equipn 
Inc., does its own newspaper advertising mak 
from illustrations to layouts and makes money 
besides saving on advertising costs 

We are heavy and consistent users of newspaper 
advertising because we have found this to be our best 
means of promoting walk-in traffic. In fact, our entire 
merchandising program is built up around this type of 
sales program. 

In addition, advertising is very important to us be 
cause we are located away from the central midtown 
shopping area. Despite this fact, we enjoy heavy week 
end traffic by using weekly ads. 

Our advertising runs in a Thursday evening news 
paper which also has a Friday morning distribution 
Our ads vary in size from a quarter page to a full page 
and on occasions will run two pages. An advertising 
agency used to charge us from $200 to $400 — depend 
ing on the preparation needed and size of the ad. We 
felt, however, that these ads were not doing the job 
they should and decided to prepare them ourselves 

We found that the major task in preparing ads is 
picturing the different machines and equipment 
are featured in our advertising. But we have found 


PART-TIME advertising man Thompson keeps proofs of ads and 


uses them for future reference and advertising layouts 


ONE of Thompson's pictures a novelty photo of a 
Dachshund typing attracted attention when it was used 


1 a newspaper ad 


2 simple camera will do the job. We purchased a Po 
laroid Land camera for taking the necessary illustrations 
to be featured in our advertisements and were amazed 
at the results. 

Picture taking is made easy by first setting up a simple 
stage.’ A dark piece of cloth can serve as a back- 
ground. When photographing typewriters, adding ma- 
hines, calculators and other office equipment, we place 
them on a typewriter stand in the staging area. Using 
normal overhead lighting and a flash-gun, we can shoot 
pictures of products wanted to illustrate our ad. 

Larger items, such as combination filing cabinets, 
visible file systems and other office equipment, is simply 
noved into the staging area and photographed. 

Because we are able to see the finished photograph 
after shooting it, we can take as many as we like. And, 
we always get the one that best serves our advertising 
purpose 

After the illustrations are finished we then preparc 
the copy for our advertisement. The copy and the photo 
graphs are then sent to the newspaper. The newspaper 


office takes care of the rest 


OA-9/61 








SPECIAL 
22inel 











A HANDSOME 2 PEN NOBLOT DESK SET WITH JET BLACK BASE 
PLUS % GROSS OF MONGOL PENCILS WITH "DIAMOND STAR”LEAD 


Both items in standard packing! 


HANDSOME TWO-PEN NOBLOT DESK SET. Anew '% GROSS MONGOL PENCILS WITH NEW “DIA. 
concept in desk ball pen design and economy. MOND STAR" LEAD, Choice of 2 or F Degree. 


Keeps ball pens on the desk—where they belong! Unbelievably long writing mileage! 


, :, 
Full-length 534” NOBLOT replaceable ink Exceptional point strength! 
cartridges! Silky smoothness! 

Two chrome-trimmed NOBLOT pens: blue ink, Jet black writing! 

red ink! Uniformity of degree! 


A necessity for every desk! Famous Pink Pearl eraser! 


Don’t miss out on this bonus offer to boost your sales—46% gross profit for you! See your EBERHARD FABER represen- 
tative or write to Sales Department, EBERHARD FABER PEN & PENCIL CO. INC., Crestwood, Wilkes-Barre, Pennsylvania. 


SINCE 18649 


EF) EBERHARD FABER 
prea a Qala on ter 


Wiikes-Barre, Pennsyivania-New York-Toronto, Canada 
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The Key to Office Furniture 
and Equipment Security 





The unique, round key to a Chicago ACE® Lock is a symbol 
of the best in lock security. Whether for top secret files, 
strong boxes, computers, supply cabinets or desks, there’s a 
Chicago Lock designed to deliver maximum protection at 
a minimum cost. 





Write or call for a consultation with a 
Chicago Lock engineer to determine the 
best way to meet your locking problem. 
There is no cost or obligation for engi- 
neering to recommend or adapt a lock to 
exactly fit your requirements. For gen- 
eral information on the Chicago Lock 
line, write for our catalog and bulletins. 




















CHICAGO LOCK CO. 
2016 North Racine Avenue « Chicago 14, Illinois 






































an end to fumbling fingers —lost minutes—slipping pages 
(The NEW ACCO PLASTIC POST BINDER for MARGINALLY PUNCHED FORMS) 





LOADS FASTER, LOCKS BETTER ‘ NO WASTED MARGINS STACKS & RACKS EASIER 
Loads or unloads from front-erback Even when you load to full 6 inch capac- No protruding posts or bulging lock 
Smooth posts slide in-easily, ip \_ ity, the pages lie flat when binder is mechanism. Tough, economical press- 
securely in—stip-prgc £s\e8l ck that \ open. No hidden entries. Holds burst or board is ideal for desk or shelf. 32 sizes 
works~at pi egeue & uch. You ‘ } unburst forms 12 colors aid coding. 


p new sais 


LOOK FOR THE f YOUR GUIDES TO QUALITY AT LOW COST 


Acco Products, A Division of Natser Corporation, Ogdensburg, N.Y. & In Canada: Acco Canadian Co., Ltd., Toronto [4\ CG S (O) 


Prizes Revealed for NSOEA Convention 


A total of twenty-six prizes have 
been selected by Prize Committee ; me 
Chairman JERRY HENNINGSON, and | A 
co-chairman BoB KANE to be given ee 
r. 


as attendance prizes at this year's Bis 
iW 


Te ee gb 


NSOEA Convention, September 23- | = ~ oe 

26 at the Conrad Hilton Hotel, Chi- = ae : bball 

cago. He 
The prizes, some of which are il- 

lustrated at the right, include a Bulova 

“Acutron” watch, worth $300.00; a 

portable Zenith transistor trans-oceanic 

radio worth $275.00; four Zenith 

trans-oceanic radios worth $139.95 

each; five Emerson portable television 

sets, each priced at $168.00; five 

$92.50 Polaroid land cameras; two 

complete sets of Wilson Staff golf 

clubs worth $325.00 per set; three 

$125.00 tailor-made sport coats; and 

five Emerson transistor pocket radios 

worth $48.00 each. 
To be eligible for the prizes, con- 

vention attendants have only to regis- 

ter at one of the many business meet- 

ings or panel discussions. 


designed for Travel, Educational, Religious and Sales literature display 
r NEW 
“pp (| MIM-E-0 “VISI-RACK™ 
~ es WITH TRANSPARENT PLEXIGLAS FACINGS 


Displays vacation, travel and sales promotional pamphlets 
in full view ... easy to see .. . easy to select 


model 68 - BT visi-rack (base type) 


with maximum display area . . . now serving travel agencies, 
Chambers of Commerce, schools, colleges, churches, railroad 
and airline offices, hotels, motels, etc., coast to coast. Six 
tiers high, each 6!/2" at back, Depth 1/4", clear, transparent 
nonbreakable PLEXIGLAS facing 3'' high, each tier equipped 
with (7) easy-sliding separators to accommodate pamphlets 
of various widths. Storage compartment Base, equipped with 
Lock & Key, holds supply of re-fill material. Ball-bearing 
Casters for easy movability. Height 55", Width 27!/2", Depth 
15". Shipping Weight 70%. Rich Neutral Gray finish. 


$97.50 wall, counter and desk models 


also available 
LIST PRICE 


SEE US AT DISPLAY RACK DIV. 
a MIM-E-O STENCIL FILES CO. 


NSOEA SHOW 1051 N. Paulina St. © Chicago 22, Illinois 





are you using these two high-powered 


'»D . a “ue salesmen? 


LEATHER TRAVE BUSINESS Casts 


oP Pr 
Swe Sealter Good 





«i 
| 
= 


a 


boost your 
business 
case sales 


50% 


DISPLAY RACK shows complete Dopp 
line in smallest possible floor space! 
Measuring only 41144” wide x 63” high x 12” 
deep, this fast liquidating Dopp display has 
made sales history among our dealers, in- 
creasing leather goods business as much as 
50% in many stores! It can do the same for 
you! Investigate this potent selling aid through 
your Dopp representative—display it prom- 
inently for higher profits—faster turnover. 


Zippered Portfolio 
cat. no. 371 


DOPP LEATHER GOODS CATALOG — at 
your service — on counter or sales calls! 
Be sure and take advantage of this powerful 
selling medium that pictures and describes 
Dopp’s quality line of briefcases and other 
leather goods to meet every selling need. Place 
it conveniently on your counter—use it as a 
supplementary stock to help your customers 
find exactly what they want. Carry it on sales 
calls—for extra orders every time—try it and see! 


Salesman’s Case 


cat. no. Ring Binder 


cat. no. 696 


Brief Bag 
cat. no. 298 
Shown here, only a cross-section of Dopp’s 
outstanding collection of nationally advertised 
business cases for executives, salesmen, professional 


men and students. 
MAIL COUPON TODAY FOR DOPP’S CATALOG #30 


Charles Doppelt & Company 
2024 South Wabash Ave., Chicago 16, Ill. 


Gentlemen: Please send me a free copy of 
Dopp Leather Goods Catalog No. 30. 


Attaché Case 
cat. no. 236D 


Underarm Envelope 
cat. no. 1711 


NAME OF DEALER 





ADDRESS. 





Charles Doppelt & Co., Inc., 2024 $. Wabash Ave., Chicago 16, Ill. 


Showrooms: New York — 389 Fifth Ave « Los Angeles — 712 Olive St. CITY. ZONE___STATE 


Dealers only will be sent catalogs 














PLL CWE 


SHOWN 


FORGED STEEL fam 


SIZE — 
9” 











NO. X291 


PERFECTLY 
BALANCED FLAT PATTERN ILLUSTRATED 


LIGHT WEIGHT 7 
— COMFORTABLE a 
TO HOLD. Only Suggested 

j Retail 


BEAUTIFULLY ‘te Ke 
STYLED | ALSO AVAILABLE WITH Jf HOLE 


BY OFFSET HANDLE X292 HAY FOR 
VAN DYKE LE A HANGING 


ASSOCIATES, — 
ONE OF “EXTRA-EASY”’ 
AMERICA'S y 
LEADING PICK UP. Z a Yo! 
INDUSTRIAL 7 % 
DESIGNERS Ve GRADUATIONS 
FOR QUICK 


MEASUREMENTS. 





























FULLY NICKEL PLATED een S/o - _— a 


No. Packing Per Doz. 





he X291 1 Doz./Box 14 oz. 
FINE TIP X292 1 Doz./Box 14 oz. 


| THE ACME SHEAR COMPANY 


INSERTION. 
QUALITY BRIDGEPORT, CONN. «+ BEDFORD, P. Q., CANADA 
GUARANTEED World’s Largest Manufacturer of Scissors and Shears 


BY THE 
Uy WORLD'S LARGEST 
MANUFACTURER OF 


4 Ht, SCISSORS AND SHEARS. 
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& 
SLENDER, TAPERED BLADE. : ©" KLEENCUT 
LO CP AO GEE aE é Printed in U.S.A. 


























Yes, we confess, occasionally we do. But, you can be sure, it doesn’t 
happen often. Proof? During the past 25 years, less than one out 
of every 1,000 Ace Pilot Staplers manufactured has needed re- 
pairs. This means once you sell an Ace Pilot it stays sold. Result: 


the profit’s all yours because servicing costs don’t cut into it...and 
customers return again and again to buy staples. Stock up now 
on the amazing Ace Pilot. Sold exclusively through Ace dealers. 


ACE PILOT STAPLES — the finest for all standard machines 


FASTENER CORPORATION 
4100 West Victoria St., Chicago 46, Ill. 


6705 Upper Lachine Rd., Montreal; 258 Wallace Avenue, Toronto 





Time to Stand Up for Our Rights 


by DONALD S. FREY 


The following are excerpts from a pa- 
per by Donald 5. Frey, Secy-Treas. of 
the Wholesale Stationers’ Assn. It ex- 
plams how current anti-trust laws ap- 
ply to u holesalers and retailers. 


Secretary of Commerce Luther H. 
Hodges recently said that price-fixing 
and other anti-trust law 
were symptomatic of a failure of man- 
with em- 


violations 
agement’s communication 
ployees. 

“Management of corporate America 
must assume the responsibility for a 
more aggressive program of acquaint- 
ing its own people with its policies, 
its commitments, and _ its philoso- 
phies.”’ 

The time has come for manufactur- 
ers, wholesalers, and retailer firms to 
recognize clearly their rights which the 
American anti-trust laws seek to pre- 
and then to work for 


Serve, those 


rights in every effective way. 








Free private enterprise’ means the 


right of every business firm to be free 
in its dealings provided the freedom 
of another firm to do likewise is not 
impaired. It means, for example, the 
freedom for firms to choose their cus 
have a scale of discounts 


tomers and 


in the price of their products depend- 
ent upon the value they expect to have 
returned to them by the enhancement 
products by distributors 

Loevinger, Asst. Attorney Gen 


charge of Anti-Trust Division, 


of their 

Lee 
eral in 
recently said in discussing the require 
Fair Pricing, 


ment of perhaps this 


term is itself misleading since the law 
does not in fact require that a price be 
fair in the sense that it is reasonably 
the 


however, 


related to the economic value of 
The 
require that a price be fair in the sense 


that it be 


tween the customers of one seller. This 


commodity law does, 


non-discriminatory as be- 


is the standard set up by Robinson- 
Patman Act 


focused on the 
surrounding 


Our 
unique 


analysis is 
problem areas 
manufacturer-distributor or manufac- 
turer-wholesaler relations in our econ- 
omy, because it seems to us that in this 
area the “law and the spirit’’ of the 
American economy is least under- 
We are 
the 
problem of each manufactured prod- 


concerned, therefore, 
or marketing 


stood. 
with distribution 
uct to the ultimate consumer. 
Distribution or marketing in 
economy is continually evolving 


our 
and 
the 


entire marketing process divides into 


producing new features. Basically 


two functional divisions: (1) Whole 
saling—taking the commodities from 
the manufacturers to the retail outlet; 
(2) Retailing—selling the commodity 
to the ultimate consumer. 
Wholesaling means the purchasing 
of commodities from the manufactur- 
the “breaking of 
of such commodities, the ware 


ers for delivery, 


pac k 


ntinued on page 102 
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Office space can be costly. Multi-purpose rooms 
help keep costs down. Such rooms can now be fur- 
nished with a folding table that combines contem- 
porary, slim leg styling with “solid as a rock” 
rigidity—the new HOWE “500”. Consider these 


1, Unique construction eliminates visible leg braces. 


2. A3” deep, flat black, baked enamel “apron” runs 
the table’s full length and across the ends. 


Would you believe it? This table folds! 


Introducing the first folding table to combine slim 
leg styling with dependable structural rigidity —the 
new HOWE “500”. 


quiet elegance. 


4. Legs are finished in a choice of satin chrome or 
flat black, baked enamel. 

Good looking, the new HOWE “500” is also struc- 

turally sound. Legs are 1%” square, welded steel 

tubing. Each leg has its own lock; all locks operate 

from a single lever at the table’s center. Magnets 

secure legs in the folded position. 


3. Handsome Formica top and edge create an air of 





HOWE FOLDING FURNITURE, INC. 

1 Park Ave., New York 16, N.Y. 

FREE! Write for catalog, describing the new 
500’ and other HOWE CustomLine Folding Tables. 











See this new Howe folding table at the NSOEA Show, Sept. 23-27. Space 700A 
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LETE REGNA LINE 
egisters - adding machines - safes 


Don’t miss this opportunity of your lifetime! This complete Dealer 
Line (more than 50 models) of low-priced REGNA cash registers 
and adding machines spells PROFITS, PROFITS and more 


P-R-O-F-I-T-S! 


Stream-lined, jet-age models surpass all expectations of business 
builders with an eye on tomorrow. Your choice of electric, hand, 10 
keys or full keyboard machines. 


Write today for informative literature. 


Move fast 


_ it’s profitable! 


JOELI fire-proof 
safes of unusually 
unique design, are 
covering the globe 
with tremendous 
sales success. Several 
sizes and models 
available. 


In Canada: Commodore Portable Typewriter Co. Ltd., 


680 King Street West, Toronto 26, Ont. 


QUTSIDE CONTINENTAL U. S.: 
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Jorgen S. Lien, Box 522, Bergen, Norway 


It’s low-priced! It’s profitable! 
Mail the coupon—Mail it today— 
Mail it NOW! 


REGNA CASH REGISTERS, INC. 
175 Fifth Avenue, New York 10, N. Y. 


Gentlemen: 


Please rush more information on the 

complete Line of REGNA Cash Registers, 
REGNA Adding Machines, JOELI Fire-proof 
Safes, and outline advantages of becoming an 
independent REGNA-JOELI Dealer. 
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OVER 1500 ITEMS 
for Business, Industry 
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‘re backed a 

in the 
; rising program IN". 
national adve month in 
the cor sane ads appeor agree Engineering, , 
industry Factory, Mill & reosig wort industrial |>—__ In a preference survey made by an inde- 
aren Pacific Factory, peer Industrial Mainte- pendent organization back in 1955, key men 
Equipment News, New _ Automotive News, Nation s in companies throughout the country gave 
nance, Modern = puilding & Maintenance. ail Lyon 5 times more first choice votes than 


Schools, Catholi any other steel equipment manufacturer. 


WHEN YOU SELL LYON—y°" 


In a comparable survey made in 1960, 
Lyon’s first choice margin jumped to7 tol! 
And Lyon received more exclusive mentions 
than the next 22 companies combined! 


Your nearest Lyon Dealer offers the 
world’s most diversified and most preferred 
line of steel equipment — quality protected 
to give you the most for your investment. 


LYON METAL PRODUCTS, INC. 


OFFICE DESKS General Offices: 928 Monroe Ave., Aurora, Illinois 
a ee Factories in Aurora, IIl.—York, Pa.—Los Angeles 








= ETAL \ ® 
PRODUCTS | 


i 
— 


THIS CATALOG ILLUSTRATES 
THE WORLD'S MOST 
DIVERSIFIED LINE 
OF STEEL EQUIPMENT 





QUICK SERVICE 
INQUIRY CARDS* 


To obtain more information 
about any of the New Products 
in this issue, simply circle the 
corresponding numbers on the 
card at right. For more informa- 
tion about any of the Sales 
Stimulators in this issue, circle 
the corresponding numbers on 
the card. To obtain copies of 
New Catalogs and price lists in 
this issue, circle the key 
numbers on the card, These 
requests will be promptly for- 
warded to the manufacturers. 
*T his service is restricted to 
dealers and wholesalers in the 


office equipment and supply field. 


The handy subscription card at 
the right is enclosed here for 
your convenience. Use it to 
enter or renew your own sub- 
scription, or tear it out and 
give it to a friend, salesman or 
employe active in the retail 
office stationery, machine or 
furniture business. 


Office 
Appliances 


iz me. 

21 22 23 24 

36 37 38 39 

51 52 53 54 

66 67 68 69 

80 81 82 83 84 


SALES STIMULATORS, CATALOGS 


101 102 103 104 105 106 107 108 109 110 
th 6082) 0034 OS SOTO ONY—s«120 
121 122 123 124 #125 «#126 «6127 «128 «6129 «6130 
131 «132 «133 134 #135 «613606 «6137 «138 «6139 =«=140 


Please ask the manufacturers, indicated by the key num- 
bers I have circled, to send further information without 
delay. 
Service is restricted to subscribers-dealers and 
wholesalers in office equipment and supplies. 


September 1961 Issue of OFFICE APPLIANCES 
Card void after November 1, 1961 


Position 
Company 
Business Address 


RS a 


Appliances 


Enter my subscription including the Annual 
Buyer’s Index 


[] 3 years $8.00 C) 2 years $6.00 
[] 1 year $4.00 
U. S. Possessions, same rate as above 
Canada, add 50c per year. All other countries, 
3 yrs.-$20.00; 2 yrs.-$15.00; 1 yr.-$9.00 
[] Payment enclosed C) Bill me 0 Bm firm 
C] New C) Renewal 


RETAILER: Please check all products that you sell. 
C) Office Supplies and Commercial Stationery. 


] Office Machines ([] Office Furniture and Equipment. 
OTHER: Check category which best describes your firm. 


] Dept. store, chain store, resident buyer, college book store or 
school supply distributor. 


Executive sales agency handling noncompeting major line. 


Wholesaler of commercial stationery or office supplies, office 
machines, office furniture or equipment. 


Manufacturer of commercial stationery, office machines, office 


furniture or equipment. 
] Manufacturer’s representative. 


Other (please describe). 





See other side 

for Quick Service 
Inquiry Card covering 
new products 

and sales aids 
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JAMEST 
U.S 


specialists in the manufacture of top-quality metal 
filing equipment, WATSON will once again be at the 
NSOEA Exhibit, September 23-26 to discuss their lines of 





STOCK FILING EQUIPMENT 
a UPRIGHT FILES— Complete line of 2, 3, 4, 5 drawer units 


—optional inserts—Insulated Files 


COUNTER HEIGHT — including counter fronts and tops 
—kneespace units—Insulated Files 


HORIZONTAL UNITS—including busses 
DOCUMENT FILES and ROLLER SHELF CASES (up to 105%” high) 


-_ 
BANK COUNTER EQUIPMENT 


= Standard, semi-standard and custom lines for 
remodeling, expansion or new construction. 
































pt 
COURTHOUSE EQUIPMENT 


tf Roller shelf and Document File Cases, counters, filing 
cabinets, microfilm storage cabinets to fill the 
continually increasing record storage requirements of 
courthouses and other public buildings. 


—— 


————_- 
VAULT INTERIOR EQUIPMENT 
= == For courthouses, banks, city halls, savings and 


loan companies, insurance companies, corporation 
offices, trust companies. Converts existing “Fibber 
McGee” vaults into well-planned efficient installations. 


and remember, WATSON can custom-build to suit unusual specifications ! 
ROOM 553 


CONRAD HILTON 


the company of specialirte - 
WATSON MANUFACTURING CO., Inc. «+ Jamestown, New York 
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Time to Stand Up 
continued from page 96 


housing of the commodities, the pro 
motion and resale of the commodities 
to retailers, which includes frequently 
the calls by wholesaler’s salesmen on 
retail stores and/or the execution of 
promotional campaigns, including cat- 
alog and other sales services. 

The retailer sells directly to the ul- 
timate consumer. Obviously, there- 
fore, by reason of this meaning to the 
term, the firm which does some of the 
wholesaling functions described above 
(e.g., warehousing) but which also 
sells to the ultimate consumer is then 
a retailer as well as a wholesaler. 

The retail field has undergone so 
many changes during the past few 
years that the traditionally well de- 
fined areas of retailing have almost 
completely lost individual character- 
istics. 

Before World War II there were 
four primary types of retail outlets: 
variety, department, drug, and food 
stores, with only slight merchandise 
overlapping. The ‘‘discount store’’ has 
emerged in all product lines. 

What exactly distinguishes the dis- 





BE. 
OMPETITION 


Call “Stan the Man” 
for profit facts 


K & C's LOWEST INDUSTRY 
PRICES! 


K & C's HONEST QUALITY 
— NO COMEBACKS! 


K & C's FAST, FAST SERVICE! 
K & C’s SCIENTIFIC PACKING! 


A, —— : 
Ke << (CG METAL PRODUCTS CO.. 


1011 Greene Ave., Brooklyn 21, N.Y. 


Vl: 


PRECI SION 


count store from other stores? It 


usually is a large, self-service type op- 
eration handling many lines of mer 
anything there is a demand 
skeleton 


force: may give credit but does not 


chandis¢ 


for op rates with a sales 


finance its own accounts, and supplies 
a minimum of delivery and other serv- 
customers have become ac 
d to receiving. Often it is lo- 
high rent area—but 


ices that 
custome 
cated out of the 
almost equally often it’s in a new 
shopping center 


Against this 


above, we have the seventy 


irketing structure, 
desi ribe 
one year old anti-trust laws. But what 
legal rules of the American free en- 


terprise system chart the methods that 


manufacturers pursue in distributing 
their products? For sound and har 


monious relations between the vast 


manufacturer and wholesaler elements 


Am« rican 


tremely essential that there be clearly 


in the onomy, it is ex 


recognizable guides for free and fair 
competition in distribution 
based on 


( Public 


The following Guides ar 
the Sherman Anti-Trust Act 
No. 190 the Federal Trade 
Commission Act (H.R 
1914) as amended to date, the Clay 


1890). 


15613 


K & C 
PROMOTIONAL 
STEEL DESK 


PACKED FULL OF FEATURES 

®@ Armstrong linoleum top @ 5 roller 
bearing drawers @ Brushed aluminum 
hardware and trim @ Adjustable 
glides @ Oven-baked enamel finish 
@ Choice of 4 colors @ Plus K & C 
Quality! 


K & C quality cuts costly servicing 
— you keep the profits on our fast- 
moving promotional files, desks, stor- 
age cabinets and combination units. 

. write, wire or call Stan Neichin 
collect for the stay ahead of compe- 
tition FACTS! 

Be sure to see us at NSOEA; Booth 616A 
INC. 


HYacinth 1-4510 


A DECADE OF QUALITY AND 
IN STEEL EQUIPMENT 


*% 


(2) 


ayouanen 


ton Act (H.R. 15657 — 1914) as 
amended by the Robinson-Patman Act 
and other Acts to date. For conven 
in understanding the applica 
bility of these Acts to distribution 
practices in general in our economy 
“seller” and “cus 


1ence 


we use the words 
tomer 
“Seller 
products for resale, 
further processing. Selling corn syrup 
to a candy manufacturer is an example 
of a sale for resale with processing 


includes anyone who sells 
with or without 


A “customer’’ is someone who buys 


directly from the seller or his agent 
or broker. Sometimes someone who 
buys from the customer may have such 
a relationship with the seller that the 
law also makes him a customer of the 
seller. In these Guides, the word “‘cus- 
which is used in Section 2(d) 


‘pure haser”’ 


tomer 
the law includes which 

is used in Section 2(e). 

faa RESTRAINT OF TRADI 
Every business firm shall conduct 

all its activities in such a manner as 

to prevent any unreasonable restraint 

of trade of commerce. 


For example, sellers and buyers 
shall avoid entering into any contract, 
direct or indirect, to maintain or fix 
divide up markets or cus 


form of 


prices of 
tomers, or engage in any 
rigged bidding activity, or police sales 
policies, or adopt uniform base prices 


or IMpose penalties for any deviation 
(2) MONOPOLY 


Every business firm shall conduct 
all its activities in such a manner as to 
unreasonable 


avoid an monopoly of 


trade or commerce 
For example, sellers may not boy 
cott a customer or a manufacturer or 
join with others in disciplining of 
for this 
(a) pub 


upproved lists of firms; (b) 


recalcitrant members, using 


purpose such techniques as: 
lishing 
sales 


disseminating information on 


policies; (c) agreeing to deal only 


with union firms 


(3) PRICE DISCRIMINATION 


Every business firm shall distribute 
all its products in such a manner so 
that no member of the same class of 
buyers shall pay different prices for 
the same quantity and grade of a prod 
uct, unless the business firm can show 

(a) The lower price is offered 
meet the equally low and lawful price 
of a competitor 

(b) The lower price reflects a cost 


continued on page 106 
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count on Borroughs 
for BIG sales and BIG profits! 


Borroughs Wrap Racks- 
a mighty fine line, sir! 





BORROUGHS means BIG Business and BIG 
BBB profits for dealers who stock a full line of Bor- 
roughs “Executive” Wrap Racks. There’s a wide open 
market for these popular racks because they really are 
tops in styling, construction, features and all-’round effici- 
ency. Note the smart designer bases — the functional 
umbrella holders—the clear hanging space for coats — 
the apex-ridged shelves to keep hats neat and shapely — 
the suspended “Wonder Bar” that can be reversed to 
increase hanger capacities. Man, Borroughs “Executive” 
Racks have everything! 


’ Model E6 








A very popular model 
for private office or 
home. 6- to 8-hanger 
capacity. 








Model E15 


send for illustrated price list 


Sty led by Dietrich 


This handsome unit can be obtained in single 
or double face. Add-on units also available. 


Tek a Zelitcy | Ss MANUFACTURING COMPANY 


OF KALAMAZOO 


A AR RICAN METAL PR ’ OMPANY OF DETROIT 


3004 NORTH BURDICK ST amp KALAMAZOO, MICHIGAN 
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A (LL CALENDARS ARE 
GOOD CALENDARS...BUT 
THE BEST ARE MADE BY 


L UCCESS 


pr 
a 
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Success calendars 

complement success. That's why 

they are America’s foremost selling desk 

calendars. No. 17, for instance, is a deluxe, book style 
calendar with pivoting lock arches. Half-hourly appointment 
schedule. Choice of 4 colors: Walnut, Desert Sand, Modern 
Green, Metallic Gray plastic. Also Bronze metal. 





...and look at the SELLING HELPS Success gives you 


Users of Success desk calendars $33 

start the year right. This When you 

handy pocket calendar included think of 

with every refill pad, serves ne 

as a constant reminder of ; SUCCESS 

Success Calendars. Ns think of 
CALENDARS 


When you 
think of 
CALENDARS... 


An industry first! A beautiful, 4-color booklet All refills specially packaged for easy purchase think of 
proves why Success calendars are better and use. Pads are banded or string-tied. SUCCESS 
made, have more selling features, are easier, Simply remove carton or protective overwrap. 
more profitable to sell. Inner band holds pages, eliminates loose pages. 





Be sure to see Write for new SUCCESS 
"success | COLUMBIAN. 722 WORKS, ING. _etstowngite 


STORY.’ 
Write for copy 2300 WEST CORNELL STREET © MILWAUKEE 9, WISCONSIN available. 
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Time to Stand Up 


continued from page 102 


savings to the seller. 

For example, no buyer may accept 
or receive special concessions in prices 
(or other allowances, not granted to 
those who are or may be in compe- 
tition with the buyer). 


(4) FUNCTIONAL DISCOUNT 


Any business firm may classify its 
purchasers on a functional basis and 
sell to all purchasers within each func- 
tional group at the same net price. 

For example, this Guide concerns 


No. 34 PANELLED 
14%” high 
(also other sizes) 


No. 2900 
15” high 
“EXECUTIVE” 


the validity of pricing policies con- 
taining a system of graduated dis- 


counts known as “functional dis- 


counts Functional discounts have 
long been recognized and accepted as 
a traditional feature of the American 
economic system, their necessity and 
justification resting upon the different 
functions and services performed by 
respective classes of purchasers in the 
distribution scheme For this reason, 
wholesalers normally receive a func- 
tional discount off the price charged 
on a direct sale to a retailer because 
of the services which the wholesaler 
+} 


performs he way of warehousing, 


LAWSON 


STEEL 
WASTE BASKETS 


15” high 
“SPACE -SAVER" Rubber cush- 
joned top edge. Easy slide feet. 


Of course, Lawson Steel Waste 
Baskets are sturdy. Raised bottom 


for fire protection. 
years of handsome 
offices, 


schools, 


They'll give 
service in 
banks, stores. 


Made from finest quality steel, fin- 
ished in baked enamel in popular office colors. 
Lawson — ‘‘Waste Basket Headquarters”... 


A style for every purpose. 


No. 110 
29” high “HIGH BOY” 


TRE ry me LAWSON COMPANY 


CINCINNATI 4, OHIO 
KNOWN FOR QUALITY SINCE 1816 


= 
bal 
t 


- 


i | 


LINE OF SANITARY SERVICE EQUIPMENT 


sales, assumption of credit risk, etc 
These and other considerations, such 
as volume of purchases and uniformity 
of sizes, justify the discount granted 
a so-called “original equipment manu 
facturer’’ (OEM) from the price paid 
by wholesalers. Functional discounts, 
which were lawful before the passage 
of the Robinson-Patman Act, were not 
made illegal thereby; they became sub- 
jected to the same test as any other 
system of price differences to deter- 
mine whether they are a discrimina- 
tion in price prohibited by the Act 


(5) SELLER'S CUSTOMERS 


Any business firm may select its cus 
tomers in bona fide transactions and 
not in restraint of trade. But a seller's 
purchasers are not limited to persons 
buying direct from the manufacturing 
seller. 

For example, a jobber obtaining a 
manufacturer's products through a 
warehousing distributor may be con- 
sidered to be a “purchaser” from the 
manufacturer where the latter has ex 
ercised such a degree of control over 
the transactions between the distribu 
tor and the jobber that the sales are 
actually sales by the manufacturer. 


(6) CUSTOMER 
DISTRIBUTORSHIPS 


Any business firm may contract with 
a customer to provide an exclusive ter 
ritorial distributorship, provided such 
an agreement is reasonably necessary 
to protect the seller's business and is 
not a part of an attempted monopoli- 


zation or fixing ol prices. 


(7) REFUSAL TO SELL OR 
BUY 

Any business firm may refuse to 
deal with a prospective buyer provided 
it is not done in unreasonable restraint 
of trade, and any business firm may 
refuse to purchase goods from a seller 
whose policies the firm does not like 
But in no case shall firms enlist the 
aid of other firms in refusing to pur- 


chase or refusing to sell. 
(8) TIE-IN SALES 


Any business firm may require that 
its purchasers buy several or all of the 
items it offers for sale (if any pur 
chase at all is to be made) provided 
that 

(a) The sellers make the same re 
quirements for all buyers of the same 
class 


(b) The items required to be 
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bought together are so interrelated that 
they constitute virtually the same prod- 
uct 

(c) The practice will not result in 
substantially lessening competition or 


tend to create a monopoly. 
(9) BROKERAGE SERVICES 


Any business firm may pay a com- 
mission to an independent firm for 
performing a marketing service for 
such firm, provided that such firm is 
not under the control of the ultimate 
buyer of the product 

For example, a seller may not pay 
brokerage or other compensation to 
the buyer in connection with the sale 
of goods, for this obviously would 


mean price discrimination 


I 
other buyers. 


against 


(10) BUYING SERVICES 


Every business firm shall conduct 


prices indicative that the buyer is not 
covering the cost of the services which 
the buyer is expected to perform for 
the seller in consideration of receiving 
the discount 


(13) — BUYERS EQUALLY 
RESPONSIBLE 


Every business firm (wholesaler, 
broker or retailer, buying service) 
shall conduct all their operations in 
such manner as not to be regarded as 
ever knowingly inducing or receiving 
a price discrimination in the purchase 
of a product. 


NOTE: Section 2(f) of the Robinson- 


G qt! 


Patman Act reads: “(f) That it shall 
be unlawful for any person engaged 
in commerce, in the course of such 
commerce, knowingly to induce or re- 
ceive a discrimination in price which 
is prohibited by this section.” 

The type of proof now held to be 
necessary to support a charge of vio- 
lating this section has changed. The 
Supreme Court in the Automatic Can- 
teen case decided in 1953 (346 US 
61, 71) had interpreted the above sec- 
tion as requiring proof not only that 
the price discrimination in favor of 
the buyer was knowingly received and 
was injurious to competition, but also 


7 


Ce 
( 
its distribution practices in such man- GN 
“ 
7 *j if 
shall be treated in accordance with the nee. - 
‘ ‘ “FA \ 
rules set forth above i? s [? 
7 
For example, where a seller has a 7 : 


’ > 
functional discount for wholesalers, ray // A 
the buying service cannot purchase at \ \ 

a wholesaler’s discount. Neither can 


ner that any and all buying services 


Oy, a. 
: Xi 


a buying service receive any brokerage 
commission if the buying service ac- 
tually is controlled by ultimate buyers. 


NOW !...PicK UP MORE LOCKER 
BUSINESS WITH LESS BOTHER! 


(e.g., one more retail firms) 


(11) — OPERATING PRACTICES ae 
Offer up to 112 different combinations of 
Every business firm shall conduct all ° ° . P 
of its marketing operations so that types and sizes...we'll deliver in 1 week! 


none of them, individually or collec- 





Now fill orders fast with a wide selection of styles, 
sizes and door arrangements on a one-week deliv- 
ery basis. Or, from a minimum of non-duplicated 
stock. 

Here’s the plan 

You choose between building your own compact, 
minimum, interchangeable stock, or using our fast 
delivery service. 

We now package, in two separate cartons, 6 pop- 
ular locker models as either single units or 3 units 
per set. 

Carton 1: includes all body parts. You choose size, 
flat or slope top, in a single or 3-locker package. 
Carton 2: includes doors and frames in the size and 
style of your choice—with or without legs. 

New low prices 

Because we are producing lockers in larger quan- 
tities, with improved production techniques, some 
locker prices have been substantially reduced. 
Here’s a practical locker plan geared to your sales 


tively, shall constitute a price discrim- 
ination against any purchaser. 

For example, a form of hidden 
price discrimination occurs when dif- 
ferent cash discounts are given to com- 
peting customers. A supplier grants 
60-day dating and 2 per cent cash dis- 
count to some customers, and only a 
10-day dating to others. In another 
case, granting 1 per cent or 2 per cent 
discounts for cash to some customers 
and denying them to others is held 


unlawful 
(12) SELLING BELOW COST 


Every business firm shall conduct its 
selling practices in such manner as 








not to sell any product below cost for 
the purpose of driving a competitor 
out of the market area. 

In this same context, the buyer re- 
ceiving a discount from a seller must 
be careful not to show such discount 
by way of reselling the products at 
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. . there’s nothing like it in the industry. Write 
for complete data now! 


ALAN WOOD STEEL COMPANY 


PENCO DIVISION 


428 Brower Avenue, Oaks, Pennsylvania 





NEW FROM BASSICK: 





THESE 
CASTERS 


IN LUXURY 


They roll on deep-pile carpeting as nothing ever did before—easy, smooth, effortless 


—and luxurious in looks, too! 
That’s the impression you’ll get from an office chair or fine furniture equipped 
with new “Bassick Ball” casters. 


* Distinguished modern design makes them ideal for the swankest executive 
suite or the most opulent reception room or lounge 

* Extra-wide tread and exceptionally fast, easy swiveling protects fine carpeting, 
allows easiest, most convenient furniture movement. 

¢ Simple, long-lasting mechanism is permanently lubricated—can’t squeak or bind. 


“Bassick Ball” 
convenience by the manufacturer of the “Flo-Tork 


casters are the latest contribution to office furniture looks and 
” chair tilt mechanism and a host 
of casters, glides and floor protectors for the office. 

Point out the Bassick features on chairs and equipment you sell; they’re a mark of 


quality your prospects will quickly recognize. 








THE 
BASSICK COMPANY Ss 
BRIDGEPORT 5, CONN. 


_ 
Excellence 




















STEWART- WARNER CORPORATION 


BELLEVILLE, ONT. 





that the or should have 


known that the 


buyer knew 
discrimination could 
not be justified by the seller. 


(14) — UNFAIR AND 
DECEPTIVE PRACTICES 


Every firm shall conduct 
all its activities in such manner as 
not to be regarded as engaging or hav 
ing part directly or indirectly in un 


business 


fair or deceptive practices. 
For example, 
follows: (1) 


such practices are as 
A manufacturer's pre 
tending to offer a single price to all 
buyers but actually engaging in hid- 
(2) A manufacturer's 
promoting his product on TV or else 
“retail prices” when 
prices are not the customary retail 
A retailer pretending to be 
in order to obtain the 
wholesaler’s discount. 


DIFFERENT CLASSES OF 


den discounts 


where at such 


prices. (>) 


“wholesaler 


(15) 
BUYERS 
Where a 


lished functional discounts for differ- 


business firm has estab- 
ent classes of buyers, every such firm 
shall exercise diligence in identifying 
such buyers and making sure that all 
the purchases from such buyers receive 
the proper discount and no others. 
Sales to purchasers performing both 
retailing functions 
under the Robinson-Patman Act were 
the Commission in 1938, 
in four cases involving the sales of 


wholesaling and 
first before 


agricultural supplies. The Commission, 
after approving a classification of cus- 
tomers based on the character of the 
selling of the customers, recognized 
that a jobber's discount could be given 
to a jobber who sold to both retailers 
and consumers on the goods sold 
that 
fact, jobbing services are rendered . . 
contained shall pre- 
clude jobber prices on that portion 
which is jobbed.”’ By 1943, it seemed 
clear that a functional discount could 
legally be granted to a distributor who 
also performed the function of a re- 
seller could establish that 
was granted only on 
goods with respect to which the pur- 


retailers by stating “where, in 


nothing herein 


tailer if the 
the discount 


chaser actually performed a whole 
sale function 

The court cases today are centering 
on the more complex types of distribu- 
tors — distributors whose functions 
ranged from only partial performance 
of the function to those 
who are almost wholly integrated, that 
both wholesalers and re 
tailers and often consumers as well 


wholesale 


is, who 
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| Leh Get together. 


You'll find us in our Suite, and 


— 


f 
Spotseald Adding Machine & Other 


Rolls « Desk Blotters, Embossed & Plain Rockwell-Barnes Com pa ny 


« File Folders, Manila « Notebooks, Eye- 
Tint & White « Pads, Plain & Ruled ¢ 
Printed "COPY" Second Sheets + Bond Specialists to the Stationer Since 1903 
& Sulphite Papers « Duplicating Papers 
« Mimeo Papers « Manifold Papers 
Manila Second Sheets « Offset Papers. 


2101 GREENLEAF AVENUE e@ ELK GROVE VILLAGE, ILLINOIS 
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Robbery continued from page 


spot. On more than one occasion I've gone into stores 
during business hours and managed to filch a key to 
the front door 
Special attention should be given to the store’s back 
door. This is where most forcible entries are made 
Back doors should be doubly secured with an iron bar 
on the inside. Skylights are another weak point. Pro- 
tecting these and other windows with steel security 
frames will add enormously to your protection without 
detracting from the appearance of your store. 
One of the best possible protections against burglary 
is light. No burglar worth his parole will work under 
a light. And he usually has better sense than to turn any 
off. He has to assume that the police are familiar with 
the number and the location of lights showing in a 
building. If one of them is out the first prowl car to 
come by will stop to investigate. You can take advantage 
of this by making sure your store and the entrances to it 
IT’S are well lighted , 
The importance of a good burglar alarm cannot be 
overemphasized, but unless it /s a good one which is 
SIMPLY well-maintained and regularly checked, it is just as well 
not to have one at all. A burglar might not be able to 
tie his own shoelaces, but without a fair knowledge of 
alarm systems he couldn’t stay in business for a week 
If your system is far outdated or in bad repair he can 
probably gimmick it. Relying on such inadequate alarms 
and neglecting other protective measures is a common 
ind dangerous mistake. The only thing standing be- 
tween you and a heavy financial loss is a false sense of 
security 
To be effective, an alarm should operate independent 
of the building’s electric service. It should be an ob- 
vious alarm. One that will be very noticeable and very 
discouraging to would-be burglars. Beyond this, all it 
i has to do is make one devil of a racket if anyone even 
ee Which breathes on it. People in my line of work have a distinct 
Krueger aversion to loud noises. 
Don’t invite a robbery by putting items of too great 
Chair Is Best 1 value right up front in your display windows. This is 
For You just asking for someone to put his foot through the 
window and make off with your nice tempting display 
And Your Pocketbook ! [his is a favorite stunt among amateurs. They lack the 
: finesse of a true professional but the results are much 
Tubular steel Folding chairs or Fiberglass molded chairs — Which the same for you—an expensive loss from iil ial 
ever your choice, you'll find the Krueger line the most complete 
ever offered in style models, sizes, grouping versatility and over 
all economy. For instance; our Folding chair line boasts 14 differ 
ent models in adult, junior and juvenile sizes. Our Fiberglass line 
consists of Stacking Side and Arm chairs — plus Pedestal! base might get by for a long time but sooner or later one of 
Side, Arm and Upholstered models, also in a range of adult and my brothers in crime—or even I. pe rhaps will notice 
junior sizes. In addition, the Krueger line boasts a complete line your carelessness and take a crack at you 
of All-Purpose Stools, Folding and Fixed Leg Tables, Chair and ; 
Table Storage Trucks and numerous accessories. Better investi 
gate this complete line from one buying source, today! 


\ 





reakage 
By ignoring any one of the above precautions you are 
setting yourself up for some enterprising burglar. You 


To insure that this does not happen, just try looking 
ur store over from my point of view. How does it 


compare for burglar-appeal with nearby businesses ? 
Doses it look like you could force an entry, get what you 
comptate fine with “Specs” in detell wanted and clear out before the law gets there? Bur- 


Write for FREE new catalog describing 


glars always pick the safest scores they can find, places 
where they can enter quickly, work without being seen 

oc | 2 | uy me {3 : i TO pe and get away without being caught 
a {) Z J cy sf) Ct If your store is a criminal obstacle course, if you tak« 
PETAL PRODUCTS OOREIN 28 the proper precautions to make it too much trouble or 
too dangerous to rob—then you won't have to worry 


ibout burglars 
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INCREASE YOUR SALES! 


Vat io Mm coll elenl-mcelgalohc-lamialgeleleia 
UNITED STATIONERS SUPPLY CO. 


53 YEARS OF LEADERSHIP 


c 


APSCO DRAFTSMAN SPECIAL... Equipped 
with special draftsman type 3AD cutter 
head assembly, with specially honed cut- 
ters that remove wood case only, expos- 
ing %” of lead suitable for sharpening 


THE MIDGET . . . Recommended for use 


PENCIL SHARPENERS + CUTTERHEADS 
in workshop, kitchen, children’s room 


STAPLERS * STAPLE REMOVERS 
PUNCHES + STAPLES 


DANDY SUPER-10 . . . The “Dandy Super- 
10” is recommended for use in executive 
offices, industry, and schools. It is the 
finest portable, heavy duty, automatic- 
feed pencil sharpener. 


GIANT . . . The Apsco “Giant’’ has held 
world-wide acceptance for over three 
generations. It is recommended for of- 
fices, factories, schools, homes, stores, 
and is, in fact, the perfect general- 
purpose pencil sharpener. 


DEXTER SUPER 10... The “Dexter Super- 
10” is the only all-steel, double-bearing 
model pencil sharpener on the market 
It is recommended for heavy traffic areas, 
chools, and commercial businesses. 


CHICAGO . . . The Apsco “Chicago” can 
truly be called the world’s finest eco- 
nomical pencil sharpener. Plus positive 
point stop for perfect points 


ATLAS The “Atlas’’ is the only all- 
steel, single-bearing model pencil sharp- 
ener on the market. It is recommended 
for long service in businesses and schools 


PREMIER The Apsco “Premier Port- 
able’’ is a top-of-the-desk beauty, with 
positive point-stop. Its steel point-stop can 
be locked into the position for fine, medi 
jm, or blunt points. It has an easily op 
erated chuck for automatic pencil feeding 


Your Complete Stationery Wholesaler 


STATIONERS “See Us at the N.S.O.E.A. Show” 
SUPPLY CO. Room: 710A-711A 


641 W. Lake Street + Chicago 6, Ill. 
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"OFFICE 


AIDS OFFER MORE 
value, features, profit! 
IDEAL SANITARY MOISTENERS. Lick moistening 


problems easier, faster, better. Free-wheeling 
roller operates silently, unfailingly. Complete 
line. In colors. 


“BUILD UP*’' HORIZONTAL DESK 


TRAY. In letter and legal sizes; 
available in colors. 


FLEXIBLE STEEL KLERADESK—-MOD.- 
EL D. Occupies minimum desk space 
improves appearance, efficiency 


Fy 


FLEXIBLE STEEL KLER- 
ADESK — MODEL 6V 


ADAPTO-RACK 
SECTIONAL ORGANIZER 


FILE-A-SIST 
SPEEDS FILING 


ae 


CATA-RACK ... **CAPILLARY ACTION'’ NO-OVER-FLO SPONGE 
CATALOGS AND BOOKS HANDI-PEN DESK SETS cup 


Write today for full information and prices. 


3-1 Sengbusch Building 
Milwaukee, Wisconsin 


Something New and Interesting 
At our Booth No. 85 


112 


Ad Clinic 


Three Rules For 
Good Advertising 


by JACK BEDFORD 


Advertising is a waste of time and money, I've tried 
it in the past and it hasn't even brought in enough 
business to pay for the cost of the advertisement, let 
alone the cost of the merchandise sold.”’ 

Many office equipment dealers feel exactly the same 
way as this outspoken merchant about advertising. Yet 
this selfsame merchant, after consulting an advertising 
expert, said recently “Advertising doesn’t cost — it 
pays 

A simple, three-part formula, suggested by the ad- 
vertising man, was responsible for the dealer's rise in 
sales through advertising and, consequently, for his 
changed opinion about advertising. 

The formula that made the dealer's advertising copy 
sell iS 

1. Tell them what they already know. 
Tell them what they want to hear. 
3. Tell them something exclusive. 

Telling them what they already know” is a tech 
nique that builds belief in your advertising. The cus- 
tomer may know something about what you are pro- 
moting through your advertising. This repetition causes 
the customer to believe what he is reading in your ad. 

Once the advertisement-reading customer believes 
what is said, is paying attention to what he is reading 
ind is interested in the message, he will begin to ask 
some questions. When this happens, it is time to “tell 
the customer what he wants to hear.” 

For example, the customer may raise the mental ques- 
tion of whether or not he will continue to be satisfied 
with his purchase. A statement that points out how en- 
during the equipment is telling the customer what he 
wants to hear. 

Another question he is likely to raise is what benefits 
will accrue to him by using the product. When this 
question is answered with a statement of long-lasting 
idvantage to the customer, it will hold his interest and 
build a desire to buy. 

Guarantees or well-known brand names build con- 
fidence for these customers, as well as providing the sell- 
ing copy for the second part of the sales producing 
formula 

The third and final step, ‘Tell them something ex- 
clusive,”’ is the place to bring out the most unusual ad- 
vantage to the customer. What is least expected? What 
is the most surprising thing? What will induce the cus- 
tomer to buy now? 

When you can successfully answer these questions 
in your customer's mind, you will cinch the sale 
through your advertising. 

Carefully planned and developed, this three-step ad- 
vertising copy formula will produce good results. It 
will provide the belief, conviction and action necessary 
to make your sales climb. 
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BROWNE-MORSE 


... the line with the new trim look plus 
flexibility that helps clinch sales 


Here is office furniture with a distinctive styling. 
Browne-Morse Slimline is trim and graceful, yet 
astonishingly sturdy. And it gives offices an 
amazingly spacious appearance. 


Best of all, the extreme flexibility of the basic 
L-Unit desk allows you to custom-design it to the 
special needs of any office. Colors, too, are avail- 
able in a wide variety to complement any decorat- 
ing scheme. 


Desk top defies all but the most deliberate abuse. 

Drawers are interchangeable. Executive swivel 

chair of heavy gauge aluminum has restful foam- 

rubber seat and unique nylon sleeve hub (never FM-21 ARM CHAIR 
needs lubricating, never binds). 


DEALERS: 


Slimline, the new Browne-Morse lighter look, offers you 
these seming advantages: Manufacturers of steel office furniture 
. Slimline is loaded with extra features. : 
. Warehousing throughout the country. , : = , 
. Fast, efficient customer service. aluminum chairs, filing supplies, 
. Office planning counsel and layout. 
. A protected franchise that means extra profits for you. , 
. More than half a century of furniture manufacturing laboratory equipment, 
know-how. 
. Promotion and advertising backing that helps you 
move products. 


Write today for information on a franchise in your area. 


hospital case work, fume hoods 


rowne 
- orse Browne-Morse Company Muskegon, Michigan 


COMPANY 


MUSKEGON, MICHIGAN Architects of efficiency for America’s offices more than half a century 





SEE OUR EXHIBIT — ROOM 601-602 —NSOEA SHOW SEPTEMBER 23RD THROUGH 26TH 
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“Just a few...” 


t 


of the best profit 
marking devices 
by FULTON! (<=) 


Ve 


oe 


e FULTON 

NUMBERER 
e FULTON 
RUBBER TYPE 
OUTFIT 


¥ 


” 
om erase POP 


FULTON « 


DRI-KWIK 
INK 

















* FULTON 
SIGN MARKER 


wer 


* FULTON DRI-KWIK STAMP PAD 


ae 
ee “9 


We welcome 
any special 
ink problems 
.. Submit 
sample for 
extra fast 
service. 

Write for... 
FREE CATALOG 
and PRICE LIST 

Prompt deliveries 


* NU-TYPE FOAM RUBBER 
STAMP PAD 


FULTON MARKING EQUIPMENT CO., INC. 
82 Fulton St., Elizabeth 1, New Jersey 


Manufacturers. of Marking Devices for Over 50 Years” 





Shamaley Uses 


The Radio Waves 


John Shamaley, general manager of the Shamaley Co., 
Inc., El Paso, Tex., solved a dealer's common problem 
with an uncommon solution. His sales were lagging be- 
hind the area’s population growth because he just 
couldn't reach all the new people with his sales mes 
sage. He found several reasons to account for this lack 
of communication: word of mouth advertising was lim- 
iting and too slow; institutional advertising wasn’t ap- 
pealing to enough smaller firms moving into the area; 
outside salesmen could not be expected to ferret out 
these newcomers and maintain the contacts; and, finally, 
the firm could not reach these people by direct mail, not 
knowing them, nor their addresses 

John Shamaley looked for some means to bring the 
new faces into his store and let them expose themselves 
to the merchandise and the store’s personnel. 

Our problem, then, was to invite more people to 
ross our threshold and get acquainted with Shamaley’s,’ 
he explained. “We can get ourselves acquainted with 
the major accounts, but the innumerable smaller ones 
must get acquainted with us 

This is the philosophy behind the company’s current, 
and profitable, newspaper, radio and television advertis 
ing program. The one minute radio “spots” seemed to 
Around Christmas time, 

gift angle, naturally. 


bring in the greatest respons 
the innouncements stressed th 
One, beginning with ‘Stuck for a gift for the boss? 
Your secretary?”, included a comprehensive list of suit 
able business gifts. Another emphasized the “big Christ- 
mas specials at Shamaley’s” and asked the listener to 
remember the “special prices on quantity purchases.’ 
Shamaley even had a special jingle composed to intro- 
duce the announcements. 

Many of those who responded to the advertising have 
made it known that, while they already knew of Shama 
ley’s, they considered it an office supply firm that only 
catered to the larger business firms and to professional 
people looking for office furniture and office machines 
which were as expensive as they were exclusive. 

We had no idea you'd care to bother with a small 
concern like us,"’ one customer said, when he came in 
to see about one of the advertised desks. 

He didn’t buy the desk advertised,” Shamaley said 

Made to feel welcome and encouraged to look around, 
he saw one more to his personal liking and bought it. 

Returning within the week, he bought an electric 
typewriter and steel file and cabinet which he had seen 
in his first visit to the store.” 

Customers in the store for the first time are conspic- 
uously trying to orient themselves to strange surround- 
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A NEW CUSTOMER, brought in by Shamaley’s adver- 
tising program, is shown a desk by General Manager 
John Shamaley. The 


price and the advertised price. The chair the customer is 


Spe cial sales tag carries the regular 


trying Out 1s inci tin the price 


ing. The clerks, who have been well briefed, invite them 
to a tour of the sales floor. They then ask their customer 
if they'd like to be turned loose to browse around for 
a while. Those who are not in a rush take advantage of 
this offer 

Which explains the sale of add-on items, which we 
don't advertise,” said Shamaley. ‘We display the adver- 
tised items with those that are not. Thus, we keep them 
rrom appearing iS close-outs and expose the customer 
to a varied selection by acquainting them with our 
stock 

According to Shamaley, fully 60 percent of the new 
customers are opening charge accounts. They are all 
small businessmen such as door-to-door salespeople, 
owners of highly specialied retail shops, wagon jobbers, 
display men, sign painters, repairmen and servicemen. 

Once the major purchase has been made, customers 
invariably buy other little necessities: pencils, pencil 
sharpeners, punches, staplers, desk lamps, clip boards, 
file cards, card file index boxes . . . all high profit, re- 
peat items. 

“The majority of our customers tell us that they had 
been shopping variety stores, outfitting themselves as 
best they could,’’ Shamaley said. “And 9 times out of 
10,” he concluded, “they imagined that, because they 
were small businessmen, they would be unwelcome at 
in office supply firm suc h as ours. 

We advertise to let the smaller buyers know they are 
welcome that our doors are epen to them, not closed 
is Many suppose ] 

Incidentally, the sale of advertised items is not only 


paying all of Shamaley’s advertising expenses, it’s leav- 


ing a good gross profit besides. 
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VALCO’'S new Garment 


Masters are the answer to 
a need ...a need for 
sturdier attractive units at 
a competitive price. They 
are the result of the careful 
engineering and thoughtful 
construction characteristic 
of all VALCO products. 
Heavy gauge rolled steel, 
smoothly enameled, is 
fashioned in pleasing con- 
ventional proportions. The 
functional style and glisten- 
ing finish make VALCO 
Garment Masters adaptable 
to any setting. 


Model 
102 WGM 


VALCO’'s wall Garment 
VISIT US Master is designed to. be 
AT easily mounted to walls 


with a special mounting 
seve tt ane bracket. Any length may 


be created by simply 
NSOEA mounting two foot incre- 
CONVENTION ments side by side. 
CHICAGO COLORS 
Silver Gray, Mist Green, 
Desert Sand. 


1311 ANN AVE. ST. LOUIS 4, MO. 


In Stock 
Available thru C. J. Schubert, Jr. Agency 540 S. Alameda St., 
Los Angeles 13, Calif. 





Kamket Corp. 
Koh-i-Noor, Inc. 
Kores Mfg. Co. 
Krayer Mfg. Co. inc. 
Leonard, Charles, inc. 
LePage’s, inc. 
Levey, Herman M. lac. 
Lifton-Keppler Assoc. 
Lindy Pen Co. inc. 
Lit-Ning Products Co. 
Majestic Staple Co. 
ver Assoc. 
Inc. 


National Blank Book Co. 
National Fiberstok Corp. 
New England 

Paper Punch Co. 
New England 

Stat 


ionery Co, 
New York Blackboard, Inc. 
New York Telephone Co. 


Nigro-Kuester Assoc. 
Nobema Products Corp. 


Noesting 
Pin Ticket Co., Inc. 
Mfg. Co. 
"fg. Co. Inc. 
harles, Inc. 
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Marsh Felt-Point Pen Div. 


Master Woodcraft, Inc. 
May Tag & Label Corp. 
McDonald Products Corp 
Meier, Joshua Co., Inc. 
Micropoint, Inc: 
Minnesota Mining & 
Mfg. Co. 
Modern Stationer 
Modern Steeicraft Inc. 
Morris, Bert M. Co. 


Mutual Products Co., Inc. 


5th ANNUAL 
EASTERN COMMERCIAL STATIONERY SHOW 
October 14-17, 1961 


Corp. 


Co., inc. 
acil Corp. 
ducts Co. inc. 


«Norma Pencil Corp. 


Nu-Craft Products Co. Inc. 
Office Appliances 
Office Covers Co. 
Oxford Filing 

Supply Co. Inc. 
Paper Mate Co., The 
Parker Pen Co., The 
Pear! Engraving Corp. 
Peiouze Mfg. Co. 
Perfect Rubber 

Seat Cushion, The 
Pickett & Eckel, inc. 
Pomerantz, Sidney 


Romm, Arthur Co. 
Royal Register Co., Inc. 
Rubbermaid Inc. 


“ Russell Distributors 


S & K Enterprises 
Sanford Ink Company 


Select Paper & Tabiet 
Seneca Novelty Mfg. Co. 
Shallcross Company, The 
Silber, Jack Company, 
Silco Products 
Simonsville Mfg. Co. 
Smokador Mfg. Co. Inc. 


Speedry 

Chemica! Products Inc. 
Stafford, S. S. Inc. 

Star Loose Leaf Co. Inc. 
Stationers 

Loose Leaf Co. Inc. 
Stock Forms Company 
Stone-Newman Associates 
Storch-Tepper Associates 
Strathmore Paper Co. 
Sufrin, 1. & M, 

Swingline, Inc. 
Tavella Sales Co. 
Technical Tape Corp. 
Tiffany Stand Co. inc. 
Tops Business Forms 
Type/Rite Corp., The 
United Cutlery & 

Hardware Prod. Co.— 

Unimart 
United Staple Corp. 
United Stationers 

Supply Co. 

Universal 

Pad & Tablet Corp. 
Venus Pen & Pencil Corp. 
Vernon, S. E. & M., Inc. 
Victor Safe & Equip. 
Warshaw Mfg, 

Co. Inc., 
Waterman-Bic Pen Corp. 
Weis Mfg. Co., The 
Westcott Rule Co., Inc. 
White & Wyckoff Mfg. Co. 
Whiting Stationery Co. 
Wilson Jones Co. 

Zephyr American Corp. 
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STRONG IS A ONE WORD DE- 
SGRIPTION OF STAXONSTEEL 
TRANSFER FILES. TESTED 
Ae 

TES 
WELL AS IN et tp. as). 
LAB. IT’S THE SEES 
ONLY FIBREBOARD TRANSFER 
TILE THAT CARRIES ITS 
DRAWER WEICHT ON A GOM- 
oLETE STEEL FRAMEWORK. 
FRONT & BACK, ALL AROUND. 
STACK THEM CEILING HICK 
TO USE ALL SPACE TO FULL 
ADVANTACE. — 
SMOOTH ACTION fa =) 
DRAWERS GUAR- t= %-x) 
ANTEE COMPLETE 
ACCESSIBILITY TO ALL 
CONTENTS. YOU CAN GET 
ALL THE PERTINENT FACTS 
ON STAN BY WRITING TO 


BANKERS BOX COMPANY 


RECORD STORAGE FILIN G EQUIPMENT 
iy Franklin Park, Illinois 
“IS Anaheim, California 














No. 509 STAX-DEMO 
n exciting new sales © 








Unmatched beauty plus durability for 
Deobsxe FLOOR PROTECTION 


auburn 
Sec-thru 


plexiglass 


CHAIR 


| MATS 


sales and NEW 
profits with the 
NEW look in chair 
mats. Auburn “See 
thru” chair mats 
offer f il protec 
tion while permitting — the 
beauty of the carpeting or 
flooring to show. Full '% 
transparent Plexiglas with 
double bevelled edges for easy 
roll of chair from carpet to 


“A 
“| 








mat. Reversible chip and 
warp resistant. All sizes and 
shapes. 


Some sales territories open 
for qualified representatives 











Write for complete details and prices 


auburn PLASTIC ENGINEERING 
4914 S$. Loomis Blvd. Chicago 9, CL-4-4900 











NEW - REVISED - ENLARGED 
1961 Edition 


CRAM’S MODERN 
7 WORLD 
ATLAS 


WORLD ATLAS 


$995 
@ 


9” x Iz 
368 Pages 


A BRAND NEW up-to-the-minute WORLD ATLAS. Many 
new features never before available. 


NEW—World History Section—32 Full Color Map pages— 
32 Important Historical Periods. 


NEW—Earth Science and Outer Space Section. 
Complete 1960 census figures—completely indexed 
Stock up NOW on this fast seller. 

Globe and Map Publishers since 1867 


GEORGE F. CRAM CO. 


730 E. Washington St. * Indianapolis 6, Ind. 


Vien on the Move 


Carl McKelvy James Widman 


The election of CARL MCKELvy as executive vice- 
president of the Royal McBee Corp. was announced by 
FORTUNE PETER RYAN, president, McKelvy has been 
senior vice president responsible for production and 

search-and-development operations of the company. 
He is also a member of the board of directors. 

McKelvy joined the Royal Typerwriter Co. in 1946. 
After serving in various sales and finance positions, he 
was named assistant to the president in 1951 and vice- 
president and general manager of the Hartford, Conn., 
plant in 1953 

He was elected to the board directors in 1954 
ind made vice-president of Royal Typerwriter 
livision of Royal McBee in 1955. In 1956, he was 
named vice-president in charge of manufacturing for 
Royal McBee. He became senior vice-president in 1960. 

It was also announced that JAMES E. WIDMAN has 
been elected vice-president in charge of production for 
the company. Widman has been assistant to McKelvy in 
manufacturing operations. 

After joining the company in 1949, Widman became 
manager of its Ogden, Utah, plant in 1953, and moved 
to the Port Chester, N.Y., headquarters as McKelvy’s 


issistant in 1958 


The election of WILLIAM ( 

AYLWARD as vice-president sales of 

the systems division of the Globe 

Wernicke Co. was announced by 

R. HERMAN HAMMER, president 

and general manager. He succeeds 

HARRY G. ANDERSON, who has 

been appointed chief executive of 

ficer of the Office Equipment In 

stitute in Washington, D.C. William Aylward 
Aylward joined the G/W sales department in 1949. 

He was appointed manager of the systems division in 


1 


1952 and general sales manager-systems in 1960. 


The Kores Mfg. Corp. has made two new appoint- 
ments, ROBERT J. FueRsT has been named general man- 


ager and A. A. GIANACCO was named sales representa- 


tive for Delaware, Maryland and Washington, D.C. 


The ¢ hicago Pay er Co. has ap} ointed PAUL CAMM to 
the newly created position of manager-business paper 
1ivision 

Camm has a substantial background in paper dis- 
tribution, having been associated with Kimberly-Clark 
for five years and with the Hammermill Paper Co. for 
three and a half years, selling technical papers in 27 
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FAULTLESS Guarantees You...OPPORTUNITIES UNLIMITED...with these 
MUCH-IN-DEMAND SPECIALTIES 


The dealers who get on in this business are the 
dealers who look for the advantages they want, 
get them, then go out and make the most of their 
opportunities. This is precisely what Faultless 
Dealers are doing. And, they’re doing it with the 
products pictured here. In this group are many 
of the much-in-demand Faultless Specialties that 
you as a Faultless Dealer have... exclusively... 
to offer your trade! 


You see, Faultless Quality Products are unique! 


Your customers cannot buy these much-in-demand 
specialties elsewhere. They are available only 
through Faultless Dealers. What better competi- 
tive advantages can you possibly have? Make the 
most, now, of these golden opportunities unlimited 
— in store for you, Mr. Faultless Dealer. 


STATIONERS LOOSE LEAF COMPANY 


246 East Chicago Street 114-116 East 13th Street 
Milwaukee 1, Wisconsin New York 3, New York 





Men on the Move .. . continued 


western states. More recently, he was district sales 
representative for Hammermill, specializing in cut sizes 


duplicator papers. 


Streator Store Fixtures, Inc., has 
announced the appointment of 
FLOYD RODRIGUES as a stationery 
office equipment and book store 
planning engineer, The appoint 
ment is part of the firm’s expan 
sion of store planning service 
throughout California and the Pa- 
cific Northwest. 

In his new position, Rodrigues 
will represent a newly-designed fixture line recently 
announced by Streator for stationery, office equipment 
and book stores. He will concentrate his efforts in the 
counties of Los Angeles, San Bernardino, Riverside and 
Ventura, 


Floyd Rodrigues 


T. P. LOwNsBROUGH of Toronto, Ont., Canada, has 
been elected president of the McBee Company, Ltd., 
which has its headquarters in Toronto. He has been 
vice president and general manager of the company. 

The McBee Company, Ltd., a wholly owned sub- 
sidiary of Royal McBee Corp. of Port Chester, N. Y., 
manufactures and sells McBee Keysort punched card 
accounting equipment for the Canadian market. 

At the same time, the company announced the elec 


wtthe | 


wmsellé 242: 


The FINEST name in office chairs 
for over 20 years. Write Joe Pritchard 
for complete information. 

WELLS CHAIR CORPORATION 
Michigan City, Indiana 


tion of two new directors of the Canadian company. 
They are Cart P. Ray, vice-president, marketing, for 
Royal McBee, and JosePH L. Seitz, chairman of the 
board of Royal Typewriter Co., Ltd., in Canada. 


A. B. Dick Co., has appointed 
RICHARD E, GANTZ to the position 
of sales manager-offset. Gantz will 
be responsible for developing the 
firm’s multi-million dollar offset 
equipment and supplies sales pro- 
gram. 
Gantz joined A. B. Dick Co. as 
, a district sales manager in 1950 
R. E. Gantz and has eleven years experience as 
a sales manager with their distributorships. 


The Smead Manufacturing Co. 
has named ROBERT W. ANDERSON 
as its representative in Washing- 
ton, Oregon, Idaho, Utah and 
western Montana, with headquar- 
ters in Seattle. 

Prior to joining the company, 
Anderson traveled this same terri- 

; tory for the Eagle Pencil Co. Be- 
Robert Anderson fore that, he owned and operated 


a stationery store in Seattle. 


WALTER A. SHEAFFER II, president of the W. A. 
Sheaffer Pen Co., has been named chief executive officer 
by the firm’s directors. The action was taken as a result 
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SPECIAL PRICES 


Hot crisp values popped 
to perfection to butter- 
up your profit margins 


SPECIAL MERCHANDISING 
OFFERS 


Filled boxes of selling ideas 
to satisfy hungry sales forces 
heat up old prospects. 
Yes, things are poppin’ at 
Orna-Metal . . . and you 
can’t afford to miss us. 


SEE US AT THE 
CHICAGO 


CONVENTION 
Exhibit 305 & 306W 


CONRAD HILTON HOTEL 


ORNA-METAL INc. 


2718 Gravois Avenue + St. Louis 18, Missouri 


el 


Aristocrat “President” No. 
TILTING SEAT AND BACK 
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GooD 
JOLT AND 


WHAT 


. 


“SS i 
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BLE 


Business good! Got a good franchise! 
Fine, but how secure are those “hot” 
franchises? What are the odds of a 
change in distribution policy — that 
you'll be squeezed out of the nest — 
like a bad egg — just because you can't 
live up to the impossible franchise re 
quirements? Play it smart! Don't put 
all your eggs in jeopardy for the sake 
of a few feathers in your cap right now. 
Talk to the independent’s friend — 
R. C. Allen. 


For 29 years we’ve manufactured the 
most complete line of business machines 
sold only through the Independent 
Dealer. And this year a new era begins. 
New products. Improved service facili- 
ties. And a refreshing new approach to 
the manufacturer-dealer relationship. 
Sure we've laid a few eggs in our time. 
Who hasn’t? But the plans hatching 
right now can mean a more profitable 


future for you — with R. C. Allen. 


Like to have more information that’s 


sure to impress you? Write us! 




















K.C.Allen 


BUSINESS MACHINES, INC. 
Grand Rapids, Michigan 
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Jj ? Makers of world-famous patented 
Ss STA-CLEANR) metallic protec 
tive-coated master units U.S. Pat 

vs 2,671,734 


Rose Ribbon continues to grow 


Now in the planning stage is a program to expand the facil- 
ities and capacity of the Rose Ribbon & Carbon plant in Har- 


rison, N.J. This expansion is important because: 


¢ It will mark a sizable increase in Rose’s over-all produc- 


tion facilities 


¢ It will make possible even better service on your orders of 


Rose products 


¢ Perhaps most important, the expansion symbolizes the re- 


search, growth and achievement of the Rose company. 


If you would like specific information about any Rose 


products or facilities, please write me. 


Gey Kx 


Adolph Rose, President 

ROSE RIBBON & CARBON MFG. CO., INC. 
Harrison, New Jersey, U.S.A. 

A subsidiary of Bemis Bro. Bag Co. 


Specializing in Master Units 


Spirit & Hectograph Carbon Papers 











Men on the Move . continued 


of the death of board chairman CraiG R. SHEAFFER. 
The office of chairman will not be filled, the directors 
announced 

The new 39-year-old chief executive officer is a grand- 
son of the company’s founder. He was elected treasurer 
of the firm in 1948, was named assistant to the presi- 


dent in 1951 and was elected president in 1953 


Phil Taylor Sam Alpern 


PHit TAYLOR has been named special assistant to 
Arnold Tepper for Storch Tepper Associates, New 
York. Taylor will remain as a sales service manager for 
the company and continue calling on dealers in the 
New Jersey Stal irca 
In addition, Tepper appointed SAM ALPERN to rep 
sent all its lines in Metropolitan New York City. He 
is a background in the layout and decoration of busi- 


Ss offices 


Ruby HASAK has been appointed 
assistant national sales manager for 
the Waterman-Bic Pen Corp. He 
joined the company in 1954 as 
sales relations manager and special 
ccounts manager, and was pro 
moted to western divisional manag 
er before his newest assignment. 

Prior to joining Waterman-Bic, 


Rudy Hasak 

Hasak was associated with the 
Yawman & Erbe Mfg. Co. as saleman, Eastern Airlines 
ind Finabras, S. A 


inalyst 


Sao Paulo, Brazil, as market research 


RICHARD N. WELLS has been named the Boston 


branch manager for Republic Steel Corp.’s Berger divi- 


HACK- 
Wells joined the Berger sales 


sion sales organization Wells succeeds FreD T 
LE‘ who has re tired 


organization in Boston in 1952. 


WILLIAM M. LEACH, former top 
Ozalid salesman in the country, has 
ben appointed central district sales 
manager for the new Transferon 
product line, according to an an- 
nouncement by LAWRENCE C. KN- 
APHLE, manager-Transferon Prod- 
ucts, Ozalid Division of General 
Aniline & Film Corp 

Leach will be directing the sales 
and distribution of the new automatic ‘Transfer-A- 


William Leach 


Matic’ convenience copier and other copying machines 
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BEAUTIFUL CHAIRS 


BY JASPER CHAIR COMPANY 


BE SURE TO SEE THESE 
AND OUR NEW, 
MODERATELY PRICED GROUP 
IN ROOMS 505-507 
NSOEA CONVENTION, SEPT. 23-27 
JASPER CHAIR COMPANY, JASPER, INDIANA 





tions of West Virginia, Virginia, Tennessee, Kentucky, 


Men on the Move .. . continued st V 
southern half of Ohio, and southeastern Indiana. 


and materials. His responsibilities include establishing 
dealerships, training, sales assistance, and maintenance 
of close liaison between dealers and the manufacturer 


J. B. NicHo ts has been named 

to the new position of manager, 

Duplicating Products Division, 

Davidson Corp., Brooklyn 5, N. Y 

it was announced by W. W. David 

son, Jr., company president Herbert Bruning Robert Munch 

The new Division, which in 

corporates the Dav-A-Mati and 

Supply Line under the direction of 

J. B. Nichols Nichols, is designed to strengthen 
the home office marketing organization and to increase 
services to distributors and branches. Nichols brings to 


The Charles Bruning Co., Inc. has announced the 
election of HERBERT F. BRUNING as chairman of the 
board and Robert A. MUNCH as president and director 
of the company. 

Bruning, former president, started as manager of the 
firm's paper sensitizing department in 1925. After serv- 
ing as manager of the Chicago office in 1930, he was 
ippointed vice-president in 1931. He became president 
in 1949 

Munch, with the company for 38 years, started as a 
salesman in 1923. He was subsequently promoted to 
midwest sales manager, corporate advertising manager, 
and branch manager of the San Francisco office. He 


his new post many years of experience as manager of 
the supplies division. 

Assisting Nichols in his new assignment will be 
WILLIAM MoRAN as product manager of Day-A-Matic 
and Trep SCHWARTZ as product manager for supplies. 
Both of the product managers will work closely with 
the field in specific sales and product training 


BERNARD G. VAN ArspDOL has been appointed as was named administrative vice-president earlier this year. 
district manager for the Champion Adding Machin« 
division of Victor Adding Machine Co. GEORGE JABLOW has been elected as chairman to the 
Van Arsdol will supervise sales activities for over board of directors of Venus Pen and Pencil Corp. In 
350 Victor dealers of the Champion line of adding addition, RICHARD LEWISOHN, Jr., president and chief 
machines and cash registers in the Pittsburgh area, por- executive officer, announced the formation of an execu- 


announcing * 


the world’s newest all-electric 
american-made adding machine... 


* capacity to 9,999,999.99 «+ adds, direct- 
key subtraction, multiplies + non-add key 
* feather-light...just 814 pounds + com- 
pact...8” x 13” x 434” 


Never before has an adding machine per- 
formed so much work, so efficiently. . . for $149 95 
such a small investment! Yet Cromwell 
“cbm” is not an import. Every component plus f.e.t. 
is produced and assembled in the U.S.A., P : ane PRICED TO 
assuring you of utmost precision and * , Sr DOUBLE 
dependable craftsmanship. A one-minute ; ie “a YOUR SALES! 
demonstration will prove the remarkable at! 
advantages of the Cromwell ‘“‘cbm” 
feather-light touch for speedier time-sav- 
ing operation...‘‘Add”’ and ‘‘Subtract”’ 
keys widely spaced to minimize chance of 
error... ‘‘Non-Add”’ key which prints, but 
does not add in the machine...sleek, 
streamlined design which adds elegance —_ . 
to any office decor. Unconditional 90-day ‘eo 
guarantee. Rugged, attractively-styled . PROFITS TO 45%! 
Carrying Case is optional. 
FRANCHISE EALERSHIPS AVAILABLE 











NAME 


Please send free tromwell business machines 


COMPANY 
brochure on 7451 COLDWATER CANYON AVE. 


ebm” A20RESS 
ee cn NORTH HOLLYWOOD, CALIFORNIA 
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tive committee comprised of THEODORE BIRNBAUM, as 
chairman, with Jablow, Lewisohn and HUGH CRAIGIE as 
members 


WILLIAM GRAND, formerly of 
the Grand Stationery & Supply Co. 
and the Grand-Glick Stationers, 
both in Yonkers, N.Y., has joined 
Advertising Specialties as 
1 sales consultant 

Grand's forty years as a stationer 
has equipped him with the back 


Pramar 
4 


William Grand 


ground necessary to assist his cus 
tomers in solving their advertising 
and gift requirements. 


The Clarin Mfg. Co., has appointed StoRCH TEPPER 
ASSOCIATES as its representatives for metropolitan New 
York and northern New Jersey. 


The George B. Graff Co. has announced the appoint- 
ment of SHERMAN C. BEDFORD as its new president 


Bedford was a former vice-president of the firm 


R. L. FortuNE has been appointed assistant general 
manager for the Standard Register Co. Fortune joined 
Standard in 1948 as an assistant research engineer and 
has held several executive posts. 

In addition, Standard announced the appointment of 
E. C. BATEs as manager of the Eastern division head- 
quarters. Bates has been with the company since 1933 


The No. 260 Series, shown above, 
is definitely in the modern trend. 
The sleek, trim lines harmonize 
with and complement today’s office 


architecture. 


See it in Spaces 532A and 533A at 
the NSOEA Show, Chicago, September 


23rd to 27th. 


and has served in various managerial positions. Prior 
to his new appointment Bates was interplant coordina- 
tor. 


Howard Martin Paul Lindner 


The Watts Business Forms division of the Alfred 
Watts Co., Inc., has made the following executive 
changes, according to an announcement by JosEPH 


STEIR, president. 


HowarpD J. MARTIN, New Jersey sales manager, has 
been appointed director of marketing. PAUL A. 
LINDNER, assistant to the president, has been named 
advertising and sales promotion manager. 


The appointment of THOMAS 
M. BEHAN to sales promotion man 
ager-international has been an 
nounced by the A. B. Dick Co. 

Behan will be responsible for 
coordinating advertising and sales 
promotion for all international 
markets in cooperation with com- 


ee ee pany subsidi iries, 


verything 


The High Style Design 
Is Right... 


The In-Built Quality 
Is Right... 


The Lasting Comfort Is Right... 
The Moderate Price Is Right... . 


EVERYTHING Is Right for You 
To Sell and Make With Chairs: 
By por ty 








GREGSON Moderately Priced 


PTV \4) LIL aaa Fine Chairs For More 


TUL RCLOL OM Than a Third Century 








Men on the Move .. . continued 


The appointment of STANLE}) 
LEWIs as vice-president, marketing 
has been announced by N. C. Hub- 
ley, Jr., president of the Carter's 
Ink Co 
Lewis, former corporate director 
of marketing for the General An- 
iline & Film Corp., will head the 
entire marketing program at Car- 
ter’s. His business experience 1n- Stanley Lewis 
clude merchandising, sales, sales promotion and adver- 
tising, as well as contact with a wide variety of markets 


RN a is 


ind channels of distribution 


GerorGE D. HOFFMAN has been named manager of 
the Recordak Corp.'s Kansas City, Mo., branch. Hoff- 
man has been associated with Recordak and other East- 
man Kodak subsidiaries since 1950. CHAD L. ROCKET1 
has succeeded Hoffman as manager of Recordak Corp.'s 
Oklahoma City Branch. Prior to his new assignment, 


Rockett had been a division sales coordinator. 


SIDNEY LINDEN, president and 
lirector of sales of Lindy Pen Co., 
Inc., announces that Nathan Gros 


her has been appointed general 


clo: P-L) . merchandising manager 


In addition, Linden states that 


on profit % ‘ : a Lindy Pen has taken on an addi 


é tional 7,000 square feet of space at 
builders 9520 Jefferson Blvd., Culver ¢ ity | 

Cailf., bringing total facilities | Nathan Grosher 
close to 100,000 square feet 

JAMES WISNER continues as national field sales man- 
iger of Lindy Sales Co. with the assistance of BEN 
KRONEN 4s assistant sales manager of the imprint divi- 
sion, Lou WEITZMAN as advertising and sales promo 
tion manager and DAvip STROMBERG as administrative 


manager 


MARVIN J. HERSKOWITZ, presi- 

dent of Marnay Sales Division, 

Rockaway Metal Products Corp., 
is the reason more dealers are selling, _ announced the appointment of 
more customers prefer Barkley = MICHAEL J. O'Leary to the newly 
Plastic Tab File Guides and created position of vice-president 
Card Indexes. Angled, crystal n charge of marketing. 
clear plastic tabs are entirely Sl O'Leary has been in the parti 
above file cards to save tioning field for fourteen years. He u 
valuable space too! ; has been with the F. F. Hauserman Michael O'Leary 
Available in six color tints. ft Co. tex 


T wt . 4 —y all standard file = : f 
‘cia la dieieaumamaacan ts ss iat manager in New Jersey and director of sales in New 
iterature. 


York City; and with Monning Steel Partitions, Inc. as 


utive VICE president 


with Virginia Metal Products Co. as district 


5 cine 


gi 
\0 


\ 


Serving Stationers Since 1921 


Lee B. STERLING has been appointed manager of the 


C L BA R 4 LE Y & C re) ew Chicago branch office of Photek, Inc., subsidiary 
a7 - 


of Textron, Inc. The company’s Chicago office will be 
Manufacturers of Filing Supplies located at 589 E. Illinois St 


1220 W. Van Buren St. @ Chicago 7, Illinois Sterling came to Photek from Thompson Ramo 


continued on page 130 
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Erasatte 


©1961, Venus Pen & Pencil Corp., Lewisburg 


Try them. They’re on us. 


They’re three specialized Venus ball PEN:cils® you'll 
want to try out in your office: Super Fine, for bookkeep- 
ing and extra fine writing. Erasable, with eraser. Repro- 
ducing, for use with all office copying machines. You can 
get all three free with your next order of 3 dozen Venus 
ball PEN-c 


Pee PESTS 
. 


Mail this coupon to your 
Stationer. 
Please send me the fol- 
lowing packages in 
Venus’ Department Test 
Offer No. 10-3D. 
No. of Packages 
(Blue ink) 
No. of Packages 
(Red ink) 


ATR ene 
COMPANY NAME 
ADDRESS 


cITY 


VENUS 
ball PEN-eal 


THIS OFFER GOOD FOR LIMITED TIME ONLY 
eeereeerese 


POPP PPT eee eee) 


Cee eee eee eeeeeseee 


V nus’ Department Test 
Offer contains 3 dozen 
regular Venus ball 
PEN-cils in blue or red 
ink, PLUS three free 
samples for testing: 
Super Fine (39¢), Repro- 
ducing (39¢) and Eras- 
able (29¢). op 9 


STATE 


CORO eee eee eeeee 


-3D) with either blue or red ink. 


PPP PPP PP PPPoE Terre 


. 
. 
- 
. 
. 
. 
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. 
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PLASTIC PUNCH 


Professional binding in any office at any 
time ... and for mere pennies! Accommo- 
dates sheets any length on binding side. 
Accurate punching on %” centers fits all 
Speed-O-Print Plastic Combs. Lightweight, 
sturdy construction. Compact unit can be 
used anywhere, 


SPEED-O-PRINT 
Plastic Binder 


Produces plastic bound books professionally. 
Simply insert Speed-O-Print Plastic Comb, 
punched pages and covers ...and release lever. 
Add glamor to sales literature, convenience to 
frequently used printed matter, protection to 
permanent records — one copy or hundreds 
ready when needed. 


i 
| 


COMBS-Five bright, permanent colors in 4 popular 
sizes to meet any needs. Extra strong, everlastingly durable. 


COVERS-—For 8% x 11 sheets. Six distinctive colors. 
With or without identification window. 


PLASTIC BINDING 


Cpeed-©-Print BUSINESS MACHINES CORPORATION 


1801 W. LARCHMONT AVE., CHICAGO 13 





SPEED-O-PRINT -_ 
BUSINESS MACHINES CORPORATION 
1801 WEST LARCHMONT AVENUE, CHICAGO 13 O 


Please send me literature and complete information 
about Speed-O-Print Plastic Binding Equipment and its . 
hundreds of uses. 


Name 





Name of Company 
Address 


City bain jail \O 
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NOW LOOK WHAT 
YOU GET FROM 
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HANDSOME 
TANKARD 





Just order any of 4 fast-selling Scripto Assortments 


Get your big Scripto bonus value now! This authentic glass-bottomed English Tankard of beautiful 
polished aluminum ($4.95 value) is yours FREE with every order for the following Scripto assortments: 


Dealer's Cost List Price 


4 Dozen 39¢ Scripto Twist Top Ball Pens (order + C100) $11.23 $18.72 
4 Dozen 39¢ Scripto Utility Ball Pens (order + C110) 11.23 18.72 


{ Dozen 39¢ Scripto Long Lead Pencils (order + C120) 11.23 18.72 
2 Dozen $1.00 Scripto Wordmaster Ball Pens (order + C130) 14.40 24.00 


Order all four! Get a set of 4 tankards FREE! Each profit-making assortment comes packed in a 
separate tankard. It’s an eye-catching counter display that will also make an attractive addition to 


your home. 


SCRIPTO, Inc. « P. O. Box 4847 a Atlanta 2, Georgia 








Lock Files, 
too! 











FILEAGE in the office is like mileage on 
the road. The rugged, lifetime construc- 
tion of Bentson files is your assurance of 
years of trouble free service. Their smooth 
operating features make them a dream 
to use—even to sit on, at times! 


In addition, Bentson cabinets are of- 
fered in a wide range of decorator colors 
and in literally hundreds of drawer com- 
binations. Your choice, too, of follower 
blocks, sway blocks, or hanging folder 
frames. Any way you look at it—as a buyer 
or a user—Bentson files are a quality in- 
vestment. 

At NSOEA 


Don't miss our Room with a View 
522 


= BENTSON MFG. CO. 


650 Highland Avenve, Aurora, Ill. 


Men on the Move 
ntinued from page 126 


Wooldridge, Inc., where he was sales manager of the 
dictating machine division from 1960 until the present. 
Before that he was regional sales manager of the DeJur- 
Amsco Corp. for five midwest regions. 


JoHN E. WILSON has been ap- 
pointed vice-president and general 
manager of the Smith-Corona Di- 
vision of Smith-Corona Marchant, 
Inc., it was announced by EMERSON 
E. MEAD, president. 

In this capacity, Wilson will be 
responsible for manufacturing, en 
gineering, accounting and person- wa 
nel activities for the division and John ‘Wilson 
will be located at the South Cortland, N.Y. plant. 

Wilson has been assistant general manager of the 
division. He was previously with the company’s Mar- 
chant division in Oakland, Calif. for seventeen years. 


PAT PATTERSON is representing the lines of chalk- 
boards, chair mats and cork bulletin boards of Master 
Woodcraft, Inc., in the states of Ohio, Indiana, Michi- 
gan and Kentucky 


KNAPHLE has 
been appointed manager-Transferon 
Products of the Ozalid Division of 
General Aniline & Film Corp. 


LAWRENCE C. 


Knaphle will direct the sale and 
“Transfer-A- 


Matic convenience copier and 


listribution of the 


other products in the new Ozalid 
[ransferon line of copying ma- L. C. Knaphle 
chines and materials. 

A veteran of 15 years with the division, Knaphle 
has successively been market analyst, advertising man- 
ger, field market development representative and man- 
ager-marketing research and development. 

Three new manufacturers’ representatives have been 
ippointed by the Seal-O-Matic Dispenser Corp. and 
affiliate, the Flash Mfg. Co. 

JAcK WILSON, former general sales manager for the 
Esterbrook Pen Co., will service the New England 
states 

Pat McENANY will cover Florida and WALTER 
RAMSON has been named to the Chicago area. 


The appointment of KeEmp 
HUBER as vice-president, market 
and trade relations, was announced 
by the Weber Costello Co 

In his new position, Huber will 
have charge of the company’s rela- 
tions with national, state and local 
ducational organizations, public 
bodies, and key trade and market Keap Haber 
issociations 

Huber brings to his new position over 25 years ex- 
perience with the company in the educational field, 
most recently as vice-president, sales 
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The Joseph Dixon Crucible Co., 
manufacturers of pencils and other 
writing products, announced the 
retirement of its vice-president in 
charge of finance, HENRY W. 
ARMSTRONG. However, Arm- 
strong will continue to serve Dix- 
on as a board member and as a 
member of its executive committee. 

Armstrong joined the Dixon 
organization 58 years ago, starting as an office boy. 
After terms of service in the company sales and export 
departments he ascended to executive rank, first as cred- 
it manager, and successively was assistant treasurer, 


H. W. Armstrong 


treasurer, secretary-treasurer and then vice president. 
He was, for 20 years, president of the Stationers & 
Publishers Board of Trade of New York. 


Forrest E. Bootu of 4490 Eliot St., Denver, has 
joined the sales force of United Stationers Supply Co., 
Chicago-based wholesale office supply distributors. 

Booth will cover the six Mountain states of Colorado, 
Idaho, Montana, Utah, New Mexico and Wyoming 
plus El Paso, Tex 


in his new position 


The Rockaway Metal Products 
Corp. has announced the appoint- 
ment of HARMON MATIN as fe- 
gional sales director for the Pa- 
cific northwest. 

Matin brings to his assignment 
a background of twenty-five years 
experience in the office furniture 
field. He will manage sales in the 

Harmon Matin states of Washington, Oregon, 
Idaho and Montana 


The Corry Jamestown Corp. has announced the 
appointment of GEORGE B. MULVIN as factory repre- 
sentative in the Virginia-Carolina market area. 

His responsibilities include the servicing of company 
dealers in Virginia, North Carolina and portions of 


South Carolina and Tennessee. 


WitttiAM B. Fors _ has_ been 
named executive vice-president of 
R. C. Allen Business Machines, 
Inc 
Fors joined the company as 
assistant to the president. He 
worked seven months as director 
of advertising for the Electric Au- 
tolite Co. of Toledo and prior to 
William Fors that was director of advertising for 
Bissell, Inc. 


Master Woodcraft, Inc. of Brooklyn, N.Y. has named 
PAT PATTERSON to represent the company in Ohio, 
Indiana, Michigan and Kentucky. Patterson will handle 
the full-line of Woodcraft chairmats, chalkboards and 
cork bulletin boards 


Lioyp I. SINGER has been elected to the new position 
of executive vice-president for Swingline, Inc. Singer is 
an attorney and associated with a law firm. 
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DOK 


$pellg the profits 
you make with 


MSS | Fe hell 


first and foremost in its field 
with 3 fast selling series to 
solve every filing problem! 





SERIES SERIES 
(Door Series) (Open Type Series) 
Where maximum Offers maximum 
record protection filing space, maxi- 
from dirt, dust mum space saving. or legal size with 
water and fire is a 3” frontal over- 
the factor. hang. 


SERIES (short depth- 
economy series) 


Maximum filing 
economy in letter 


All Units Available in Letter or Legal Sizes 
— 30” to 36” Widths — 7 to 10 Openings 


Exclusive VS features include: 


FINGER TIP COMPRESSORS 


. 
| ® Positive locking 


di © Free movement 
% 


™ sn, ® Fully adjustable 


ae 


Lightweight patented Drop Doors 
Face mounted Reference Shelves 


plus National Advertising that 


tells the VS Story to millions 
of your customers in 


Write for new big four-color 
catalog and full details 


VISI-SHELF FILE, INC. 


105 Chambers Street e@ New York 7,N. ¥ 








$27,000.00 OFFICE FURNITURE 
SALE! ae SAVE 20°% TO 50°%! 


ALL ITEMS TAKEN FROM REGULAR STOCK 
WIDE SELECTION — ENTIRE STOCK WOT INCLUDED 





Fe fen 
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Executive 
Desks, Reception 
Conference Furniture, 
Tables, File Cabinets, 
Posture Cheirs Secretarial 
Swivel Chairs, Compact and Regular Desks, | Desks, Tables, 
oe Chairs, File Cabinets Bookcases, 
cans, inet Phone 
Reclining Chairs, Sofas, pop ony — Cabinets 
Phone Cabinets 











SEE OUR WINDOW! FURNITURE ENSEMBLE 
ON DISPLAY WILL BE REDUCED $25.00 
EVERY DAY UNTIL SOLD! . .. SEE IT NOW! 


PHONE PARK FREE ACROSS THE STREET 195 


n |S. C. TOOF & CO. | maison 


§-2271 | OFFICE FURNITURE * STATIONERY * PRINTING] AVE. 


























(COPPER LIMITED) 
FOOF'S reproduced its newspaper ad, which appeared in two papers 
at beginning of the sale, for direct iling to customers. Window 
display (right) of executive furniture was luced in price twenty-five 


dollars a day until sold 





erry O’Rourk, author of this article, found that using diversi 


ead advertising and an auction sales window drew customers 


. | 7 
Low Budget 
Sale Pays Off Jerry, do you think we could sell any furniture if we 


had a low-budget sale?’ asked Jack Hazelrigg, office furni 
ture department manager of S. C. Toof & Co., Memphis, 
Tenn., recently 

That's a pretty tall order, isn’t it, Jack?” I replied, 
since we've never had a furniture sale as such since I can 
remember. All our furniture ads have been very matter-of 
fact, without any discounts. We can try, though—but don’t 
make the budget too low!” 

Jack and I both decided that we'd move slowly, money 
wise, and maybe we wouldn't fall too flat if the sale were 
a flop. We decided to spend $400 for the entire sale. This 


was to be divided among radio spots, newspaper, window 





display and statement and invoice enclosures. 
Jack Hazelrige Jerry O’Roark 


When Jack compiled his list of sale furniture, he came 
Furniture Dept. Mgr. Advertising Mgr. i! 


up with over $27,000 in merchandise that could be marked 
down 20% to 50%. I was impressed with the figure, 
so we billed the sale as a ‘$27,000 furniture clearance.” 
We placed a display in our window of a complete suite 
of executive furniture with a retail value of $2119. Using 
this as a drawing card, we advertised that the price would 
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FURNITURE e\SEMBLE 
| WILL BE na 
REDUCED 


UNTIL SOLD! 


be reduced $25 every day until sold. 

To start with we ran a 3-column by 8-inch ad in both 
local newspapers, being careful to use our combination rate. 

About the same time, we began our campaign of 34 
radio spots on 3 different stations. We used half-minute 
commercials to hold down the per-spot price. 

After we had seen a proof of our newspaper ad, we 
printed 10,000 envelope stuffers by photographing the ad 
and reproducing it as is thereby saving on extra typesetting 
and cuts. These were used in our statements and invoices. 

In short, everywhere we could cut corners without “‘cut- 
ting our throats,’ we did just that. Our advertising ex- 
penditures were as follows 

Signs for window me LESS 
( r ad cacihindédas. Same 
Newspaper ads 171.60 
Envelope stuffers ae 
34 radio spots . 168.20 


Total $393.92 


After the sale got underway, Jack and I still had our 
misgivings about the plan. But, we concurred, we weren't 
spending enough money to get hurt—if we fail, we fail 

But we didn’t fail. Very much to the contrary, according 
to Hazelrigg’s figures. When the sale ended two months 
later, we had moved over 65% of the sale merchandise 
alone. Jack says he has no way of knowing how much 
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non-sale equipment was sold as a result of customers com- 
ing in for the sale. 

The furniture department stayed very busy during the 
first month of the sale. Before the merchandise got picked 
over, Jack says, “We received 20 to 30 phone calls a day 
about the sale, and we had more store traffic during the 
sale than I've ever seen in our department.” 

The sale actually was more than a $27,000 event, accord- 
ing to Hazelrigg. ‘‘After the first week, we were continually 
adding other items from storage to supplement sale stock. 
We moved items we couldn’t come close to selling, day by 
day.” 

It wasn't all a bed of roses, so far as I was concerned. 
Jack gave me, the advertising manager, the dubious honor 
of daily changing the price of the executive suite displayed 
in the window. Remember, this was being reduced $25 
every day. 

We didn’t consider this a loss, however. We recovered 
our cost for the suite—barely—but the fact that we played 
up this daily reduction in our ads undoubtedly created a 
sense of urgency about the entire sale. It can’t be measured, 
of course. 

Will we have another sale? Speaking for Jack Hazelrigg 
and myself, the answer is definitely “Yes!” And as an 
advertising man, I heartily recommend that you try a “low- 
budget’’ sale! 
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“MATIC” 
POSTING EQUIPMENT 


for Modern Office Procedures 


DUO-MATIC POSTING TRAYS | PORTA-MATIC POSTING 
AND STANDS TRAYS AND STANDS 


8 eee 
s MEE 


WwW 


“ee 


TILT-O-MATIC TRAYS V-MATIC TRAYS 
(For register forms) y, (Small capacity containers) 


eee 


& 
HANDI-MATIC TRAYS : 


(For writing board and 
machine accounting—records 
requiring small capacity 
containers) 


EXPANDI-MATIC 


(Designed for installations 
where space is at a premium) 


A COMPLETE LINE 
of accessories 
TRAY HOODS 
HOOD SUPPORTS 
INDEXES 


FILING DRAWERS TILT-O-RACK 


Desk organizer 


WRITE—For Information On 
The Complete P.E.C. Line 


_MEAD-LEE Associates 
| associarts SOLE DISTRIBUTORS FOR 


POSTING EQUIPMENT Copexencstiore 
1721 Elmwood Ave., Buffalo 7, N. Y. 


Write today 
for our new, 


complete catelog 


WEST COAST REPRESENTATIVES: JACK AUTRY, 
402 MARKET DRIVE, SAN FRANCISCO, CALIF. 


People and Events . . . continued from page 24 


Clegg Co., San Antonio 
Spends $125,000 Remodeling 


¥, 


LEERLE 


Wessels j 
WVII77V77 
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An expansion and remodeling program of $125,000, 
has been launched by The Clegg Co., San Antonio, 
Texas, to provide additional facilities for their growing 
business 

According to WILLIAM C. CLEGG, president, the com- 
pany recently acquired a three-story building that adjoins 
their present building. 

An extensive remodeling program is already under 
way. A new front appearance will unite both buildings 
using colorful porcelain panels with aluminum trim in 
the exterior design. 

The additional space will be utilized to expand the 
office furniture and decorating departments with em- 
phasis on displaying a large selection of complete office 
suites and office furniture in a greater variety of price 
ranges 

There will be a complete display of data processing 
uccessory equipment used in the automation field. 

The company has served business firms in San An- 
tonio and surrounding area for more than 50 years. 

The new development is scheduled for completion 
about November Ist. 


Eastern Commercial Stationery Show Sold Out 


The Eastern Commercial Stationery show scheduled 
to open at the Trade Show Building, New York City, 
October 14, has sold all available show accommodations. 

The organization’s co-chairman, Mannie Klein, The 
Klein-Heimbinder Co., said more show space is neces- 
sary to accommodate a waiting list. This will be East- 
ern’s fifth commercial stationery show. 

The show is sponsored by the Stationers Assn. of 
New York, Inc., and the Metropolitan Travelers Club, 
Inc. Klein states that the show represents an area which 
accounts for more than 20% of the national industry 


volume 
Blaisdell Pencil Has Seminar 


A three-day sales seminar for 17 representatives of 
the Blaisdell Pencil Co. was held last month at the 
Drexel Institute of Technology in Philadelphia. 

Topics covered included value analysis techniques 
applied to industrial marketing and sales situations. 
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Other topics included the nature of industrial purchas- 
ing and influences behind the purchase; purchase chan- 
nels of industrial products; sales approaches by indus 
trial agents; and effective marketing methods for sales 
success. Coordinator of the program was Dr. HowarpD 
T. Hovpe, professor of marketing at Drexel. Partici 
pants were also addressed by ROBERT W. SEEMAN, 
Blaisdell’s general manager. 


Royal Business Forms 
Building New Addition 


Royal Business Forms, Inc., Nashua, New Hamp 
shire, is building a new 10,000 square foot addition 
[It will be Royal’s third in four years. 

Royal began its Nashua operations in a rented build- 
ing eight years ago. Afterwards, Royal purchased prop 
erty and erected a 20,000-square foot building to house 
its ope rations 

The new 10,000-square foot addition will be used 
to house new equipment and for storage purposes. This 
along with previous additions, will afford Royal a total 
production area of about 55,000 square feet 


New Products Featured At 
Quality Park’s Sales Conference 
New }| 
national sales conference held recently at Breezy 
Point Lodge in Minn. Present at the conference were 


roducts were featured at the Quality Park 


Quality Park representatives from California, Texas 
Colorado, Georgia, Ohio, Michigan, Illinois, Iowa, 
Wisconsin and Minnesota 

DEAN MATHEWS, president of Quality Park Envelop: 
Co., St. Paul, Minn., spoke on the present economy, 
the outlook for the balance of this year and the com 
ing year. In addition he talked about Quality Park's 
new products role in the expanding market with sta- 
tionery dealers throughout the country. Part of the 
program included descriptions of new manufacturing 
equipment and techniques developed by the company 


Postage Meter Available for Leasing 


Tele-Norm Corp. has announced that it has received 
U.S. Post Office Department authorization for nation 
wide leasing of its new Postalia postage meter 

Nationwide marketing of the new postage meter es 
tablishes Tele-Norm as the first major competitor in this 
field since it was first deve loped 38 years ago by Pitney 
Bowes 

After one year of testing by the Post Office Depart 
ment, Postalia was initially approved last Fall for leas 
ing in the New York City metropolitan area only. Gov- 
ernment extension of the geographical marketing area 
was predicted on Tele-Norm’s demonstrated ability to 
meet all service and maintenance requirements for the 
new meter 

Company President Fred Marcus said, “Results of 
six-months of market testing in the New York City 
area have so exceeded our expectations from the stand 
point of revenues and acceptance, that we are confident 
that the meter will prove a great success nationally.’ 

He said that the company’s immediate plans are to 
sort out the hundreds of inquiries for dealerships that 
have been received over the past few months 
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OD! FURNITURE 

315 EAST 62 ST N.Y. 21.N.Y 
REQUEST BROCHURE NO. 5 
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“PLURIMA” 


10 KEY HAND ADDING MACHINE 
with AUTOMATIC CREDIT BALANCE 


Retail Price Only 


PLUS $7. aS 


(OF-7eF- Tol 6 aT) “Carrying 
(9,999,999.99) " ~ Case Available 


FAST SALES HIGH PROFIT 


For further information wr 


ALMA OFFICE MACHINE CORP. 
349 BROADWAY, NEW YORK 13,N. Y, 








People and Events . . . continued 


Oxford Holds Filing Seminar 


In cooperation with the Oxford Filing Supply Co., 
Inc., the C. G. Stott & Co., Stationers, of Washington, 
D. C., recently sponsored a three-day filing seminar. 
Mary CHADWICK, director of Oxford’s systems depart- 
ment and WILLIAM FAuTH, eastern regional sales man- 
ager for Oxford, were on hand to direct the session. 

The seminar was designed to give both representa- 
tives of government departments and members of pri- 
vate industry an objective look at present day filing 
equipment and methods. Special attention was given 
to pointing up the deficiencies and high operating costs 
inherent in some present-day equipment which is being 
advertised as “new” and “time-saving.” 

A total of 140 government people and 43 commercial 
personnel attended the seminar, which considered such 
topics as: “Shelf Filing in Perspective,” “A Sensible 
Approach to a Records Retention Program,” ‘‘Recruit- 
ing and Training Records Personnel’’ and ‘New Stand- 
ards in File Productivity.” 


New Royal Plant Nears Completion 


The first phase of a long-range building program 
designed to greatly increase the productive capacity of 
the Royal Metal Mfg. Co. is taking shape in Michigan 
City, Ind. The new plant site, located on Cook Road 
near U. S. Highway 212 is the scene of construction 
work on a new building that will include 150,000 





View from approach 
side showing hinged 


storage area. . 


Executive arrangement with 
attractive tambour front, file space, 
wastebasket niche, storage area. 








Secretarial arrangement features — 
tambour front, typewriter pedestal, 
file and storage areas. 








+ 


square feet of factory space and 7,500 square feet of 
office space. 

The new plant will double the company's productive 
capacity in the Michigan City area. The modern facility 
will house the latest metal fabrication machinery and 
will take advantage of the newest innovations in pro- 
duction and material handling. 

In addition to speeding up production of present 
lines, the new factory will enable the company to pro- 
duce additional items at Michigan City which were 
formerly available only from other plant locations. 


Neil Short & Associates Named 
Esterbrook Sales Representatives 


Neil Short and Associates has been selected as ex- 
clusive midwest sales representatives for the Esterbrook 
Pen Co. Short will cover the states of Illinois, Wiscon- 
sin, Minnesota, North and South Dakota, Iowa, Kansas, 
Missouri and Nebraska. 

To handle Esterbrook, NEIL SHORT indicated immedi- 
ate expansion plans beginning with new offices in Kan- 
sas City, Minneapolis and in St. Louis. TED HasTINGs 
has been named to handle Kansas City; NorB LEwIn- 
SKI will open the St. Louis office and RICHARD KRAMER 
will remain in Chicago. Short also announced the ap- 
pointment of JERRY SHEEHAN to the Chicago office. 

Short will offer the full Esterbrook line of fountain, 
ball point pens, desk sets and felt tip markers. In addi- 
tion to the Esterbrook line, the company will continue 
as exclusive sales agents for Cushman Denison’s Flo- 
Master felt tip pens as well as the Westcott Rule Co. 


TWO NEW 


ARCHITECTURAL DESIGN GROUPINGS 


with clean sweeping styling in 


the 


aceniulle SERIES 


WOOD OFFICE FURNITURE 


New additions to the Spacemaster Series that fit 
an important need in “compatible” office planning 
— especially when done by architects! Execu- 
tive and secretarial arrangements look similar 
from the front, but each has distinctive features 
particularly suited for individual convenience and 
performance. Priced competitively with any other 
office furniture — with normal dealer markup! 


Ne 
ew 
Sau 
JASPER OFFICE FURNITURE COMPANY 
JASPER, INDIANA 
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...when your heart is in the gift 


® 


. 





Get set for 
holiday 


sales 
now! 





Order the Dennison, all-in-one Christmas 
Gift-Wrap Merchandiser now. This gaily 
decorated display unit features a well- 
balanced assortment of all the new and 
excitingly different Dennison holiday gift 
wraps. Compact in size, versatile and 
eye-catching, the Dennison “Polaris” 
supplements your gift-wrap stocks, 
assures added sales volume. 

Everything your customers wil! be asking for 
is here: rolls, folds, ribbons, bows, seals, 
cards, tags and wrapping kits... allina 
single, easy-to-shop, easy-to-stock 
department. The colorful, high visibility 
display sign jogs shopper memories, too 
... reminds them to buy their gift 

wraps from you. 

Ask your Dennison representative for the 
profit-making story on this sales-making 
display unit now — before the holiday 
selling season begins! 


X3966 “POLARIS” 
473 Units . .. $146.25 Retail Value 
Height 662” ... Width 35”... Depth 25” 


FRAMINGHAM, MASSACHUSETTS 


Offices in principal cities 





MURPHY MANUFACTURING CO. 


138 


THE INSULATED FILE CABINET WITH 
13 CONVINCING SELLING POINTS 


Certified fire-resistant by Underwriters’ Laboratories, Inc. 
Class C and D labels and S.M.N.A. label. 


Documentary proof that contents of Fire King cabinets 
have survived every known fire. 


Lifetime guarantee on suspension. 

Metal ceiling above each drawer. 

Each drawer an insulated, reinforced compartment. 
Fully extended drawers. 

Adjustable follow blocks with finger-tip release. 
Unitized handle, card holder, and latch. 

Drawer catch designed for gang or individual locking. 
Any part of outside steel shell can be replaced. 
Letter and legal sizes—1, 2, 3, and 4 drawer models. 
Seven standard colors and wood grain finishes. 

Full line of interiors. 


WRITE FOR CATALOG 


DISTRIBUTORS 
CONSOLIDATED ACCOUNTING SYSTEMS, CHICAGO, ILL 
H & W DISTRIBUTORS, SEATTLE 4, WASH 
RAUB & ROBINSON, INC., LOS ANGELES, CALIF 
H. A. STEGER, ST. LOUIS 2, MO 


INCORPORATED 
832 W. JEFFERSON ST. 
LOUISVILLE 2, KY. 


People and Events . . 


Record Damages Awarded in 
Trade Libel Action 


Micropoint Pen Co., Sunnyvale, Calit., was awarded 
record-high damages recently in a libel suit against 
the Scotty Pen Co. 

The suit involved an action for trade libel and un- 
fair 1958, Scotty Pen Co. 
published a chart purporting to compare the products 
and practices of Micropoint Pen Co. with Scotty and 
another competing pen company. 


competition. In early 


The panel of jurors favored Micropoint with a judge- 
ment for $55,000 damages. The verdict included $20,- 
000 actual damages and $35,000 punitive damages. Ac- 
cording to court attendants this may be the highest 
award for this type of case in California history. 


Jayem Sales Relocates Factory 


Jayem Sales Corp. announces the relocation of its 
factory, now at 53rd St. & First Ave., Building No. 7 
Brooklyn 32, N.Y. Telephone number is Hyacinth 2- 
{402. 

The move, made April 15, adds an additional 25,000 
square feet of manufacturing space into which has been 
placed the latest type of metal fabricating equipment. 
Production and delivery time is reported to have been 
stepped up. 

Office and showroom remain at 230 Fifth Ave., New 
York 1, N.Y. Phone MU 3-2878. 


Check Your Business With NOMDA Survey 


A recent NOMDA dealer members on 


their 1960 business year produced an interesting guide 


survey of 


which may be useful to you. 
The 


business 


conducted to determine certain 
that would NOMDA éeretail 
dealer members how their businesses checked with the 
national picture. 

The following values are a result of the NOMDA 
and the total volume of 
business reported for the 1960 business year. 


Survey Was 


averages show 


survey are a summary of 


Business Item Dealer’s Business Volume 


$50,000- 
$100,000 


$100,000- 
$250,000 


under 
$50,000 


over 
$250,000 


Percent of dealers 
reporting increase 


n business 


Percent of dealers 
reporting increase 
n net proht 


Profit including 


owner's salary* 


Profit 


reasonable 


after 
Salary 
1 


to owne!l 


Before Federal Income Tax 





easy-to-use 
catalog 
from 


UARCO 


Product and prices on the same page with boiled-down product descriptions for 
quick information! Plus a new simplified plan for dealers that cuts down paper- 
work. Still fast delivery of the most-wanted line of business forms and registers. 
Standard body register forms with your customer's heading within a week, if needed/ 
Still with discounts as high as any in the industry. Ask about open dealerships. 


UARCO BARRINGTON, ILLINOIS 


factories: Chicago; Cleveland; Oakland; Deep River, Connecticut; Watseka, I/linois; Paris, Texas 
VISIT OUR BOOTH 220 AT THE NSOEA CONVENTION IN CHICAGO, SEPTEMBER 23-26 
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HRHH HARTER SEATING CENTER DISPLAY 


organizes chair selling — increases chair sales — takes minimum floor space 


QM HeeRTER Shity Or 








Tailored to meet your requirements within the limitat 


your available floor space, the compact Harter Seating Cente 
is furnished free of charge to you as it appears here c t 
more limited version without the two outside pegbc 
panels. The full-size display is 14 feet long 

version is 7 feet long. The left-hand central display 


A customer can feel a Harter chair’s comfort. He 
can try the adjustments. Harter chairs give you 
tangible features to sell. So, concentrate on chair 
sales first. Orders for other office equipment will 
follow. Harter makes it easier for you to get 
started on the right track immediately with this 
special free Seating Center display. 

A Seating Center in your store is a tremendous 
help to you in selling chairs. It helps you “‘sell-up”’ 
by bringing all Harter chairs together in one 
central, organized spot for comparison. Chairs 
are arranged by price and type from the center 
out. You start in the center, pick the chair type, 
work out and down in price and then back up. The 
customer tries, sees, and buys. 

You have a choice of two displays. One combines 
a complete representative stock of 16 chairs and 
the full 14-foot display. The chairs are uphol- 
stered in a variety of colors and fabrics to empha- 
size breadth of choice. Harter also furnishes with 
this fine Seating Center display a valuable copy of 
our complete upholstery and color Visualizer at no 
additional charge. The complete display with 
chairs takes only an 8x16 foot section of floor space. 














the f the various types of chairs. The 
central disp 0 shows individual Harter 
ctions. Shelf holds liter- 

contains samples of 

be used to show 


SPECIALIZING IN HARTER CHAIRS HELPS YOU SELL OTHER OFFICE EQUIPMENT 


The smaller package, for dealers “pinched” for 
space, consists of 13 chairs. The display is re- 
duced to its basic two central panels, sign and 
shelf, and the Visualizer. The result is a dominant 
floor display and demonstration center concen- 
trated in an area of only 8x 12 feet. This is ideal 
for increasing sales in the small store. 

Dealers who have used the Seating Center plan 
have increased sales up to 25%, and so can you. 
You sell faster and easier. Your customers find 
exactly what they want for more complete satis- 
faction. You have fewer call-backs and you re- 
ceive larger, more immediate orders of chairs as 
well as other equipment. You’ll sell more of every- 
thing by becoming a Harter chair specialist, now. 


Find out all the benefits of becoming a Harter dealer. There's 
no obligation. Also receive free literature on the entire Harter 
ine by just mailing this coupon along with your name and 


letterhead to; 


HARTER CORPORATION 
925 Prairie Avenue, Sturgis, Michigan 
Canada: Harter Metal Furniture, 139 Cardigan St., 
Guelph, Ont 


es-Harter, S.A. Lage Iseo 96, Mexico 17, DF. 
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TELL-AND-SELL PACKAGING 





FOR THE MONTHLY PLANNING OF BUSINESS An 
SOCIAL ENGAGEMENTS, WITH MEMO Pa : : 
pr 


No 1200 


. Wonth . : jh. ‘ I Glance 


APPOINTMENT BOOK 


= 


IT’S A WORKSAVER 


Front displays number, title, uses to your 
customers; spurs self-service. End identi- 
fies shelf stock. Double identification for 
easy sales and inventory taking. 


IT’S A DISPLAY MERCHANDISER 


Die-cut yoke shows colors and other details 
of rich bindings, gold-stamped titles, when 
top is opened. 


IT’S A PROTECTIVE CARTON 


Designed to protect Eaton’s Nascon 
Record Books and deliver them to your 
customers fresh from our craftsmen’s hands. 


NASCON PRODUCTS DIVISION, EATON PAPER CORPORATION, PITTSFIELD, MASSACHUSETTS - 
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APPOINTMENT BOOK 


aton’s 


OF NASCON “AT-A-GLANCE” 
RECORD BOOKS 


IT’S HANDSOME. Eaton's new 
Nascon“At-A-Glance”® Record Book 
packaging tells-and-sells by giving 
all the information your customers 
need to serve themselves from wall 
rack or counter-top display. It also 
provides all the cues your sales- 


people need to sell more efficiently. 


These wonderful sales features, plus 
simplified stockkeeping and perfect 
merchandise protection add up to 
extra profits you get from Eaton's 
Extra Effort in packaging America’s 
longest, strongest and finest Record 
Book line. 

“Sell best because they tell best.” 








Products 


Showroom: NEW YORK, 475 Fifth Avenue 
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People and Events .. . continued 


Rotarian Stationers Meet in Japan Convention 


Several Rotarian visitors from the 
United States, Canada and Australia 
were guests at a recent Rotary Conven- 
tion in Japan. The group represents 
people from the office appliances busi- 
ness field who heard talks by Japanese 
members which were interpreted as 
were comments by the visitors. The 
Mitsubishi Pencil Co., Ltd., was local 
host for the stationery group assembly 
Leo J. Blied, front row, third from 
left, Blied Printers-Stationers, Madison, 
Wis., was one of the U.S. visitors 


ADVANCO PUNCHLESS PAPER HOLDERS 
Hi-Strength, Lo-Height, Split Second, Super Tight 


achless binding 


INTERNATIONAL 
PATENT 
PROTECTION 


ONLY 2 PARTS . -- Bate: and Spring Steel, Long 


Length, Flat Compressor. Works 
with fingertip pressure. No Wires. No Coil Springs. Never loses its 


shape. 
: SIMPLICITY ITSELF! 


Lo-height means minimum chafing and wear on binders. Expedites 
quick insertion and removal of sheet from any place in binder. 


Bulldog-grips 2" capacity (appr. 150 sheets). 
Letter & Legal sizes 
Now available in 6 inviting colors: 


RED - GRAY - BLACK - TURQUOISE - YELLOW - ORANGE 


25 of a color to the box. Also 25 in assorted colors to the box. 
Send for new catalog and price sheet, or. ORDER TODAY! 


ADYACo 


MADE IN U.S.A REG. U.S. PATENT OFFICE 


ADVANCO PRODUCTS, ILNC. 
76-05 51st Avenue, Elmhurst 73, L.!., N.Y. 


Closing Old Plant 


Smith-Corona Marchant Inc. is 
selling its idle Syracuse manufacturing 
facilities to the Bersani Realty and 
Construction Inc., on a five year con- 
tract basis. 

The facilities are presently partially 
occupied by SCM accounting and engi- 
neering personnel who will move to 
a new building in Dewitt, a suburb 
of Syracuse. The Syracuse plant 
formerly housed office typerwriter 
manufacturing which is now con- 
solidated in the company’s modern 
facilities in Cortland and Groton, N.Y 


Gunderson Office Supply Sold 


Boone Office Supply Co. Inc., 
Louisville, Ky., has acquired the 
Gunderson Office Supply and Equip 
ment Co. The firm has been in busi 
ness for 47 years at 126 S. Fourth, 
Louisville 

New officers of Gunderson are: 
RALF C. Boone, president; CHARLES 
I. BOONE, executive vice president 
and manager; M. J. BOONE, secretary 
treasurer, and JACK KISER, sales man- 
ager. 

The business will be continued at 
the Fourth St. address under the Gun- 
derson name. 


Exhibited In Russia 


The Sturgis Posture Chair Co., Chi- 
cago, is having several models of its 
fiber glass chairs exhibited in Russia 
this summer. They are part of the 
United States Information Agency 
sponsored SOOO square foot exhibit of 
American made plastic products. The 
exhibit will be shown in three Russian 
cities. 


OA-9 /61 





Radio Communications 
Department Created 


Gilbert Fell, general manager for 
the Independent Supply Co, Inc., of 
Columbus, Ohio, has appointed Merlc 
E. Dietz as division manager of the 
firm’s new radio communications 
department. Independent Supply has 
been named dealer and distributor for 
many makes of citizen band two-way 


radio ¢ quipment 


Informative Manual 


Guides In Free and Fair Com- 
petition” is the title of an informative 
74 page manual which contains in- 
trade 


formation on _ destructive 


practices and anti-trust. The six 
chapter booklet is designed to be used 
by trade assocations as a seminar text. 
Price is $2 per copy. Booklets and in- 
formation are available by writing 
Donald S. Frey, 1514 Elmwood Ave., 


Evanston, III. 


Adds New Line 


The Dorson Corp., Chicago, re- 
cently acquired all rights and interest 
in the Eclipse Time Stamp line manu- 
factured by the A. D. Joslin Co., 
Manistee, Mich. Dorson is handling 
dealers orders and will manufacture 
the Eclipse Time Stamp line. 


Pass The Award 


Koh-I-Noor, Inc., had an interesting 
happening after its recent ‘National 
Pencil Week” window display contest. 
Among the winners were seven college 


bookstores, including a store at Dade 
County Junior College, Miami, Florida. 

Irving M. Ellis, store manager was 
a fourth prize winner in the Koh-I 
Noor contest. Ellis turned his prize of 
$25 over to the college. The money 
was added to a revolving loan fund 
for needy students. 


Heavy Fire Losses 


Allen Business Machines of Fort 
Lauderdale, Fla., recently was hit by 
fire which gutted the interior of the 
firm and caused an estimated damage 
of $50,000 to $70,000. 


Like\with the 


Greatest of Ease! 
JUSTRIATE TO-&-FRO Envelopes 


It’s easy for you to fatten your pocketbook 
offering Justrite To-&-Fro envelopes to 
your customers. The line covers every 
situation that calls for carrying a message 
to the addressee and bringing back a reply. 


Branch Office Moves 


The Boston office of the Mosler 
Safe Co. will move from Boston to 
the Mosler Building in Bear Hill In- 
dustrial Park on Route 128, Wal- 
tham, Mass 

The move of the commercial and 
bank sales departments and the serv- 
ice department will enable the com- 
pany to give better service in the New 
England area. This office serves banks 
and savings and loans in Massachu- 
setts, Rhode Island, Maine, Vermont 
and New Hampshire 


Hold Dealer Meeting 


More than 100 dealers and their 
salesmen recently attended a regional 
sales meeting of Harter Corp. in 
Sturgis, Mich. insert-add from Ohio, 
Michigan, Wisconsin, Illinois, Ken- 
tucky, Indiana and West Virginia. 

The meeting was the first of a series 
which Harter Plans to hold through- 
out the country. 

Meetings are being conducted by 
ROBERT SPEICHER, Harter sales man- 


ager 


Type/rite Makes Move 


The Type/rite Corp., manufacturer 
of Sea Foam bond carbonsets, has 
moved to new and larger facilities 


at 114 Beach St., Rockaway, N.]. 
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Whatever the job. . 
payments, fund drives, order forms, etc. 

. . there’s a Justrite To-&-Fro envelope 
for it, that you can sell at a nice profit. 
Send for samples and prices of To-&-Fro’s 
(and other fast selling envelopes) right now. 


. collections, utility 














Three Modern JUSTRITE Factories 
NORTHERN STATES ENVELOPE CO. 
300 East Fourth Street «¢ Saint Paul 1, Minnesota 


JUSTRITE ENVELOPE MFG. CO., INC. 


523 Stewart Avenue, S.W. « Atlanta, Georgia 


Direct to you— 
we do not sell consumers 


NATIONAL JUSTRITE ENVELOPE CO, 


2220 West Beaver Street « Jacksonville, Florida 
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People and Events . continued 


Charmatz Obtains Interest in ODC 


M. CHARMATZ has acquired a 
controlling interest in the Office 
Development Corp. with offices 
located at 225 W. 57th St., New 
York, N. Y. The firm imports sur 
face coated papers, including cor 
rection papers and copy paper for 
“Thermo-Fax’’ machines 

Prior to acquiring ODC, Char 
matz was vice-president of the 


Kores Mfg. Corp. 


M. Charmatz 


Rules for Record Retention Now Available 


The new sixth edition of “Retention and Preserva- 
tion of Records with Destruction Schedules’ has just 
been published by Record Controls, Inc. 

Designed to help office managers organize a reten- 
tion program, the book includes chapters on taking in- 
ventory of records, space-saving equipment and the 
advantages and disadvantages of microphotography. 
Federal and state laws affection the retention of records 
are also listed. The book concludes with a tabulation 
of over 300 common papers found in a normal business 
office, with length of time retained. 

A copy of “Retention and Preservation of Records 
With Destruction Schedules’ may be had for $5.00 
by writing to Record Controls, Inc., 209 S. La Salle St., 
Chicago 4, Ill. 





Columbia Ribbon & Carbon 
Signs German Paper Firm 


The signing of an agreement between Columbia Rib- 
bon & Carbon Mfg. Co. and Hoffmann and Engelmann 
of Nuestadt, Weinstrasse, Germany, to manufacture 
Columbia's Colitho Division's line of offset duplicating 
plates for European markets was announced by HENRY 
B. HOLMES, executive-vice-president 

Dr. RUPRECHT PIRZER will head the program for 
Hoffmann and Englemann. A native of Germany, Dr. 
Pirzer spent five years as a research chemist with the 
West Virginia Pulp & Paper Co. 


Visitors View Techniques 


The Bates Manufacturing Co., West Orange, N.J., facilities 
were toured recently by ten German industrialists. Fred R 
Koening, left foreground, general manager for Bates, explains 
a stamping operation to the visitors who were on a three week 
tour of 15 plants in the US to observe American production 
techniques 


For the Style You Want in Wood Office Chairs... 


JASPER SEATING HAS THE LINE! 


i” New —a Low-Priced 
Library Chair 
Styled Out of the 
“Utility” Class it 





MODERN 
SCANDINAVIAN 
TRADITIONAL 
FUNCTIONAL 























This new birch library chair has styling that takes it out of the 
utility class, but the price is modest and the fabrication is sound. 
There’s salable styling in the wall-saver design, steam-bent back- 
posts and top slat, well-rounded corners, and deep, comfortable 
saddle seat. There’s an extra measure of sturdy construction in 
the strengthening corner blocks, double-dowled rails, and chucked- 
and-glued stretchers and cross stretchers. Equipped with rubber 
cushion glides and finished in any of the standard Craftsman 


finishes. 


One of 113 chairs 


to meet every style 


No. 753 
Library Chair 


for office, 


No. 753-TL — same styling 
with turned front posts and 
satin chrome ferrules. 


and functional need 
school, by JASPER SEATING COMPANY 
library, cafeteria, 


and courtroom. 





RAFTSMAN Cuairs 


Jasper, Indiana 
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Guest Chosen For Eastern Meeting Lynn Paper Now in West 


Lynn Paper Products Mfg. Co. has opened a 
California branch plant, located at 667 S. Clarence St., 
Los Angeles, where it will manufacture its line of paper 
rolls for cash registers, adding machines and teletypes. 
Sales will be handled under the familiar name, ‘‘Ritten- 
house Paper Company” from the same address. This 
will result in better delivery and lower delivered prices 
for its many West Coast customers. 


Milwaukee Chairs in Drafting Room 


Mrs. Paul McWilliams, wife of past NOMDA president, F ¥ 
selecting ticket for the guest couple at the Combined Con i 
vention of Canadian and Eastern Regional OMDA to be 

held in October at Kiamesha Lake, N.Y. Mr. & Mrs. Leon 

I. Walling, of Dearborn Office Machine Sales and Service 

Co., Dearborn, Mich., were the lucky winners. Drawing was 

at the recent NOMDA convention, Bob Woletz, president 

Eastern regional OMDA, right, and Doug Waters, president 

of Canadian OMDA 


Blaisdell Rocky Mountain Outlet 


Blaisdell Pencil Co. of Bethayres, Pa., has ap- 
pointed the Gregory-Ellerston Co. as sales representa- 
tives for the Rocky Mountain states. O. A. GREGORY 
and JIM ELLERTSON will call on stationery dealers and 
wholesalers in Colorado, Utah, New Mexico, Wyoming, 1 ' 
Idaho, Montana, and El Paso, Texas The Worden Allen Co., Milwaukee, Wis... was recently fur 
Ue UV, A ‘ « i . ‘ 4 re - Ae . ~ . 
nished by the Forrer Equipment Co., of the same city, with 


174 metal chairs from the Milwaukee Metal Chair Co. Shown 
Glenarm Pl., Room 207, Denver 5 Colo. above is a portion of the drafting room 


The Gregory - Ellertson sales office is located at 2011 





with SNAP-APARTS and 
CONTINUOUS FORMS 


a —— from INTERNATIONAL 
PROFit: BUSINESS FORMS 


With International Business Forms, you're sure of: 


sas serena v0? 


foes aves THEA 


QUALITY PRINTING, produced on high speed rotary equipment. 
COMPETITIVE PRICES and LIBERAL DEALER DISCOUNTS. 
DELIVERY PROMISES you can count on. 

FAST QUOTATION SERVICE, 24 hours or less if necessary. 


EASY-TO-USE PRICE LIST. 


WRITE TODAY TO NEW DEALER DEPT. 4 FOR 


COMPLETE INFORMATION NTeome)-| Mic? Bale), Mie) mete) 0] -1-1: REMEMBER - - 


INTERNATIONAL BUSINESS FORMS We sell through 
> —— — 4 DEALERS ONLY 


————, ono i eh ie ae 
1600 E. 26th St. e Little Rock, Ark. never direct. 





NEW PROFITS 
with MODEL 99 


Nutt Adieiide 


Spirit Process Addresser 


Now with 
“AUTOMATIC DRIVE” 
on moistening roller 


oratio 


M 
seat om Higher Spee Hor Prints 


NEW PRECISION ADDRESS 
CARD FEED — GREATER CARD 
HOPPER CAPACITY 


assures high speed — trouble free operation 


Designed for FAST, LOW COST addressing of: 
ENVELOPES @ POSTCARDS © CIRCULARS @ STATEMENTS 





NO PLATES - NO STENCILS - NO GELATIN - NO INK 





Prints from paper address slips prepared 
in a standard typewriter —or written with 
a ball point pen. 


Address card has ample area for keeping 


records. Use it for record information as well 
as address information, if you wish. 


NATIONALLY ADVERTISED * FULLY WARRANTED 


For further information write or call 


MASTER ADDRESSER COMPANY 
6500 OA West Lake Street Minneapolis 26, Minnesota 


America’s leading manufacturer of low cost 
spirit process addressers ond duplicotors 





People and Events continued 


Interchemical Wins Farm Journal Award 


Charles M. Scholz, vice-president, coated fabrics division, In 
terchemical Corp. (center), is shown receiving the Farm Jour 
nal, “Use-Tested and Approved” seal from Richard J. Babcock, 
president of Farm Journal, and Mary Sheldon, director of the 
magazine's Family Test Group. The award was made on the 
basis of extensive use-tests of Ventilan,”” Interchemical’s new 

ny! fabric for office, home, and institutional use, in the 
homes of Family Testers throughout the country 


C. j. Welch Forms Own Company 


Charles J. Welch has announced his resignation as 
western district sales manager of Jens Risom Design, 
Inc. He has resigned for the purpose of forming a new 
company to represent manufacturers of furnishings and 
related merchandise to the business, institutional and 
commercial trade in the 13 Western States and British 
Columbia. 


New York Stationers Begin 
Management Seminar Series 


More than 80 dealers in the Metropolitan New York 
area went back to school recently when Prof. Edward 
Kallmann gave a class in high finance. Arranged by and 
under the auspices of the Stationers Association of New 
York, Inc., member and non-member dealers, and a 
few manufacturers gathered at the Fifth Ave. Brass 
Rail restaurant to hear Kallmann speak on the topic 
Are You Building Equity or Just Earning a Living.’ 

Kallmann’s remarks delved into the proper ratios of 
current assets to liabilities, how to test the ratio of 
liquidity, how to use judgment in the ratio of owned 
to borrowed capital, and capital assets to net worth. 

Using as a working example, a balance sheet and 
profit & loss statement of a hypothetical stationery re- 
tailer, Kallmann gave instruction in the essential 
standards which must be used as a measurement in order 
to effect sound, successful financial structure. He dem- 
onstrated clearly that this does not come about through 
divination, or haphazard trial and error. 

This was the first in a series of Management Develop- 
ment Seminars planned by the Stationers Association of 
New York. President of the association, HAROLD HEIN 
of Midcity Press, Inc., announced that further meetings 
would be held in the fall. Topics and exact dates of the 
seminars will be announced shortly. 
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ON DISPLAY WITH OTHER TEMPO PRODUCTS - NSOEA - CHICAGO - SEPTEMBER - 23-26 


No other method of multi-copy repro- 
duction — whether it be office copier, 
offset or letter press printing — can come 
even close to the Tempo duplicating 
process for economy and still produce 
quality copy. Just look at the low cost 
per copy including stencil, ink and paper. 
Copies Total cost Cost per copy 

10 15¢ 1'4¢ 

25 19¢ 45¢ 

50 25¢ Vog 

100 40¢ a5¢ 

1000 2.65 lad 

5000 12.55 Vd 
All you need is a Tempo stencil and a 
TEMPO Geha duplicating machine. Any 
office worker — trained or untrained — 
can type a stencil in minutes and quickly 


MILO HARDING COMPANY -Est. 1904 
Washington, D.C, ¢ 


Los Angeles ¢ Pittsburgh ¢ San Francisco « 
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©1960, MILO HARDING COMPANY 


run off the desired number of quality 
reproductions. Copy with photos or 
drawings can be faithfully reproduced 
with Tempo-tronic or photographic 
stencils available through the Tempo 
dealer in your city or direct from us. 


With the Tempo duplicating process you 
can now produce all types of fine copy — 
black or colors — right in your own office 
— at a fraction of the former cost. 


Write today on your letterhead for full 
information. 


Manufacturer of everything for 


stencil duplicating 


217 Tempo Bidg., Monterey Park, California 
Mexico D.F. and dealers everywhere 
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Errors 


annoying 


AMAZING 


CUSTOMERS APPRECIATI 

the fact that there's nothing lik 
a Graypoint to soothe a secretary's temper, 
smooth away annoying errors, to save typi 
time. 
Typists appreciate wood-cased Graypoint Erasers 
made like a pencil, comfortable and convenient to 
hold, like a pencil. Sharpen in a pencil sharpener ot 
with a knife, like a pencil to a point that picks out 
typing errors cleanest, fastest. Graypoints won't rol 
off typists’ desks. 
Graypoint luxury gray rubber erases letters and words 
so easily that girls get a thrill out of these superb 
erasers just as soon as they use them. Quite likely. 
executives never will notice the erasures. The time 
each girl saves multiplied by the number of typists in 
an office creates substantial reduction of overhead 


Feature Weldon Roberts Graypoints to typists, to 
business firms. You can sell Graypoints by the box 
—- by the gross. FAST! Order today. 


WELDON ROBERTS RUBBER CO. 
365 Sixth Avenue Newark 7, N. J. 


World's Foremost Eraser Specialists 


Correct Mistakes in Any Language 
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People and Events 


NSOEA Adds Western Field Office 
NSOEA President J. Howarp * 


PATRICK has announced the ap- 
pointment of WILLIAM W. Goss 
to the newly-created post of west- 
ern manager, NSOEA. Goss re- 
signed his position as president of 
the Shaw & Borden Co., Spokane, 
Wash., to accept the appointment. 

This announcement followed 
immediately upon the decision William Goss 
made by NSOEA’s Executive Committee to expand the 
field services of the Association. (Personalized field 
service was cited as one of the ‘‘greatest needs’ of the 
Association in the recent management study report made 
by Rogers, Slade & Hill.) The Executive Committee 
authorized CHARLES M. MorTENSEN, general manager, 
to establish a field office in the west, and to add a man 
to the Washington staff to work out of the headquarters 
office. The appointment of Goss as western manager 
marks the official inauguration of the new field pro- 
gram 

Goss’s duties include: To call on individual dealers 
and assist them in using NSOEA facilities, such as the 
manuals dealing with accounting, inventory control, ad- 
vertising and publicity, and other management prob- 
lems; To acquaint non-member dealers with the ad- 
vantages of belonging to NSOEA; To assist governors 
and Travelers Clubs’ presidents in planning and con- 
ducting district meetings and other regional activities; 
To assist local stationers’ organizations in planning and 
conducting local meetings. 

Goss’s experience in the industry includes the prac- 
tical experience of having owned his own office supplies 
and equipment store, in addition to having held top 
executive positions in other firms. He has also served in 
association posts with NSOEA and the Spokane Sta- 
tionery and Office Equipment Association as immediate 
past president. 


International Photocopy 
Opens Research Center 


Otto A. CLARK, president of 
the International Photocopy Corp., 
has announced the establishment 
of a new Research and Develop- 
ment Center and manufacturing 
plant in Cleveland, Ohio, Produc- 
tion and assembly of the com- 
pany’s photocopy machines will be 
consolidated in the new plant. Of 
special interest are the electronic Karl Murgas 
research laboratories provided specifically for the devel- 
opment of an office copying machine which, according 
to Clark, will reproduce all images in photographic 
quality without the use of a developer chemical. 

Heading the Research Center is KARL Muraas, Re- 
search Director. Murgas’ background includes extensive 
work in the field of electronics, principally in the de- 
velopment and manufacture of communications equip- 


ment, 
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MASTER TIME AND SPACE WITH ROYVALMETAL 
Our new “100” desk and “300” seating lines (above), contain the most persuasive new office furniture selling ideas in years. 
Ideas you can talk! Design. Flexibility. Employee efficiency. Effective use of flocr space. That’s what will make them best sellers 
for you. What’s more, the most persuasive national advertising program in Royal Metal history is creating new and interested 
prospects for you. To help you sell them, exciting local advertising and promotional aids are available—including mats, direct mail, 


a choice of showroom displays, and radio/TV spots. Capitalize on opportunity — NOW. It’s all yours because Royal Metal sells 


Park Ave., N. Y. 16. sHowrooms: New York, Chicago, Los Angeles, San Francisco, Seattle, Atlanta; Galt, Ontario. 


ROYALME- TAL 


only through authorized dealers! Write or call for full information today. ROYAL METAL MFG. Co., Dept. 11-1, One Kajol 
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People and Events continued 


New Facilities For American Stencil 


Construction is underway on a new one-story com 
bined office, factory and warehouse facilities for the 
American Stencil Manufacturing Co., 

The building will cost approximately $400,000 and 
have available 45,000 square feet of space. On com 
pletion the new facilities will enable American Stencil 
to increase its production of its present product line 
and begin manufacturing new items. 

Over the last 15 years the firm’s sales have grown 
from $170,000 to an estimated $1.5 million for 1961 
American Stencil has about 3000 dealers marketing its 
products in the United States and overseas. 


Denver, ( olo 


Xerox Corp. New Name Established 


Xerox Corp. is the new name of the 55-year old 
Rochester firm, formerly Haloid Xerox, Inc. The change, 
effective June 1, was approved by shareholders at their 
annual meeting. 

In a letter to shareholders, JosepH C. WILSON, presi 
dent of Xerox Corp., also announced that the firm's 





QUALITY PASTE INK 


CARTRIDGES FOR 
REX-ROTARY MODEL 
D/270 — D/280 — 0/490 


CARTRIDGES 
FOR BDC — M-4 
DUPLICATORS 


TUBES: FOR GESTETNER 
& ALL HAND OPERATED 
DUPLICATORS 


EMULSION TYPE — DRIES IN 20 SECONDS 
AMERICAN OFFICE EQUIPMENT COMPANY 


24 EAST 2\st STREET, NEW YORK 10, N. Y. 
DEALER INQUIRIES INVITED. 


application for listing on the New York Stock Ex- 
change has been approved. 

Concurrent with the corporate name change, a new 

autonomous division, Haloid Photo Division of Xerox 
Corp. was established. Under the direction of HAROLD 
S. KUHNS, vice-president, the new division will handle 
all manufacturing and sales programs of the firm’s line 
of photo products. 
“electrostatic 
copying and printing equipment has accounted for an 
increasing majority of our annual sales and earnings, 
both of which reached new highs in 1960. Total sales 
last years were $37,074,000 and net income was $2,- 
598,000. Sales for the first quarter of 1961 were up 
17% over the same period in 1960 and net profit for 
the quarter increased 58%.” 


‘In recent years,’ according to Wilson, 


Nord Patents ‘Auto-Flow’ Process 


Nord Photocopy & Electronics Corp. has been granted 
‘‘Auto-Flow” process for dry 
handling chemical solutions used in photocopying 
machines, EUGENE KRON, president of Nord, an- 
nounced. 


a patent covering the 


The process, which was originally developed by Nord 
engineers, has been widely copied in the photocopying 
industry, Korn stated. Nord’s patent No. 2,989,913 
was issued on June 27, 1961. 

The newly issued patent covers primarily the means 
by which the developing solution is handled and solves 
the problems of manual handling of chemicals and 


oxidation of chemicals left in open trays. 








The Fastest Change in the West 
(North, South, and East, too!) 


“‘HI-SPEED”’ MONEY CHANGER 


Millions in Daily Use 
Be a quick change artist with this 
Hi-Speed’’ Money Changer It features 
adjustable barrels which eject up to 
five coins in split seconds. A_ light- 
weight and completely reliable mech 
anism made of durable metal for maxi- 
mum rigidity, the ‘‘Hi-Speed’’ changer 
provides exclusive solid-base  desigr 
and safety locking device. Avail 
able in four and five tube models and 
three tube model without locking de 
vice. Ideal for: routemen, ice cream 
vendors, newsstand vendors gasoline 4 Tube Model 
stations, restaurants, buse (Hlus.)—$5.75 List 
cabs. Keep one in your car Also available 


highway tolls. Write Dept 
wholesale prices and descriptive folder 3 and 5 Tube Models 


J. L. GALEF & SON, INC., 85 Chambers St., N. Y.7, N.Y. 

















IN BANKS, STORES, OFFICES, SCHOOLS ... 


WHEREVER MONEY IS COUNTED 


COIN CHANGERS 
DISPENSES PENNIES 
THROUGH DOLLARS 








CHIPBOARD, 
COLOR KEYED® COIN BOXES 
PENNIES THROUGH DOLLARS 


COLOR 
KEYED® 
ALUMINUM 
WRAPPED 
COIN BOXES 


_ YOU CAN COUNT ON 


SEND FOR FREE DEALER CATALOG #WD-61 


nd fully illustrated All 


§, MAJOR METALFAB L— fi 


ng the latest 


n your letter 


MAJOR METALFAB, INC. 


P.O. Box 3323 © Merchandise Mart ¢ Chic 











—_WiCTORS: 

BOOK ISI : 
ISA PORTABLE 
PROFIT-MAKER 
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This versatile Victor Book Visible is such a useful, portable fact file, that 
many Victor dealers pull one or more out of stock for keeping their own 
records. Bound like a fine book in leather-like brown vinyl, its overlapping 
pockets inside each cover hold as many as 1/8 information-filled cards, 
each with an exposed visible margin for instantaneous reference. 


Perhaps the most important feature from your selling point of view is 
Victor Book Visible’s portability. Here is a compact visible record that 
holds an amazing amount of information yet can be easily carried in a case 
or stowed in a drawer. Salesmen on the move, business executives, real 


For Junior-Size 
Visible Filing 


Made of durable press- 
board, and with a small 
capacity, the Victor Recor- 
dex is a thrifty alternative 
for those who require a 
smaller capacity. 
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estate men, club and hotel managers—any businessman who needs a com- 
pact, portable source of information—is a sure customer for Victor Book 
Visible. There are Victor Book Visible units to hold all the most popular 
card sizes, 5x3, 6x4, 8x5 and 8x6—in various capacities, and they're 
all priced to bring you top profit. 


Remember, too—there’s profitable “repeat business” in every Book unit 
you sell. Your customer sets up his record with his choice of over 125 
stock card forms and title inserts along with a variety of colored signals 
that he'll need and buy again for the long life of the book unit. 


See your Victor salesman for full information on Victor Book Visible, 
another profit-making product your customers ask for by name—VICTOR! 


VICTOR SAFE 
& EQUIPMENT 


Remington Fland Systems 


DIVISION OF SPERRY RAND CORPORATION 
122 EAST 42ND ST NEW YORK 17.N ¥ 





A GOOD 
NUMBERING 
MACHINE 
AT %16.50 LIST 


..- A PRICE YOUR 
CUSTOMER WILL PAY! 


No. NM-2H, Size 2. Six 
wheel; consec., dupl., trip., 
quad. Chrome picted. 
List (incl. excise tax) $16.50 
less our regular discount. 


SOLD ONLY THROUGH DEALERS 
LOUIS MELIND CO. 


FOUNDED 1893 TELEPHONE GR 7-4200 
3524 NORTH CLARK STREET, CHICAGO 13 





HANGING 
FOLDERS 


DURAFLE 


Designed to 
Increase 
Filing 
Efficiency 


@ The new Duraflex Hanging File 
Folder features heavy-duty, snap-on-slide-off 


plastic tabs, a time and cost saver 


Tabs position easily by sliding, cannot be dislodged; two sizes, 


4 and 1% , clear. 


Folders are super-tuff, blue-gray, long-wearing stock; have 
color matched, permanently attached steel hanger rods. Triple 


scoring permits ample expansion. 


Hanger rod parts have burr-free, rounded edges which reduce 


wear on frames, insure smooth sliding. 


Exclusive “bumper” guard positively prevents folder from 
rubbing against file frames, eliminates a major wear cause 
An exclusive Daco feature. 


Exclusive Dealerships Available 


Daco Card & Index Co. 


301 CONGRESS STREET, BOSTON 10, MASS. 


People and Events 


Pretty Coed Winner 


Winner of Forum 
on Education spon- 
sored by Smith- 
Corona Marchant 
Inc. at the 7th an- 
nual National Col- 
lege Queen Pageant 
ontest was Bonnie 
Jean Schafer, Mid- 
West C ollege 
Queen and one of 
12 coed contestants. 
Miss Schafer, U 
of Cincinnati fresh- 
man, placed 2nd in 
the National Col- 
lege Queen contest. 
She was awarded 
SCM’s Scroll of 
Honor and a Smith- 
Corona Coronet 
portable electric 
ty pew riter 


WSA Plans Industry Survey 


WILLIAM BootuBy (Central Ohio Paper Co.), chair- 
man of the Wholesale Stationers’ Association board of 
control, announced the mailing to all manufacturers 
and wholesalers in the stationers’ industry of a ques- 
tionnaire covering the practices of firms regarding 
minimum orders and freight charges 

The results of this survey will be included as a sup- 
plement to the 1961 Stationers’ Industry Manual, and 
will be sent to all holders of the manual. 

“the small 
order problem is the most serious problem facing man- 


In announcing the survey, Boothby stated, 


ufacturers and wholesalers in our stationers’ industry 
today 

A preliminary study has indicated that manufacturers 
ind wholesalers have no accurate idea of the consider- 
ible costs they incur with present practices on filling 
small orders 

DONALD S. Frey, legal counsel for WSA stated, 
accurate picture of what is being done throughout the 
industry will be of inestimable value to each manu- 
facturer and wholesaler.” 


A vondertel ool 


way to correct 
typing errors! / 





RETAILS 
FOR 
$1.00 


Just paint on—type over! 
» NOPAKE is a handy desk 


Dealers: 
mate for every typist. 


Send for Sample 
ind Discount Schedule 


LITHO-ART PRODUCTS, Inc 


1. Janssen Chicago 13 
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“Amerikka Tanaan” 





Finnish “Amerikka Tanaan" (America Today), 
US Industries Exhibition, in Helsinki, examine Smith-Corona 
Marchant, Inc., typewriters. Wearing striped coat is a trans 
lator-demonstrator for the exhibition. It was sponsored by the 
US Dept. of Commerce's Office of International Trade Fairs to 
and to stimulate 


visitors it 


show American economic 


trade 


SUCCESSES foreign 


Fend Sales Through Consumer Product 


The Fend Co., Pforzheim, Western Germany, an- 
nounces the appointment of Consumer Product Co., 60 
East 42nd Street, New York 17, N.Y. as 
tributor of its all i-color ball-point pen, the 
Vision, and the rest of the Fend mechanical pen and 


sole dis- 


new 


pencil line for the United States. 


Marley’s Opens New Showrooms 


The new office furniture showrooms of Marley's at 
320 Hiawatha Blvd. W., Syracuse, N.Y., were formally 
opened with more than 500 area businessmen, industrial- 
ists and civic leaders in attendance. 

An area covering 10,000 square feet will feature steel 
and wood office furniture with all accessories including 
carpeting, draperies, lighting and partitions. Interior 
decorating services are now available. 

The new department, which offers complete office 
planning services, is under the direction of CHARLES 
PURVIS, general manager. 





FUTURISTIC 
GALAXIE PLATENS 


and Office Machine Rolls 


Typewriter Tools — Parts — Supplies 
SERVING THE OFFICE MACHINE TRADE ONLY 


AMES SUPPLY COMPANY 


ATLANTA DETROIT 

1190A N. Highland, N.E. 6527 John C. Lodge Expwy. 

CHICAGO NEW YORK 

564 W. Randolph St. 37 Murrey St. 

DALLAS SAN FRANCISCO 

1232 Crampton St. 545 Mission St. 
CLEVELAND 
2145 Prospect Ave. 


AGENTS IN ALL PRINCIPAL CITIES 
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NO. 350 
PRESENTATION 
EASEL 


TM. repimered 


At last, a well constructed, 
reasonably priced lecturer's 
easel... which won't tip 

over! For sales presentations, 
lectures, demonstrations, 
displays. 


$25.00 List Price 


FOB: Glendale, L. |. 


EASELS MADE OF WOOD STAND UP BETTER! 

= 28” x 36” chalkboard with padholder @ 2 28” trays (2nd 

tray for storage) m Easy height adjustment: 44” to 80” = 

Portable # Compact @ Solid construction @ Attractive finish 
Please write for literature mentioning this publication. 


ANCO WOOD SPECIALTIES, INC. 


t= 2, eee eee y N Y 





THE VERY BEST VALUE 
IN COPYHOLDERS 


STAND-B 


® Patented Knee-Action Grippers 
Hold All Copy Securely 


eB 


o°W 2 12°H 16°W «x 12°H o"W x 16°H 








MAILERS STAMP 
aq  AFFIXER 


FET AFFIXES ACTUAL STAMPS AT 
150 PER MINUTE 
Holds roll of 500 stamps in 
many denominations 
DEALER INQUIRIES INVITED 
ome Request 24 Page Catalog 
SES of All ADDRESSING & MAILING 
—_ EQUIPMENT 


MAILERS EQUIPMENT CO., INC. 
Dept. AP, 40 W. 15th St., New York 11, N.Y. 
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for clear, concise communication rs a ae eg a 
riangle Business Machines s 
eee DRAMATIC Eight States to Distribution Network 
y DEMONSTRATION Extension of distribution of the new Triangle line ot 


—— ———— office photocopy equipment into eight additional states 
| iw 2 was announced today by Frank J. Marlow, vice president 
sales of Triangle Business Machines, Inc., Los Angeles. 
PORTABLE j Named distributor for Colorado, Nebraska and Utah 
CHALK WW iy was Universal Impression Products, 2945 W. 23rd Ave., 

BOARDS Denver, Colo., owned by H. H. SHELLENBERGER. 
Mirabella and Associates, Inc., headquartered at 220 


BULLETIN ! _— = : W. Monroe St., Chicago, will sell the line through 


dealers in Michigan, Illinois, Wisconsin, Indiana and 
BOARDS Iowa. HENRY MIRABELLA is the owner. 

Both companies will handle the Triangle photocopy 
equipment line; the recently introduced Dri-Mate, an 
COMBINATION accessory designed to overcome the color reproduction 

BOARDS Revolving and 4 limitations of heat process copying machines; and the 


Type Available ‘ : 
Styles, Each in 3 J Triangle line of transfer paper and supplies. 








A New Concept in Portable Boards; The firm, sole western manufacturer of photocopy 


Modern in Design and Practical equipment, introduced its line of products earlier this 

* Rugged without excessive weight year. It also has distribution in New York, California 

Lae) a a ane eae and Arizona, and in Canada through the distribution 
network of Roneo Co. of Canada, Ltd. 


| 2 Tubular Steel 
ee | / Board insert Channels and Chalk Trays of ‘ 
Neavy Extruded Aluminum Tony Baran Now Has New Address 


| He 
« ( Write for Complet Catal f Barrick . . ‘ ‘ ~ 
4 ws | se United Stationers Supply Co., office supply whole- 


BARRICKS MANUFACTURING COMPANY 


134 West 54th Street Chicago 9, Illinois + ets 
See us at NSOEA Show Space 705-706 Ave., N.W., Cedar Rapids, Iowa. His phone number is 
Conrad Hilton Hotel Sept. 23-26. 365-9893. 





salers in Chicago, announce that their lowa-Wisconsin 
representative, Tony Baran, is now residing at 1055 “F” 








IS THE NAME A proven Way 
$ to accumulate 


THAT FILING SYSTEMS 











HEDGES 
box files 








long on service * 


low on price * : ; : j STErxs$<rroNG 
COIN HANDLING SUPPLIES 


HEDGES cf q hy ' Sold exclusively through Stationers and 
Office Supply Dealers for over 40 years 





agate 
" % “ COIN HANDLING ACCSSSORIES 
card trays + a * Seal Presses * Legal Seals * Downey Change Trays 
: \ Teller's Moisteners * Currency Racks * Manual Coin 
new ond improved °* Counters * Packaging Trays * Linen Shipping Tags 
: z Steel-Strong Coin Trays & Lift Pans 
sturdy ond smart * oe On ae \\ COIN WRAPPERS 


Old Style * Rainb ° A ae © Busieall 
Kwartet * Tubular * Gunshell 

















write today for catalog and prices 


MANUFACTURING COMPANY BILL STRAPS 


1441 CIRCLE AVENUE iat ° Cee * Ge 
FOREST PARK, ILLINOIS ~ 


a —e rite for informat: 
> 
that makes things Easy to Find THE . L. DOWNEY CO. —- HANNIBAL, MO. 
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Award-Winning Window in Remington 
Contest 


z S __gé Finest 


The Chaffe Sales Corp., Kansas City, Mo., was awarded first ' 
riz a $1,000 U. S. Savings Bond—for this window display ' 3 . : . 
ies pabsee. eo preg en ' DURO’s White Bristle Brushes. Hand formed, inter- 


Remington portable typewriters, in the Remington Rand 
Portable Typewriter Division's “Rent Your Window’ display locked construction, individually bound 
ntest. Displays were judges on the basis of originality, ' \ and cured, long naturally curved bristles. 


2,200 


Se ae wee ee, ee ee Se eee : Even our inexpensive camel hair brushes 


participat d 


are hand tied and cemented. 


Honored by Standard Register Co. 423] Write for complete information 


ROBERT M. MILLER, Fort Worth, Tex., repre sentative URO Art Supply Co., Inc. 


or eS andarc ‘ 71St 2e < ) r ; 
. tandard R eS ( “y has been made a membe Subsidiary of Duro Decal Co., Inc. 

ot the firm's “On idred P 
econ undred Point Club ' 1834 Juneway Terrace Chicago 26, Illinois 


HIP! sf Sie Weve got your 
NUMBERER! 


REX ©® PACEMAKER © MONARCH 


Packed in beautiful counter and shelf 
display cartons containing one dozen 


of any size. 4 and 6 band capacities. 


OFFICE MANAGERS | [impressions SHOWN actual size \ 
AND PURCHASING AGENTS i No. 0 Numberer 

CHEER GUMPTION . . . | No. 0-4 Bands No. 046 Bands ee 

because nothing compares = | 12834 234567 yp Rd to 1” 


with Gumption’s superaction ‘e é | blies with any re- 
wit * | No. 1 Numberer quired number of 


rere clan socks . wel Nat No. 1-4 Bands No. 1-6 Bonds bands available 
graph and ditto ink stains — 1 2 3 4 2 3 4 5 6 +4 

carbon and crayon marks — 4 No. 2 Number 

From Linoleum and Plastic MY leading desk monefans: at Reads a No 34 ins 


Desk Tops. ay Pe 1234 234567" 


resells right off the counter . . . and only Gump- ¢ LT Liberal Profitmaking Fer pralindiliee epee 


tion brings man-sized profits that make it smart : , > : 
business to carry and display and feature Gump- ih. Discounts + Greatest with fast selling, nationally 
tion Desk Top Cleaner. Available in 12 and 36 & Abd ** Selection of Sizes & Styles known Marking Devices write 


07. cans ; se Mfectrate: : 
See us at NSOEA — Booth No. 343W e Guaranteed Quality for Muctvated cabiog. 





GUMPTION PRODUCTS CORPORATION CONSOLIDATED STAMP MFG. CO., INC. 


CHICAGO « DALLAS « LOS ANGELES « NEW YORK 


56 Reade Street @ New York 7, New York @ BArclay 7-8482 
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fundamentals... 


THE OFFICE FURNITURE DIVISION OF 
EISEN BROTHERS INC. 
1601 WILLOW AVENUE, HOBOKEN, N. J. 


Write for our 
GB FUNDAMENTALOG 


* 


everybody’s talking about 


» 600° ... 


MILWAUKEE’S METAL CHAIR VALUE TRIUMPH 


if you haven't seen it 
write today 


MILWAUKEE METAL FURNITURE CO. (Not 
100 N. Campbell Ave., Chicago 12, Ill. 








Upholstered Furniture of 
Distinction For Offices, 
Hotels, Institutions 


Write For New 
Catalog “ 


Shore Drive 
Illinois 


s Pontotoc, Mississippi 





eee W e are looking forward 


to seeing you in our regular 
NSOEA show spaces 504A, 
505A, and 507A, Conrad Hil- 
ton Hotel, Chicago, Ill., Sep- 
tember 23 thru 26. 


alma 


OR ian SRAM’ 


ALMA DESK CO. High Point, N. c. 


People and Events continued 
Familiar Bostitch Stapler 
Stops Traffic at Tiffany’s 


The Bostitch B8R 
office stapler has 
been stopping traffic 
at Tiffany & Com 
pany’s Fifth Avenue 
store in New York 
City. As the focal 
point in the window 
display, the stapler 
(retailing at $3.30) 
draws attention to 
three of Tiffany's 
gold necklaces 
valued at $985. The 
unique window dis- 
play, created by dis- 
play-director, Gene 
Moore, also utilizes 
white paper links 
stapled together, 
which help to sug- 
gest the design of 
the necklaces 


Two Brothers Celebrate 
Anniversary With Victor 


Although 350 miles apart, two brothers, ERNEsT F. 
and VERNON T. HIMEBAUCH, recently marked their 
twenty-fifth service anniversaries with Victor Adding 
Machine Co. 

In Cleveland, Ernest Himebauch manages Victor's 


Ernest Himebauch Vernon Himebauch 


Great Lakes Region while Vernon Himebauch is the 
branch manager in Charlotte, N. C. 

Before assuming management of the Great Lakes 
Region, Ernest was sales manager of the Victor Mc- 
Caskey Cash Register Division, and director of service. 

Vernon was a branch manager in Detroit, and Cleve- 
land, until he was selected to open a new Victor branch 
at Charlotte in 1955. 


Doubleday’s, Jackson, Mich., 
Holds Two-Day Grand Opening 


Doubleday’s Business Furniture, Inc., 301 Francis St., 
Jackson, Mich., held a grand opening on June 22-23. 
Office managers, purchasing agents and business owners 
were shown a complete line of business furniture and 
office equipment 

Doubleday’s is a franchised dealer for Steelcase, 
Mosler, Wabash and Postindex. The firm offers services 
for complete decorating service. 
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Addo-X Head Presented Plaque 


At the NOMDA convention Ed Feigle, NOMDA Ist vice- 
president, left, of Edwin T. Feigle Co., Houston, and Ed 
Knecht, right, of Peter Paul Mechanical Service, Cleveland, 
presented a plaque to George Agrell of Addo-X Co., New 
York, as an expression of appreciation. In April, 66 Addo-X 
dealers from all parts of the United States were treated to 
a two week trip to the Addo-X factory in Malmo, Sweden 
Many were accompanied by their wives. Other stops in- 
cluded Stockholm and Copenhagen. The plaque reads: “To 
the Agrell brothers and their employees whose generous 
hospitality and many kindnesses made our visit to Sweden 
most pleasant and memorable. American Addo-X dealers 
and their families, April 12-27, 1961.’ 


You'll find . . . 

“THE CROWN LINE” 
OF DATERS 
CLINCHES THE 
EXTRA SALES! 
guaranteed to 

outlast any 
competitively 

priced stamps 


on the market. 

Send for information 

on our complete line 

today! . 


R. A. STEWART AND CO., INC. 


80 Duane Street + New York 7, New York 


What gives this desk 
its big Selling Edge? 


Speedry To Expand Plant 


In an expansion of its production and shipping facil- 
ities Speedry Chemical Products, Inc. has purchased a 
property of more than 40,000 square feet of land at 
88th Street and 72nd Drive in Glendale, Long Island. 
The address is 84-20 72nd Drive. There are four one- 
story buildings now on the premises, one of 20,000 
square feet another of 10,000 square feet and two small- 
er buildings covering approximately 3,000 square feet. 
There is a railroad siding on the property. 

Speedry, which manufacturers Speedry Brushpen and 
Magic Marker applicators, plans to add another 50,000 
square feet of plant space to this property. Building op- 
erations will begin shortly. 

Into the newly expanded premises Speedry will move 
and combine most of its manufacturing and all of its 
assembly, warehousing and shipping operations. 

At the present time Speedry occupies space in a num- 
ber of locations in the Richmond Hill — Jamaica area. 
After the consolidation in the new plant it will con- 
tinue to maintain its main office and administrative 
headquarters at 91-31 121st St., Richmond Hill. Here, 
it will also maintain its chemical laboratories where all 
inks and patented formulae for its various marking de- 
vices will be produced in greatly enlarged quarters. 


= 


Good Design and Craftsmenship. .. 
plus the lifetime protection 


of DENSIWOOD* 


Lansing Branch Announces Promotions 


WILLIAM §S. ARTSDALEN, assistant manager of the , 
, , Pes 5 No dents, scratches or scuff marks! . .. No jagged edges or snagged 
ANSINE, Mich., branch of Gregory, May er & Thom, nylons! ... Those are the big selling pluses in furniture reinforced 
dealer in stationery, office supplies, furniture and equip- at edges, center posts, moldings and other wear points with amazing 
Densiwood. 


Densiwood is real wood made diamond-hard through . . . a patented 
process that retains all of the wood’s warmth and deep-grained 
richness. Here is beauty actually built to last a lifetime! 


ment, has been promoted to manager. He succeeds R. A. 
WHERRETT, SR., who resigned to accept a post with the 
General Fireproofing Co 

RAYMOND T. KERN, a salesman with the firm for 
several years, succeeds VanArtsdalen as assistant man- 
ager. The firm has a retail outlet and warehouse in 
Detroit and another branch store in Birmingham, Mich 


Send today for list of furniture manufacturers using this unique 
“lifetime” product. Write: 


LUNDSTROM LABORATORIES, INC., 200 Smith Street, Herkimer, N.Y. 
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People and Events use of business paper advertising” in Business Attraction 


sttliaieald the annual competition conducted by , 

; Associated Business Publications Millington-Lockwood, an office sup 

: . ar ) ; sly dealer in Buffalo, NY, attracted 
Appointed By Governor The top ABP award was Swing PY 
line's second in three years. In 1958 business one week this summer b 

Samuel A. Gilpin of Ottawa, Ill 

was recently appointed by the Gov- its advertising in connection with ‘ 

ernor to serve on the Illinois Public seasonal promotion of merchandise From 1 to 3 p.m. a free outdoor 
Aid Commission. Gilpin is an owner ) concert was presented in the down 
) ice supply company and a , ; town area featuring a different orches 

of an office supply company an New Feature Patented ° 

director of the National Bank of tra each day. As an added attraction 

Carmi. He was one of six new mem 


the mpany received a first prize for joining with other downtown met 


chants in sponsoring a Jazz Festival 


two pianos were given away at a priz 
$ riage The Garrett Tubular Products, Inc., : : 
bers appointed to the commission and 


drawing. Free entry blanks wer 
will serve without pay. 


available at Millington-Lockwood and 
other participating stores. The mer 
chants used newspaper advertising 


Garrett, Ind., recently was granted by 

the U.S. Patent Office a patent for 
° ° their ‘adjustable typewriter plant- 

Ad Award To Swingline ae ree. ee 


form.’’ Garrett has incorporated the 
bn and store displays to promote the Jazz 
Swingline, Inc., was awarded the adjustable platform feature in several P 


; a ee : Festival which turned out to be a 
1960 first prize “for the most effective of their stands and tables 
steady traffic puller. 





Truck Maintenance Guide 
You may be set on payroll... 


The mounting costs of truck fleet 
operations are the target of a compre 


But how about Accounts Payable? | toi ress“ 


nance Plan” offered by Gulf Oil 


( orp 
Clonial Only 2 simultaneous postings are needed to complete The plan has been developed pri 


the 2 Purchase entries and the 3 Disbursement marily for the operators of small and 

makes entries in accounts payable. Mailing the check in a 

2 window envelope completes this simple procedure. ae - 
The same savings in time and money are features SHEE MANNENSACE BAG COR COMO 

=o 3 of other Colonial Pay Systems for Payroll, Accounts The major elements of the Gulf 

= Receivable, Layaway, Budget Payment plans, to TFM Plan are a 72-page manual 


2 mention a few. which describes systematic preventive 


maintenance and how to establish a 





medium-sized fleets, stressing system 











bet 
sae 


maintenance program. Included are 
lubrication charts and a set of mainte 
nance record forms. Copies of the 
new Gulf TFM Guide may be ob 
tained by writing on your company 
letterhead to Gulf Oil Corp., Dept 
DM, Gulf Building, Houston 2, 
Texas 


Unusual Showcase 


The usual place to display oft 


‘ 


supplies is in the window of an office 
supply store. But recently a stapler 
manufacturer broke this precedence 


‘gan 


and put a display in the window of 
a Times Square, New York, bank. 


The display was a Swingline, Inc., 


-~67,0%° 
bale 


exhibit featuring a _ collection of 
antique stapling machines from the 


et 


company's private museum of early 
paper fasteners 

The articles were showcased in the 
Ninth Federal Savings and Loan Assn. 
bank’s windows. A combined messag¢ 
a tare » a 5 . a was promoted by the display entitled, 
Nile gay Colonial PAY Systems New Work 12.N. Leave It Loose And You Lose It 
. Swingline’s advertising manager 
Owen J. Ward said that bank windows 
are ideal sites to highlight promotional 
material of an educational or public 


DIVISION: COLONIAL SALESBOOK CORP. 
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service nature. And, he said the public 
relation potential of this particular 
medium has 


Especially Ward said by companies 


hardly been tapped. 


with products relating directly 
to smoother-functioning business 
practices 

Also, he feels displays like these 
offer an bank 


because it can attract people with an 


advantage to the 


interest in efficiency and savings. 


Similar exhibits of old and new 
staplers are being prepared by Swing- 
line for display in banks throughout 


the country 
Sales School Travels 


Royal Metal 
transported its Arnot division sales 


Manufacturing Co 


school west recently for the benefit 
of its western dealer salesmen. 

The company held a three-day sem- 
inar in Santa Monica, Calif. which 
was attended by some 60 delegates 
Agenda included classes in product 
knowledge, value and application of 
the division’s complete line of modu- 
lar office furniture and _ partitions. 
Dealers did practical work with the 
actual products plus practice assign- 
ments with office layout prints on 
which they planned, listed and priced 
material required. Visual and _ sales 
aids for product identification were 
used through audience participation 
The Santa Monica session is one of 
The oth- 
{-day seminars held in 
Arnot’s Jamestown, New York head 
juarters. The company 


eight planned during 1961 


er seven are 


reports that, 
approximately 500 dealers have gonc 
through the Jamestown school since 
the program was started three years 


ago 
Telephone Sales Conference 


Last month four thousand sales ex 
ecutives and 
Royal McBee Corp. held a national 
sales conference without moving from 


representatives of the 


their offices in 110 different locations 
throughout the United States 

Royal national 
conference by means of some 10,000 


accomplished the 


miles of telephone circuits from the 
company’s Port Chester, N.Y., head- 
quarters to district sales offices in 
every part of the country 

The Long Lines Dept of 
said it was the first time any indus 
trial corporation had utilized such 


widespread facilities for a national 
conclave of its personnel 


In a one-hour session heard over 
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AT&T 


loudspeakers in each field office, the 
salesmen were addressed by several 
company exec utives. 

Company representatives were told 
that Royal had completed the reorgan- 
ization and decentralization of its 
marketing operations and moderniza- 
tion of the Hartford, Conn., plant 


Force, Ajax Merge 


Force & Co., Inc., 
and its wholly owned 


The Wm. A. 
Brooklyn, N.Y.., 
subsidiary, Ajax Business Machines, 
Inc., Westbury, L.I., N.Y., will com- 
bine their office machine operations 


Both firms manufacture timing, dat- 
ing and numbering equipment as well 
other office machines. 

A 20,000 square foot manufactur- 
ing plant is under contruction in 
Plainview, Long Island. Besides man- 
ufacturing facilities, the plant will 
house the sales and engineering staff 
for the consolidation. 

The new firm, Force-Ajax, will be 
equipped to stay abreast of new de- 
velopments in data processing and 
needs in special combinations of mark- 
ing equipment. Force’s graphic arts 
division will continue operations at 





.. SEE 


See the newest in office furniture 


WESTERN MANUFACTURING COMPANY 


DEPT. 92 


in Room 360 during the National 
Stationery and Office Equipment 


Association Convention. 


CELEBRATE 


15th BIRTHDAY 


ROOM 360 


e DESKS 
e FILES 


the Brooklyn plant. 


HELP US 


WESCO’S 


e TABLES 


e@ CREDENZAS 


AURORA, ILLINOIS 








store planning 


‘o- 


Tweo Sales 
Dividends in 
Self-Service 


OVERALL VIEW of the American Office Equipment Co., Macon, Ga. In remodel- 
ing the store, the disadvantage of its relatively narrow width was overcome by 


irranging the display units to provide wide aisles for customer convenience. 


Extensive remodeling and the conversion to a self 
selection operation has paid dividends in two big ways 
for the American Office Equipment Co., Macon, Ga 
First, the store has received high civic praise as a leader 
in contributing to the modernization of downtown 
Macon. The second benefit directly relates to the popu 
larity and acceptibility of the remodeled store: office 
supply sales have increased and are still climbing 

T. C. Olmstead, the store manager, worked in con 
junction with Mrs. Virginia Ingram, American's interior 
designer, and Harry Bush of the Bulman Corp., who 
furnished the complete layout, merchandising patterns 
and display fixtures. 

Features of the pleasingly color-styled store includ 
a second floor area for office furniture display and an 
attractively-stocked executive gift department. An in 
crease of 33 percent in the amount of merchandise dis- 
played in the same 3,000 sq. ft. area has been achieved 
with island and wall units. 

The display fixtures are finished in bronze to comple- 
ment the pastel green and tan walls, beige terrazzo floor 
and charcoal ceiling in the main floor supply section 

An unusual aspect of the remodeling was the speed 
in converting to self-selection. After the layout, decor 
and equipment was approved and finalized, work was 
delayed until the July 4 weekend. The store was then 
competely emptied, repainted, refixtured and restocked 
during the holiday break—-and was ready and open for 
business on July 5. 





ALL KINDS OF OFFICE FURNITURE are displayed in 
the second floor showroom. Featured are such lines as 
Shaw-Walker, Globe Wernicke, Art Steel, Hamilton Cosco 
ind Sturgis Posture Chair 
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FROM STACOR ~ 


Ge Wi) ConLofsl te 


pnidulanr fsigu for Palo 


ig sore ofan 


L Series 


STACOR 
COORDINATE 


Atoating-boand tiéhion (; | X( le ) 


25 models in 3 basic groups: the “L”, “D”, and “DA” series. Modular 
interchangeability, combined with smart contemporary design for maxi- 
mum convenience and efficiency. Stacor COORDINATE GROUP 
drafting units are equipped with “toe-touch” floating board controls; 
adjoining reference desks have color-harmonized plastic tops, large 
shallow drawer, tool and full file drawer . . . all in double-walled 
lifetime steel. All series available with left and right-hand reference 
drawers and pedal location. Write for COORDINATE GROUP catalog 


showing entire series of desks, drawing and storage units. 


DEALER INQUIRIES INVITED 


STACOR EQUIPMENT COMPANY 


Manufacturers of Lifetime Quality Drafting, Library & School Equipment 
309 Emmet Street, Newark 5, New Jersey 


D-A Series 





Meet Our Correspondents 


The editors of Orrick APPLIANCES felt that the 
correspondents who take the time and trouble to send 


in all the news from every district should be made 


dustry since 1939. He was for many years the secretary- 
treasurer of the Midwest Travelers Club and served as 
president for the 1958-59 term. In 1954 he helped to 
organize the 8th District Foundation which awards 
scholarships to the children of club members in that 
area, and is presently secretary-treasurer. 


known to their readers. Others will be introduced 


c Because of his many years’ experience in the 8th 
future issues. 


District, Cooper was chosen by the Governors at the 
last four regional meetings to direct the portion of the 
program devoted to 8th District needs and problems. 


Kevin O'Gara Clint Cooper 
KEvIN F. O'Gara, who writes the news of the 3rd 
District, is associated with Acco Products, Inc., Ogdens- 
burg, N. Y. He joined the company in 1957 after his 
graduation from Emory University, Atlanta, Ga. For 
six months he did consumer work for the company in 


Ralph Hilburn 
RALPH HILBuRN has begun his eleventh year as cor- 
respondent for the 4th District, which could possibly 
be the longest tenure of any correspondent. For the 
Atlanta and, in 1958, became Acco’s representative for past 10 years he has represented Bainbridge-Southern, 
the states of Pennsylvania, Delaware, Maryland, Vir Inc. in North 
ginia, southern New Jersey and the District of Columbia Tennessec 


Carolina and parts of South Carolina and 
He entered the office supply field in 1934 
retail stapling machine spec ialist in Atlanta, Ga., 
Middle Atlantic district report. where he had an exclusive Swingline franchise for 8 

He is married and has one son, Kevin, Jr. Th ears. After World War II, he 
O'Gara family resides in Wilmington, Del 1, Florida and Alabama for three years. Before 

CLiInt Cooper, Midwest Travelers correspondent, is joining Bainbridge-Southern, he 1 


In traveling this area, O'Gara gathers the news for his sa 


represented Swingline 
in Georg! 
presented the Bates 
a manufacturers’ septescntative and has been in the in Mfg. Co. for three years in the entire Southeast 


id steelerait... 


engineered for efficiency .. . 
eee * for — gouge 


age—these Mod 
red for maximum fli ng 
minimum of space. Moré 
n files has taught us 
quality at mass produ 








Be sure to look at the Steelcraft Line—the Prestige 
Line that has all the features of expensive files but 
the price. 


SERIES 24— 
NON-SUSPENSION FILES 
Stocked in 2, 3, 4, 5 Drawer 


SERIES 100 and 200— 
FULL SUSPENSION FILES 
Stocked in 2, 3, 4, 5 Drawers 





= He 
A 

e 

° 


All mode available with All models available with 
thumb latch, and with plunger plunger or cam locks in let- 
or cam locks in letter or ter or legal sizes. Prompt 
— 
legal sizes. Prompt deliveries deliveries 
Bak 4th ——. 





modern steelcraft inc. 
2973 Cropsey Ave.- B’klyn.14,N.Y. 











MIDDLE ATLANTIC 


The Pen-Mar-Va Travelers Club held its annual 
elections recently. The results are as follows: 

The presidency went to RAY WILLIAMS who is a 
manutacturers’ representative. CARL Koops, manufac- 
turers’ representative, Vernon Co.'s representative, was 
elected vice-president. NORBERT ZELLER, representative 
of the Minnesota Mining Co., was elected second vice- 
president. Rose CUSHMAN continues as treasurer and 
Jor McCorMACK continues as secretary. 

Pocono Manor was chosen as the site for the 1962 
regional convention which will be held June 26-28. 
During the convention it was determined that the hotel 
committee would become active. This committee will 
seek reduced rates at hotels and motels for the members 
of the Pen-Mar-Va Club. 

Total attendance at this year's regional convention 
was in excess of 230 people with 71 manufacturers 
represented and 51 dealers. 

The H. F. Smith and Son Co. of Pottstown, Penn. 
has moved to a new and more modern location. The 
new address is now 225 High St. In the new location, 
the company has almost doubled its square footage of 
display space. Five thousand people attended the grand 
opening during which time two radio broadcasts were 
conducted. Bowman and Rustcraft fixtures are predom- 
inant. 

HARRY MILLER of the McCloy Co., Pittsburgh, Penn- 
sylvania has retired after 42 years of service. 

Kevin F. O'Gara 
Philadelphia Bous 
Philadelphia 6, Pa 


NORTHWEST 


Changes have been made: BoB Morris has taken a 
new position covering the Midwest Area with Associ- 
ated Stationers 

MEL SOWELL is now living in Des Moines and work- 
ing the Southern Midwestern States. 

Yelland & Haines of Macson City, Iowa tells us that 
Joe HAINEs, JR. is now associated with Boorum & 
Pease, working the states of Iowa, South Dakota, and 
Nebraska. 

Remodeling: CaL HEGsTROM of Bemidji who has 
just returned from Sweden added quite an addition to 
his store. Recently he opened a branch in Grand Forks, 
N.D. Nice going, Cal. 

GENE MankrTIN, and FRANK GAVIN, who have been 
established for many years as an office machine dealer 
in Hopkins, Minn., have decided to go into the 
stationery business. They state business is very good. 
They are co-owners of Business Machine Co. Gene 
says, ‘Stop by and get acquainted.” 

Doc WILSON, who has been a member of the various 
travelers clubs during his service with Burroughs Corp. 
for twenty-two and a half years, has been recently retired 
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He claims his health is good, he is 62 years old, and he 
refuses to sit down and rest. He wants to continue work- 
ing and is looking for further employment. 

Det DEMING of Farnhams made a trip to New York 
on NSOEA business, at the same time spending his 
vacation combining business and pleasure. 

Had a nice visit with LARRY GOODHAND in Nisswa 
at his new El Rancho Patio. Man, what a beautiful 
swimming pool and patio. Incidentally, Larry held a 
meeting at the Leamington Hotel explaining systems to 
Bertelson Bros. 

Speaking of Bertelson Bros., I was very sorry to hear, 
and we offer our sympathy, of the passing of ARk1 
BERTELSON, one of the founders of Bertelson Bros. He 
was 81 years old. 

Saw Art LETNER in St. Paul. Had a nice lunch with 
Art and talked over the old days. Mr. Letner is now one 
of the heads of the Marr Duplicator Sales & Service in 
Chicago. 

Here's something worth mentioning, Larry Goodhand 
has been named the ‘Salesman of the Nation” by Oxford 
Filing Systems. Larry received a plaque and certificate. 

Bos Warp, brother of WALLY HuBBs at Thomas 
& Grayston, is now busy traveling and selling Codo 
Ribbons & Carbons. Glad to see you back, Bob. 


Charlie Cordray 
914 W. 804 St. 
Bloomington, Minn. 


SOUTHWEST 


Our good friend, E> TURNER, sales manager for 
Southern Folder & Index Co. of El Dorado, Ark., sent 
in the following item. PAUL BrinGes, formerly store 
manager and salesman for Hurley Stationery Co. of this 
city bought Bull Printing Co. also of El Dorado. Mr. 
Bull had been in business at this location since 1921. 
Paul is calling his new business Office Supply Co. and 
it is located at 211 N. Washington Ave. Paul requests 
that all travelers stop by and submit catalogs, brochures 
and other sales aids. Thanks to Ed for this fine report 
and much luck and success to Paul. 

I received a nice letter from OVERTON H. CRAWFORD, 
manager for Maverick-Clarke, in Austin and he in- 
formed me that he had just returned from two delight- 
ful weeks of vacation in Ouray, Colo. He also said that 
our new governor, PAUL FisKE, has really rolled up his 
sleeves and gone to work to make this our district's best 
year ever, so let’s give Paul all the help and cooperation 
we can and maybe the pesssimism felt after our last 
convention will turn to optimism before our next one 
in Galveston next April. 

The officers of the Texas Travelers Club met in the 
beautiful home of our new President and his lovely wife, 
Bop and MARTHA SILLIMAN, to discuss the many 
problems that confront our organization today, some of 
them new and some old, but regardless - all very im- 
portant. Bob and Martha, who incidentally live in 
Richardson, Tex. met Mr. and Mrs. Dick Lowe, first 
vice president of our club, from Dallas; Mr. and Mrs. 
CHANDLER SHACKELFORD, second vice-president, also 
from Dallas; Mr. and Mrs, CHARLES MCDANIEL, 
immediate past President from Ft. Worth; plus myself 
with cocktails, tid-bits and short snacks preceeding the 
meeting. It was decided that more of these meetings 
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Don’t break your back 
digging up buried information! 


LOCATE YOUR RECORDS EASILY—No more fussing 
and fuming. With Pronto files your records are 
as active as your regular files. 


BEAUTIFUL APPEARANCE—Finish in attractive 
olive green to match your regular office files. 


STURDY CONSTRUCTION—Built of 275 Ib. tested 
corrugated fibre board... reinforced with steel 
on the shell and the four corners of the drawers 
as well. 


SAVE FLOOR SPACE—Prontos are constructed to 
interlock into solid units and stack as high as 
the ceiling. 


PRONTO 


STORAGE FILES. 


t 


ee eee he oy 
Sie Pe a ae 


Legal Size $4.70 


\ 
Letter Size $3.90 


Prices slightly higher 

in Texas, Colorado, 

West of the Rockies and = 
outside the U.S.A. 


PRONTO FILE CORPORATION 
415 MADISON AVENUE, NEW YORK 17, N. Y. 


‘ Check Size 62.65 
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Regional Notes continued 
would have to be held in order to get the job done 
that we have set out for ourselves. 

ArT BUCHANAN, with Stationers Distributing Co. 
of Houston, informs me that he and his wonderful mate, 
GERTIE, became proud again. This 
time a new grandson born to GENE BUCHANAN and his 
wife, CONNIE of Waco. The new Buchanan arrived 
July 6 and weighed in at over nine pounds. Latest re 
ports indicates that both parents and grandparents are 


grandparents 


doing just fine, and also the new little boy. 


Tom Gulledge 
3540 Delford Circle 
Dallas 28, Tex 


ROCKY MOUNTAIN 


With fall just around the corner, the Club, under the 
‘whip™ of President JimM ELLERTSON (manufacturers’ 
representative), is beginning to pick up “‘steam” for 
several activities during the next few months. The Trav- 
elers picnic is scheduled for Saturday afternoon and 
evening of September 2, with one of the big attractions 
being a softball game, along with the suggestion that 
a keg of beer be placed on each base to keep the game 
interesting. 

On October 9, an NSOEA Sales Rally is being held 
at the Continental Denver Hotel, for all dealer salesmen 
in the area. This should be $10.00 well spent for any 
salesman who is able to attend. 


Entirely NEW CONCEPT 


in Office Machine Stands... 


DESIGN — CONSTRUCTION 
PERFORMANCE — VALUE 


MODEL 6002 


THE MAGNIFICENT IN 
OFFICE MACHINE STANDS 
The ultimate in machine safety 
and operator comfort. Square 
tubular legs. Modesty Panel. 
Foot pedal retracts casters. 


MODEL 7711 


For the “‘limited budget’’ buyer, 
OFFICE OR HOME USE. Solid 
steel top, undercoated for sound- 
vibration abatement. Square, 
tubular legs. Two drop leaves. 
2” casters with brakes on front. 


y 


TIFFANY STAND CO. 


7350 Forsyth St.Louis 5, Mo. 





The annual Traveler-Dealer Holiday Party is planned | 


tor the night of November 24. The place to be selected 


later. Indications are that this little “get together’’ could | 


be even better than some in the past. 

Just in case everyone has not heard: our friend 
FRANK Lipp has joined the Charles R. Barry Co. and 
is covering Wyoming and Colorado. 

Bachman’s Inc. has moved into its new location at 
1303 8th. Ave. in Greeley, Colo., and can be very proud 
of the store which has resulted from a lot of hard 
work by all members of the firm. An “Open House” 
was held Friday and Saturday July 21 and 22, with one 
of the largest turnouts I have seen in this area. Con- 
gratulations to both AL and VETA. 

Valliant Printing Co. of Alburquerque has purchased 
the Williams Stationery Co. at 4314 Lomas Blvd. N.E., 


Albuquerque 
1 


GREAT LAKES 


The Maynard Westering invitational golf party, held | 
at the beautiful Forest Hills Country Club in Rockford, 
ess. The golfers played this excep- | 


Was a splendid suc 
tional course, th 
gether with the hospitality of the beautiful club house 


d all of its facilities. The entertainment Mrs. May- 








A TIMEly suggestion 


wherever business is concerned! 


STARK 


CALENDARS 


Also available 
with Half Hour 
Time 
demarkation 


e £ To Read 
STARK... 5 tae 96 Seo 


A quality line of stands and pads featuring all popular 
styles and sizes. Calendar pads are lithographed on a high 
grade, white — 16# paper. Stands available in brown and 
grey. DAILY FIGURES ON SMALL MONTHLY PAD 
PRINTED IN REVERSE FOR QUICK REFERENCE. 

Slot punched for neater appearance after removal of page. 
No more perforation. 


4 
ya write or phone for complete details 





CALEN DARS.,INC. 


100.112 SISSEL STREET ~ JOLIET, ILLINOIS 
TELEPMOME JOLIET SA 3.0654 AND SA 3.0655 








non-golfers enjoyed relaxation to- | 
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and ECONOMY 


wilt to last 
pce {0 se 


Four Drawer, Two 
Drawer and One 
Drawer Files with 
Nylon Rollers and 
Compressor Blocks 


lemastiee Of QUALITY 


DURABLE 


Seven Styles 
and Sizes in 
Durable Grey, 
Mist Green and 
Desert Sage. 
Beautiful 


“‘DURA-STYLED” 


Plastic Molding 
in matching 
colors. 








BLUEPRINT CABINETS 


Write for our attractive color 
Catalog Illustrating the com 
plete line of Tables...Desks 

Filing Equipment... Sectional 
Desks...Bookcases and Sec 
tional Bookcase... Telephone 


and Utility Equipment and Engi- 
neering Biue Print cabinets. 
PROMPT SHIPMENTS FROM OUR WAREHOUSE STOCK 


DURABLE DESKS ARE CAREFULLY PACKED IN 
STURDILY CONSTRUCTED WOODEN CRATES 





DURABLE FILES ARE PACKED IN INDIVIDUAL CARTONS 


DURABLE 
DEPT. 0-11 


38-42 REVIEW AVE., LONG ISLAND CITY I, NEW YORK 
RAvenswood 9-3580 





No adjustments, no gauges, 


nothing to mark — 

just insert paper 

and squeeze! Clix 
punches are permanently 
pre-set for proper center 
distances . . . save time 
and waste metion. 
Always accurate, 





jamproof, trouble-free. 
CLIX 
DOUBLE DUTY PUNCH 
MODEL 32 
List $5.75 


PUNCHES 


are also available in: 


1-Hole Punches — Model 100X — List $.65 

2-Hole Punches — Model 2 — List $2.75 for 5”—12” sheets 
3-Hole Punches — Model 3 — List $3.75 

7-Hole Punches — Model 7 — List $7.50 











See your Wholesaler or write to 


NEW ENGLAND PAPER PUNCH CO. 
NATICK, MASSACHUSETTS 

















NATIONALLY FAMOUS — 
PRESOLD FOR YOU! 


Sell ROWLES — the best known 
name in chalkboards and cork bul- 
letin boards. Biggest profits, fast 
delivery and complete lines of the 
world’s finest 


@ CHALKBOARDS 
@ CORKBOARDS 
@ PEGBOARDS 
@ BULLETIN BOARDS 
Wall hanging, portable and cabi- 
net boards. All kinds, all standard 
sizes and specials on fast delivery. 


write for profit program and prices 


Regional Notes continued 


NARD WESTRING provided for the ladies was climaxed 
with a delightful luncheon at the Wagon Wheel in 
Rockton. The happy day closed with an excellent dinner 
superbly served to both the ladies and gentlemen at the 
Forest Hills Country Club. All are anticipating with 
great pleasure the 1962 Westring Invitational. 

The NSOEA Sales Seminar which was conducted 
July 15, provided a wealth of information and advice 
which cannot help but prove profitable to the 72 
members of our industry who attended this very educa- 
tional event. 

The August Golf Tournament held at the North 
Shore Country Club, Milwaukee, August 25, received 
enthusiastic support. This golf match was preceded by 
dinner at the Pan American Restaurant, Milwaukee, 
August 24. 

S. K. CoNpo, assistant sales manager of the Eureka 
Specialty Printing Co., spent several days with the Chica- 
go staff. He believes the sales volume in al] industries 
will continue to rise and is particularly optimistic about 
the Chicago territory. 

The sudden death of Mrs. WILLIAM H. SILBERSTROF 
while visiting Yellowstone National Park has shocked 
the Silberstorf's many friends. Sincere sympathy is 
extended to the family. Bill is a vice-president of the 
G. J. Aigner Co. 

Christopher Malone 


205 E. Wacker Dr. 
Chicago 6, Ill. 


BOSTON 


PENCIL SHARPENERS 


easy mounting 
on any surface 


Now Boston’s all-metal pencil sharp- 
eners can be mounted anywhere. 
There is a Boston for every purpose 
and the mounting kit fits 
every model. All sharpeners [ZH 
are guaranteed for 1 year. 


C. HOWARD HUNT PEN CO., CAMDEN 1, N.J. 
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SOUTHEAST 


Can't think of a better way to start this thing than 
to begin with an item from our newest member state, 
Mississippi. The firm of Partlow-Tyler Co., Laurel, 
Miss., has just re-modeled the store and my news source 
says that if it is new they have it. Bulman fixtures, all 
new lighting, decor and new picture front, plus wired 
music complete the picture. Being one of the younger 
firms in our industry, Partlow-Tyler has moved steadily 
up and this lastest expansion is just another step in its 
goal to be one of the top firms in the South, if not the 
entire country . 

Miller's Broad Street store in Atlanta got tired of 
having growing pains and decided to do something 
about them. Doubling the size of the store seems to 
have done the trick as our affable vice-governor, ‘“LEs”’ 
LONGINO, skipper of the outfit, says they now have 
twice as much of everything and able to handle twice 
as many customers. Bigger and better and more beauti- 
ful than ever is the way he put it. 

Don’t have any of the details on this one other than 
Fayetteville, N.C. now has a new firm known as K & M 
Office Supply, Inc., 435 W. Russell St. “ANpy” 
KNIGHT, formerly with Burkhead-DeVane Printing 
Co. and HENRY Morris, formerly with Hacher’s, are 
the two proud owners. Both men have a wide following 
in the area and are well versed in the office supply and 
equipment field too so they should do well. You manu- 
facturers better send ‘em four copies of everything. 

Dot Mozinco, the power house at Thomas Office 
Supply, Goldsboro, N.C., has done it again. Goldsboro 








UBA 
ABINETS 


BUILT RIGHT! PRICED RIGHT! 


Compact outside 
BIG inside 
Compact price 
Built right 


36Wx18Dx72H 


CUBA MFG. 
CO. 
CUBA, MO. 


No. 3672-S 
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First modern 
easy to use 
Copy Holder 


@ “Pop” magnetized | 
paper holders. Holds | 
up to 6 sheets 
@ “Pop” magnetized | 
folding line guide | 
attaches to either | 
right or left side 
@ Senior model holds | 
sheets up to 11” x | 
17” wide. 
also available in | 
single sheet size | 

(shown left) ' 
Both Senior and sin- | 
gle sheet size fold } 
flat for easy storage. | 


+ Single sheet model 
4 Retail $6.°5 
a 


Pat. Pending Write today for complete information 


FDAN BOB MANUFACTURING CO. 


1025 Harlem Avenue, Glenview, Illinois 





mn ou build a solid ‘businees 


rubber 
with KEENER bands 


* P&H Every type, size, width 
e + ond color for any need. 


e ® FLAT STYLE OR ROUND 
@ SOLD IN BULK 
@ OR BOXED ———— 


@ KENNETH B. MILLER, Pres. 


4 E E N E R RUBBER, INC. 


“The Name Indicates the Quality” o 


722 COMMERCE ROAD * ALLIANCE, OHIO @ 
PHONE TAlbot 1-1880 





, << ot Ui 
CEE. FLOOR 
STANDING 
Hat and Coat Racks 


Parlor 29 
Either with garment 


(formerly hanger rail or with 


Room 547) staggered rows of 
hooks below shelf 


WAw 


See us at the 
NSOEA 
Convention 


i% 


Double face 
with hangers 


with either 
HANGERS or HOOKS 


: Decorator floor models are soundly 
engineered, quality built and beautifully designed. 
Frames are of welded square tubular steel giving 
needed strength and weight for anodized aluminum 
shelf sections. Cast aluminum shelf-arms finished — 
to match steel frames in silver-gray or gold ham- 
mertone colors. All Decorator Floor models single 
faced or double faced (island); garment hanger or 
hook styles. Two to six foot lengths, adjustable 
glides or 2” swivel casters. Quality built, these 
units will stand for years — will not creak, sway 
tip or sag. ‘ 


—— 





Single face 
with hooks 


Write for Bulletin DL-13 for 
ont full information on complete 
en Decorator line including wall 


— 
oor 
= mounted racks. Double face 


with hook 


VOGEL-PETERSON CO 
RT. 83 AND MADISON ST. * ELMHURST, ILL. 


A NEW CONCEPT IN TIME! 


TYMETER 


ELECTRIC NUMERAL CLOCKS 


my * 








NATIONALLY ADVERTISED 
#851 GOTHAM — Magnificently modern picture frame 
wood case, crafted and finished for lasting beauty. Walnut, 
mahogany or blonde. Height 4!/4", width 7/2", depth 3'/2". 
Weight 2!/, Ibs. . . . retail $22.50 plus tax. 
TYMETER Clocks are different—smart looking . . . 
in concept—and with plenty of consumer appeal! ‘Time at 
a Glance" colorama numerals register every second, minute, 
10-minute and hour. Guaranteed | year. 


25 other models from $9.95 to $100 
Write for full color Catalog and Price List 


PENNWOOD NUMECHRON CO. 
7249 FRANKSTOWN AVE. PITTSBURGH 8, PA. 


wholly new 
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Regional Notes . . . continued 

has a very active Merchants Association and one of 
their pet projects is selecting three top sales people 
every month. They have “shoppers” go around and 
actually buy things from local firms and make awards 
to those sales people who make an outstanding effort to 
please and really ‘‘sell.”” Dot won the first place award 
in May, which was a king-sized achievement in itself, 
but what makes her accomplishment even more so was 
the fact that this made her third time to win it and that 
is something nobody else in Goldsboro has been able to 
do. Dot does a “top-flight” job of both selling and 
buying so this latest honor is nothing more than a hard 
worker getting a porion of her just reward. 

OLIN PiFER, formerly with Palmetto Office Supply 
in Orangeburg, S.C. and O’Neal-Branch Co., Orlando, 
recently signed on with Wilson-Jones and will cover 
South Carolina, Georgia and central Tenessee. Welcome 
to the traveling fraternity, Olin and I'd personally send 
you an invite to join the Southern Travelers Club if 
George had sent me your new address. However, I'm 
sure you will be “approached 

Getting himself elected as chairman of the ‘Birming- 
ham Committee of 100" has kept Jimmy Heap, head 
of James A Head Co., Birmingham, plenty busy lately 
This is a committee dedicated to getting new industry 
to move to Birmingham. 

GENE and Dee Ownsy, Ivan Allen Co., Atlanta, 
made it three boys in a row on May 23. David WAYNI 
Ownpy he turned out to be. 

CHARLES LONG, Vice-president of Long Office Supply, 


SEE 
SOMETHING 


TARTLING 


AT 
BOOTH 143 
NSOEA SHOW 


PRINT-O-MATIC CO., INC. 
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Miami, Red” a granpa recently with a boy. 
Had a nice card from JEAN LINDEN, wife of Hy 
LINDEN, former rep for Ace Fastener Corp., and now 
retired and living at St. Peterburg, Fla. Jean asks that I 
let all of their old friends know that Hy was operated on 
about two jy ars ag 
He has be Cn be 
ild greatly appreciate a line or two from 
1 them to 1071 43rd Ave, N., St. Peters- 


mad 


» and has been in ill health ever since. 
lridden for the past two months so I'm 


Hy wot 


id 
A. FULGHUM, owner of Fulghum’s Office Economy 
Tampa, Fila 
was know to a large number of his 
1921 so he 


died on June 16. He was 79 
A as h 
nds, opened the Economy Index in 


easily qualified as one of our “‘old timers.” 

GEORGE (Wilson-Jones) ROBINSON has my thanks 

contribution to the column this month as does 

SANFORD LybIARD, JOE (Gunlocke) GLAss- 
ial” thanks to MYRTLE JENKINS for 


behalf of PauL (Myrtle- 


for his 
INKY 
COCK a 

on the 


CENTRAL 


of your faithful correspondent’s new 
1961 
Travelers Chapter Correspondents: the 


effective Se ptember 8 


issist yours truly in garnering the news: 


STRAUSS, manufacturers repre senta- 


YOU'RE THE 
MAN ONTOP 


DEALERS: (IF YOU ARE A DEALER) 


WRITE 
Every dealer is “tops” with us! 


We do not sell direct . . 
thru dealers. As manufacturers 
of Steel Shelving, Shop and Ma- 
terial Handling Equipment we 


TODAY only 


FOR FREE 1961 


CATALOG 
AND prefer direct contact with you, 
the dealer. If you insist on sen- 
PRICING 


sible prices, top service, and pre- 


INFORMATION cision quality, we can meet all 


your requirements quickly! 











es 





Best... by Design 
3817 S. Racine Ave. 
Chicago 9, Ill. 


EDSAL 
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New Tubular Steel Garment Costumers 
Tubular Steel — mirror bright Chrome or Baked Enamel 
Win Free Costumers — Booth 310W NSOEA 

Floor Pedestal Coat and Hat Racks 


W Stumble 
[ woof 
‘egs. 

3 Hook 


A! 


— 36” Double Shelf $16.45 — 
Single, Double, Triple Shelves 2 to 6’ lengths. 
Also Floor Models and Hangers 


Immediate 
Delivery 

Shipped KD 

Flat 1 to a carton 
for Parcel Post. 
Reduce Storage 
and Delivery 
Expenses. 











Hook Bar 
ae: 


J v “ Wall Bracket \¥ 
18 to 60” lengths 24” as shown $3.45 $3.45 


BEVCO Precision Mfg. Co. 831 Chicago Ave. 


Evanston, Ill. 




















? 


ALUMINUM SCREW POSTS 
AND EXTENSIONS 


A complete line of Loose Leaf De- 
vices and Stationery Specialties, 
precision engineered of top quality ma- 
terials. 

Write for latest Cat- 
alog showing many 
new items! 


CHARLES LEONARD Inc. 


Loose Leaf Devices and Stationery Specialties TWining 


79-11 Cooper Ave., Glendale 27, N.Y. 4-6832 





SEE US AT BOOTH 
NSOEA 205 














AC-THRU PROFIT PAIR 


Just 2 in the fast selling, 
profitable C-Thru line 


C-THRU 
ADJUSTABLE T-SQUARE 





All plastic. Calibrated protractor head — 
plastic arms. A multiple purpose professional 
T-Square priced way less than other single 
use professional T-Squares. 12” to 36” sizes. 


C-THRU LETTERING GUIDE. 
 APEEDER IED ZOD STUVKYZ | 


Transparent plastic — easy to use with pencil or 
ink. Undercut prevents ink smears. Most letters re- 
quire only one operation. Six guides to a set, Ye” 
to 4%” sizes included. Only $9.00 list. 


Write for FREE C-Thru Catalog 





RULES @ TRIANGLES @ NAVIGATIONAL INSTRUMENTS @ STENCILS @ PROTRACTORS @ OTHER DEVICES 


VLA Veil liiy 


HRARTEA Cee CONN 


PUT YOUR WALLS TO WORK! SHOW 


Claridge Chalkboards 


and CORK BULLETINS 


FULL LINE OF STOCK SIZES 
These quality boards come 
in many colors and sizes 


PROFITS FROM WALL SPACE. 
GOOD TURNOVER, too! 
A stock of chalkboards and 
corkboards consumes little 
storage space yet pays big 
profit. Your walls are your 
display area. Every customer 
Duracite Chalkboard, 3’x5’ with entering your store has need 
satin aluminum frame. Many sizes. in his office or plant for one 


of these units 


AMERICA’S LEADING PRODUCER of FINE 
CHALKBOARDS for SCHOOLS & OFFICES 


Claridge is pioneer 
; : se 
developer of major 


Cabinet bulletin boords advances in styling, Cl 
with hinged door & lock. colors, trim, no-glare i 


surfaces. Tremendous 
production for schools 
assures you know-how, ES 
and volume economies. 
Send 


a é for CATALOG 
7 Series 46 4 DETAILS, DISCOUNTS 
Reversible 


P| 
iN Chalkboard. Claridge Products and Equipment, Inc. 
Top quality. HARRISON, ARKANSAS 
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Regional Notes . . . continued 

tive; Indianapolis: DoN CARTER, manufacturers’ repre- 
sentative; Detroit: FRANK GOELET, Associated Station- 
ers Supply Co. 

A Toledo Certificate of Distinction was awarded to 
the Franklin Printing and Engraving Co. by the Down- 
town Toledo Associates for property improvements and 
store remodeling as the most outstanding of the year. 
The firm is located at 226 Huron St. in Toledo. 

Alpena Printing Studio Inc., Alpena, Mich., has 
opened a new printing plant at 523 W. Chisolm St., 
with new presses and equipment. J. AUSTIN SOBZCAK, 
owner, has also remodeled the retail store at 113 E. 
Second St., with complete lines of furniture and supplies. 

Queen City (Cincinnati) Chapter Fifth District 
Travelers Club has elected Jim Ror, Dennison Manu- 
facturing Co., chairman, and Bos LINEHAN, Globe- 
Wernicke Co., secretary-treasurer. Bob has been inside 
with his firm for the past nine years, and is now calling 
on the trade in southern Ohio and West Virginia. 

New partner in Consolidated, Inc., Middletown, 
Ohio, is CLETUS HORNBACK, who bought out Bos 
STEWART. The other partner, GEORGE REED, continues 
as director of purchasing, and DAveE ULEMAN has been 
appointed store manager. 

Dean Office Equipment Co., Cleveland, Ohio, has 
merged with Wagner-Henzy-Fisher Co. of that city. 
LEON DEAN has been appointed sales manager of the 
firm 

New buyer for The S. A. Barns Co., Warren, Ohio, 
is the affable JAMES ANGELO. SAM BARNAS, owner of 








More and More Leading Draftsmen, 
Accountants and Artists 


are INSISTING on > 
“/ra- Potut 


LEAD POINTER 


For Perfect Lead Points — 
Blunt to Hairline. Two Models. Variable Taper Mode! 


Standard Model gives you points up pot ata 
to %” long without breaking. Just inline 
hs lead and rotate lid. SHORT <= 


Write for Literature and Dealer Prices. 


LONG 
ELWARD MANUFACTURING CO. MraT 
Baker Street * Coloma, Michigan BETWEEN 





Loose-leaf envelopes 
punched; card-holders 
any size; meny covers 
factory record pro- 
tectors; tag holders 


bill-fold envelopes 








stamp containers, etc 


IVI A R K ' LO 1OF-TelitelMett-lilelil sis) Ms) VAM dalel tall a Mee Waa 
MANUFACTURERS OF CELLULOSE ACETATE PRODUCTS 


Made of ocetote 


(flame resistant 





transparent cellulose 


We build to fit your 











particulor need 


Write us details 








the concern, invites all travelers to come in and get 


Samad W-2 FORMS 
—— : : , SNAPEX | H Approved Federal, State and City 
R. A. (Dick) WHERRETT, for 36 years with i wage-tax reports for 1-write oper- 


Gregory, Mayer and Thom Co. (Lansing branch), has & — ae a 
joined General Fireproofing, and will headquarter in Tax oa Ginally punched; and State cards. 


Detroit. STOCK FORMS 
Gregory, Mayer and Thom Co., Detroit, announces See Invoices, bills of lading, purchase orders, 


ly messages, etc. You take the order, 
the appointment of JERRY PELLETIER as store manager. wedlbhn prema, 


Hurry Up and Get Well Department: GENE GREN- = Forms imprinted or plain. 
ON, Gregory and Leonard Office Equipment Co., De- : PROMPT SHIPMENT » MILLIONS OF FORMS 


troit is back on his long legs after a sudden illness; Ep ALWAYS IN STOCK 
. : No . Excellent profits—write for PROFIT-PLAN 
LEBLANC, president of Office Equipment Co., Inc., . : now! Serving the trade coast to coast! 
\S 


Louisville, Ky., is recuperating nicely after surgery; 99 Hudson Street 





JOHN BOBEL, Lorain County Stationers, Lorain, Ohio, APEX Retiderc Systems New York 13. N.Y. WA 5-4050 


is coming right along after a disc operation. 
Wedding Bells: ADA COHEN, receptionist for Nestor'’s, 


Detroit, and FRANK ZEDDE, general manager of Re- 

nee na yet eg ROLLING STORE LADDERS 
yy LADDERS—Made from 
SIDE oe CEILING TYPES—with 





liable Office Supply Co., Detroit, will be merged on 
October 14. My two favorite people are keeping it in 
the industry. CLAIRE DONISTHORPE, widow of the late 
H. M. DONISTHORPE, Ace Fastener Co., was wed on 
June 22 to H. E. THomMPson of Columbus, Ohio 


, [ ELDED STEEL SAFETY LAD LADDERS 
DON CARTER, manufacturers representative, has been wel 2° diemeter sound 
appointed to represent Redi-Record Products Co. in the fori cing, with expanded 
—~ steps. Mounted on Swivel 
fifth district. Brake Casters. Ladder can be rolled 
‘ . freely when one is on it. 
Sir Stork Flies On: PAULA and JOHN POLAN, Modern you step on the ladder the’ rubber 
Office Supply Co., Detroit, were blessed with their first A ry Ad gh 
child, a lovely girl, HILLARY Rosg, on June 14. step heights, and ee yee ee 
-* : eh" ircul S58WOA (Wood ? D ount. 
Early Bird: The Queen City (Cincinnati) Chapter sent aint: é' ; — een 


Fifth District Travelers Club, announces that the annual ” a. S. Get 
- ° japerv o 
golf picnic will be held on June 5, 1962, at Summit I. D. COTTERMAN 


Hills Country Club in South Fort Mitchell, oF a 
4 if You're An Average Dealer You Can 


























Keep Klean Imprinted 
Typewriter and Business Machine Sell ASENTRY 
Covers help you sell more! mB Every 30 DAYS 


Keep your old customers “Dealer Con- $680 Yearly Sales From $57 Inventory! 


scious” and bring in new ones — by Yes, Sentry dealers average 12-times-a-year 


i | turnover . . . gross $680 from $57 invest- 
sending out your trademark and mes- mene. "A floor model does it, because Sentry 


i ; drop ships to order. And Sentrys sell for /ess 
sage with every machine you sell! then J 7 as much as avera pe competitive 


Tough, durable gray plastic, gray rub- safes, yet return you full profit. 


: lude V Model S-3 
ber and black rubber. Write today for Bip-eofe waa hye 4 Ver Sug. List 


: . ber combination lock, 
prices, discounts, etc. bank pol ope lock bar, 2 $89 95 


drawers. U.L. “C” label. Write 
KEEP KLEAN PRODUCTS CO., INC. for details. 
45 Saw Mill River Road 
Yonkers, N. Y. 


MM idwest- Ofters A Complete Line SR 
Of Multi-Purpose Room Equipment SS he Ye tke MEW 


For Churches, Schools, Offices S i ‘ Push the FASTEST type 
= a oS we Z cleaner for faster turn- 
Pedestal Leg CADDIES = - Z o- over! Non-spattering 
FOLDING FOR FOLDING [ . Fe = no gn 
= “‘ nce tried, repeats 
TABLE CHAIRS, TABLES = & -¢€ steadily. Get the 
Plenty of leg room with the “Off The fast, easy, safe way to = / ’ smart orange-and-blue 
Center” leg principle which adds handle folding chairs and display working for 
seating to ends. Lightweight, tables. Engineered for Z j — Z YOU. Dealer aids free. 
sturdy, — rong say | for — rane Soe = Order direct ...or 
stac *erfect for banquets, s s ‘ = 
pee nn and meeting oe steps. 4 ‘ from your own jobber. 


WRITE FOR FREE CATALOG TOD > : : NO CARBON-TETRACHLORIDE 
ALES ' <=> Das Yo 
FOLDING PRODUCTS TS comp F Aa ay SOS CLAROTYPE CO 


list $129.95 


JOHN D. BRUSH & CO., INC 563 West Ave., Rochester 11, N. Y 

















ROSELLE, ILLINOIS © LA 9-2000 
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DURABLE and SMART 


furniture 


NO. 8250 
Wall-Saving Arm Chair 


Matching Love Seat and 
Sofa also available. 


Wide assortment of chairs and tables. See your dealer 
or write us for our distributor’s name. 


AMERICAN CHAIR COMPANY 


Manufacturers 


Sheboygan, Wisconsin 
Permanent Displays: 
Chicago * New York * Atlanta * Miami * Boston * San Francisco 





See a new concept in Transfer Storage Boxes, 
and the new “RE-TAINER” portable file con- 
tainer at the N.S.0.E.A. show — plus, many 
other Faymus office products. 


BOOTH 162 


“If it’s Faymus — it’s a snap to use” 


Fuga DIV. BANKERS & MERCHANTS 


4410 N. Ravenswood Chicago 40, Ill 
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Regional Notes 


KEN RUMOHR is the new owner of Martin Office 
Equipment Co. in Jackson, Mich. CLIFF RIFENBERG rfe- 
mains as store manager and buyer 

New buyer for Office Equipment Co. in Canton, Ohio, 
is genial PAUL SKOLMUTCH and KEN GIMMy is back at 
the buyer's desk at the W. W. Gimmy Co. in Detroit. 

New address of the St. Joe Office Supply Co. in St 
Joseph, Mich., is 312 State St., that city. 

Passed away: RUPERT BARTLETT, 65, with Franklin 
Printing and Engraving Co., Toledo, Ohio, for the 
past 40 years, died suddenly in the store on June 26 
Our sympathy to his family 


CALIFORNIA 


This just happens to be one of those times when news 
items are on the scarce side. I hope you don't mind. It 
appears just about everyone is either on vacation, leaving 
for vacation or just out of town working 

WILLIAM (BILL) TONKIN, manufacturers’ represent 
ative, is back in Southern California. We'll be seeing 
you around, Bill 

I attended one of our luncheons very recently and 
while the group was rather small we all enjoyed a fin 
lunch, discussed many facets of our business and had 


Ee a Oo) eT Te 
SPEAKER STAND 


New portable stand for use any- 
where. Sets up in seconds. Ideal 
for executives and lecturers on 
tour. Tubular legs with high 
chrome finish. Sturdy wood top 
and front. IDEAL also makes 
Permanent Stands for clubs, 
schools, churches, hotels. 


Collapsible— 
Fits in Own 
Carrying Case 





For further Details on 


LECTERNS — DICTIONARY STANDS — BOOKCASES 
PAPER CUTTERS 
See Us at 


NSOEA Room 661A 


'} ©) 9 .¥ ae) od fel eo) 18). ) Actes 
8318 S. Birkhoff Avenue e¢ Chicago 20, Ill. 





several good laughs. Among those present were LoyAl 
CARLON, GEORGE Frey, BuD SPANGLER, GEORGI 
HATTEN, PETE (Bat) MASTERSON, and our newest 
member DicK CORLET1 

JACK ELLIs is recuperating from a brief illness and 
Pete Masterson is back to work following a foot injury 
New Members: Dick Corlett who joined Art Steel of 
California, Inc. on March 1. Dick resides at 9250 Gothic 
Sepulveda, Calif. He can be reached at EM 4- 
Dates to Ren August 18—Los Coyotes Coun 

Club, golf, d nner, dance and cards. October 14 
Golden State Travelers 25th Anniversary. Dinner and 
(Town House). Further details 


PACIFIC NORTHWEST 


tioners of this area met in a Tropics 

for luncheon meeting with BIL! 

rional manager of NSOEA and HOMER 

ishington, D. C. Office. There were 

x<imately 40 dealers and travelers in attendance 
McDoNNELL of Gra-Mac Office Supply, Seattle, 
is second li int Governor of District 8, planned 
publicized the meeting. Bill Sutton of Rosser and 


on, Yakima, Wash., governor of District 8, was in 


< _*%) Fasteners 


ee 
Paper 4 


= 


Large Variety of Sizes and Styles. 


Noesting considers QUALITY 


is of first importance. 


NOESTING PIN TICKET CO., JNC. 
728 E. 136th Street, New York, N. Y. 
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All-New Typewriter 


SLIDE-A-SHELF 


for standard and electric machines 


* Converts any desk (wood or steel) into a secretarial desk. 
* Does not eliminate drawer space—all drawers usoble. 

* 3” casters for easy rolling—with brakes. 

* Height is adjustable—folds up for easy storage. 

Sturdy, dependable for electric machines. Top size 16” x 26”. 
Masonite rubber or Formica tops. Gray, Tan, and Mist Green 
frames. Packed single, can be mailed parcel post. Weight 11 Ibs. 


monvfactured ond guaranteed by 


|e Par: Pan Oe 1 CD > 5 ae OF 0 


822-824 Spruce St. ©@ St. Lowis 2, Missouri 
Nove: Write for our new, free, full-color brochure covering the 
entire HASCO line of Office Machine Stands 





Time Stamps Job Time Recorders 


Watchmen 
Clocks 


Payroll 
Time 
Recorders 


Cut yourself a larger slice 
of the $21 million* 
Time Recorder market 


with 


pment 


Time is big money when you sell Lathem time recording 
equipment. Precision-built with the features that make 
each the finest in its field. Pre-sold through national ad- 
vertising. And competitively priced with a full 40% 
mark-up. Send today for full details of Lathem time 
equipment that can help you gain a bigger share of the 


$21 million time recorder market. 
*Office Appliance Magazine November 1960 


LATHEM TIME RECORDER COMPANY 


64 Third Street, N.W., Atlanta, Georgia 


Gentlemen: Without obli- Name. 
gation, please send full in- 
formation about Lathem 
time recording equipment Street —. 
and supplies, prices and an 
dealer discounts. 


0 





= 








They | Regional Notes . continued 


attendance. Bill shared distance honors with R. M. 

all “Bos” CHURCH of Church and Nelson, Wenatchee, 

Wash. While I could not attend the Portland meeting 

write on July 6, I am told that attendance was excellent and 
interest high. 

. ARNE BRAKKE, Eberhard Faber, and KEN SUTHER- 

with LAND, manufacturers’ representative (Kohinoor, Hig- 

gins, etc.), were recent Alaska visitors working Visi- 


tors, that is. 
MY Fit I crossed up two nice guys recently I reported that 
—_ d Russ HOLT was with J. M. Davis Co. in Seattle. He is 
| with the Joe D. Hale Co. Everybody knows that DEL 


CONCA is with the J. M. Davis Corp., working out of 
Portland. Even I know that but it just didn’t come out 
that way on paper. I apologize to everyone concerned. 

On a blistering July day I got a note from my sales 
manager asking “Has Spring come to the Pacific North- 
west yet?” Ironically that day it was over 100 degrees 
in Walla Walla and Pasco. Dick ZEISLER of Boorum 
and Pease will verify this. He was there too. 

We are enthusiastic about the one-day Sales Clinic 
scheduled for the Seattle area, Monday, October 23. 
Mike SANyouR will conduct the clinic. This is pri- 
marily for dealer salesmen but everyone, including 
travelers, is welcome. Only ten bucks too! 

A. R. “Bud” Dockstader 
8735 22nd Ave., N. W. 
Seattle 7, Wash 








NEW FROM H-0-N 


One of All-Rite’s : CHAIRS 
pens for every STOOLS 
purpose ... STANDS 


All-Rite’s Fiesta Pen features ful! gay col- 
ors. It is featherlight and smartly styled 
with a distinctive chrome clip. Automati- 
cally rotating point assures uniform ink 
distribution, better writing performance 
and longer life. 


784: Medium Line Pen — 49c each 
C84: Refill for above — 25c each 
Model 
#B4P: Photo Copy Pen — 49c each aaa “4008 (tot)'e 
HCB4P: Refill for above — 29c each part of the new 
H-O-N line. 


For more information, get colorful brochure 

on the complete new line of H-O-N chairs, 
MAKERS OF stools, stands. Write Sales Dept., H-O-N 
THE WORLD’S MOST Co., Muscatine, lowa. 


DIVERSE LINE OF WRITING INSTRUMENTS 


ALL-RITE PEN, INC. 


HACKENSACK, NEW JERSEY 


See us at Booth 165, NSOEA Convention 
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Dates to Remember ® 
-~_ The ohhis — 


September 20-22 National Industrial Conference STEEL OFFICE SPECIALTIES! 


Board: Ninth Annual Marketing Conference at the 
Waldorf-Astoria Hotel, New York City. 

September 23-26 — National Stationery and Office 
Equipment Association Annual Convention and Ex- 
hibit, Conrad Hilton Hotel, Chicago. 


October 5-8 — Canadian and Eastern Regional Of- 120 QUALITY ITEMS WRITE FOR Whansjachiring Ce. 


fice Machine Dealers Association meeting, Concord on a Eusries Manu, wing Go. 


Hotel, Kiamesha Lake, N.Y. 
“America’s Manna Letter yoo, be 
2448 West Larpenteur * St. Paul 13, Minn. 


























October 14-17 Eastern Commercial Stationery 
Show, Trade Show Building, New York City. 


November 2-5 National Office Furniture Associa- The L De Luxe CONVERTIBLE 


tion Western Convention, The Ambassador Hotel, Smartly tailored office 
Los Angeles, Calif chair cushion of deep 
molded foam rubber 


‘ : covered with cool fibre 
1962 Conventions en ene de end em 


duroy on other. In 
February 16-18 NSOEA Western Convention and — Green, Maroon, 
Exhibit, Brooks Hall and Sheraton Palace Hotel, San — 


Francisco, Calif Send for illustrated folder 
showing full line of office 
seat cushions. 








April 26-30 NOFA Convention and Exhibit, Coli- ‘ 
seum, Barbizon-Plaza Hotel, New York City. The Perfect Rubber Seat Cushion Co. 


6451 Edmund St. Philadelphia 35, Pa. 














FIRE and BURGLAR PROTECTION 
Schwab’s Complete Line Insulated Equipment Room 


Rugged Quality Saving 
Since 1872 
SAFES Drawer 


® Underwriter’s Class A, B, 
C, Labeled Safes bd 

® Double and Single Doors Units ! 

@ All with T-20 and Relock- 
ing Device Labels WOOD PLAN FILE 

VAULT DOORS 


BURGLAR CHESTS 
INSULATED FILES Does your customer need extra drawer space but is short on 


® Underwriters Class C and room? Mayline wood plan files can be attached to Mayline 
D Label 
® One howr fire protection 


© CERTIFIED « 


Ledger Files Posting Trays 
Letter Files @ Legal Files For complete information on these and other fine Mayline 


nag so dl Ag Safe products write for Mayline Catalog #11. 
Insulated Simplified Credit 
System 
® Home Chests — Wall Safes 
Send for descriptive literature 
and prices. High Quality Line 


Our Products Are —redesigned — Modern Styl- 
Your SAFE Protection ing — New Office Colors. MAYLINE c0., INC. 


Overnight Service from Nearby Warehouse 625 NO. COMMERCE ST. 
SAFE Co., Inc. SHEBOYGAN, WISCONSIN 








wood 4-Post tables—you get 3 extra drawer combinations, 


MAYLINE 
INTTAVW 


saving floor space. 





LAFAYETTE, INDIANA WOOD 4-POST TABLE 





























FRONTIER OFFERS °°" 


THE BEST DEAL 


in a complete line of steel equipment 

















& Open and closed 
shelving and racks 


Open V 
shelf filing 


4 Self + 
Service Slotted << 
shelving Angle > 


FRONUIER 


MANUFACTURING 
P. O. Box 13266 - Dallas 20, Texas 


write For titerature — FREE / 


<= a 

_ uP? <> 7 7 
SP OE =p’ Hs I | 
~_ , i) ; . Y 4 — 1 ies 
“Re } 4 + a=, 


3 ; Slotted ‘ Map 
Shelving Bins Self Service Angle Carts Benches Racks 














Write for Dealer 
Literature & Prices 


HARDBOARD FABRICATORS, inc. 
59 BRANCH $T.¢« ST. LOUIS 7. MO. 








PROTECTO 
Study Stand 
on 


Display Ge we «MEW! CONVENIENT 
Card | ty STO 42 


Am Aster °C Amey Srummett 


rton 


eye strain. Keeps 
hands free. Nick- 
el Plate Retails 
89c. 


Protecto Manufacturing Company 


237 East Front St., Owatonna, Minnesota 








Elof Ericsson, 74, former man- 
aging director of the Facit 
Group, Sweden, died June 29 
Ericsson was noted as one of 
Sweden's outstanding industrialists 
and public figures. He began his 
business career early in life. In 
1922, he was assigned the task of 
reorganizing a joinery in Atvidaberg, Sweden. From this 
start, Ericsson built the Facit Group into a world wide 
enterprise, 
After his retirement in 1952, Ericsson served as 
chairman of the board for the Facit Group and on the 


boards of several subsidiaries 


Zack Howard, 18, son of Ray Howard, The How 
ard Co., Midland, Texas, died June 23 from injuries 


suffered in an automobile accident 


Gus H. Ford, 62, chairman of the board of Mississippi 
School Supply Co., and secretary-treasurer of Office Sup- 
ply Co., Jackson, Miss., died July 18 of a heart attack 

Ford was recently named vice-president of the 
National Association of Cost Accountants. 


Henry Steven Elwell, 82, operator of Elwell Station 
ery Engraving Shop in Tulsa, Okla., died at home July 
22. Elwell operated the shop at his residence for the 
past 14 years. He came to Tulsa from Boston in 1927. 


Edgar H. Knapp, retired representative of the Victor 
Safe & Equipment Co., died July 13 in Brookline, Mass 
He represented the Remington Rand division in the 
New England area for over thirty years until his re- 


tirement about three years ago 


Arthur Bertelson, 80, of St. Paul, Minn., co-found- 
er of Bertelson Brothers, Inc., a well known Minne 
apolis stationery house, died recently 


Guest Book 


HERB MOHBAT, manufacturers representative whose 
home is in Coldwater, Mich., favored OFFICE APPLI- 
\NCES with a visit on July 17. His territory is the 
NSOEA Fifth District, which is composed of Michigan, 
Indiana, Ohio, Kentucky, and West Virginia. He had 
i special mission to perform in Chicago and one earlier 
1 Milwaukee. Practically all his time is occupied cover- 
ing the five states mentioned, for such companies as 
Supreme Steel Equipment, Sikes Co., Inc., Harrison 
Steel Desk & File Co., National Fiberstok Corp., and 
two or three others. He has one additional salesman 
working the area with him 
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no office 
supply - 
office machine - 
or office 
furniture dealer 
can afford to 
shut himself 
off from OA’s 
profit-making 
ideas... 
i 


ee 


ONE OF A SERIES: 
FINANCIAL MANAGEMENT 


CONVENTION REPORTS 


BUSINESS GIFTS 


ADVERTISING 


MERCHANDISING IDEAS 


INDUSTRY RESEARCH 
NEW PRODUCTS 


OFFICE PLANNING 


INDUSTRY NEWS 


BUSINESS AUTOMATION 


SALES MANAGEMENT 
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Want Ads 





Deadline 10th of month preceding issue date. The rate for classified advertisements is twenty-five 
cents a word, minimum charge $5.00 payable with order. Add six words if dept. address is used. 
Address Dept. Reply to OFFICE APPLIANCES, 288 Park Avenue, West, Elmburst, Ill. 


MANUFACTURERS’ REPRESENTATIVES WANTED 


ESTABLISHED CALIFORNIA MANUFACTURER of adding machines with tremendous 
sales potential seeks aggressive established representation. Must be financially 
stable with history of successful selling to office machine dealers. Send | 
details regarding states covered, lines now handled. Good territories sti! 

Write N. Elkin, Cromwell Business Machines, Inc., 7451 Coldwater Canyon Av 
North Hollywood, California. 





REPRESENTATIVES WANTED — to sell personal Postman Letter Scales. Elegant 
packaging, precision practical items moving fast in North East. Want experienced 
topnotch representation for rest of U. S. A solid year-in-year-out sales builder 
Contact manufacturer: Amering Corp., 11 Market, Stamford, Conn 





QUALITY LINE Artificial Potted Plants. Sold to Office Furniture Dealers, Contract 
Departments and Interior Decorators. Territories available, Eastern and Western 
States. Write Barrier Corporation, 4528 Belvidere Lane, Minneapolis 24, Minnesota 





REPRESENTATIVE WANTED for progressive manufacturer of binders and folders 
Varied line of low priced, quality items. Many exclusive items. Write in confidence 
stating area covered and lines carried, good territories available, to: Binderman 
Division, Amering Corporation, 11 Market Street, Stamford, Connecticut 





MANUFACTURER’S REPRESENTATIVE WANTED for fastest growing manufacturer 
of top quality metal office chairs at mass production prices. Protected Territories 
8% Commission. Write in detail — States covered — number of dealers nes 


handled. K P C 953 So. Raymond Ave., Pasadena, Calif 





WELL ESTABLISHED MANUFACTURER of bank fixtures and pens introducing 

ly enlarged line at NSOEA Convention (Booth 61) seeks aggressive representa 
Several good territories open. Write in confidence giving lines territory and 
erence. Write OFFICE APPLIANCES DEPT. SEP-13 





THOUSANDS OF DOLLARS IN EXTRA PROFITS ARE YOURS merely by 
present saiesmen. It won't cost you a cent and you don’t have to carry 
Write Automated Gift Plan, Inc., 80 Park Avenue, New York 16, New 





LONG ESTABLISHED meta! office furniture manufacturer wants representa 
protected representation for ali or part of New England, New York, Per 

New Jersey, Maryland, and District of Columbia. Large established volum 
in confidence: Your current lines, territory covered, and the various types of 

you call on. Our current representatives know of this ad. Write OFFICE APF 

DEPT. SEP-22. 





IT’S NEW! 
TOP NOTCH REPRESENTATION desired in al! territories for exclusive RED HOT 
new item—a new magnetic rubber stamp holder—STAMPOST. This unit renders 
obsolete existing rubber stamp holders. Easy to demonstrate—sells on sight 
Thousands are now in use in financial institutions and industries throughout the 
country. Please furnish details as to current lines handled, experience, anc 
covered to: Deita Distributors, 20 East Elizabeth Avenue, Linden, New 





MANUFACTURERS’ REPRESENTATIVES COVERING Office Furniture dealers 
accepted line of contemporary steel chairs, lounge seating, etc. Excellent territ 
open. Write OFFICE APPLIANCES DEPT. MAY-3 


MANUFACTURERS’ REPRESENTATIVE AVAILABLE 


MANUFACTURERS’ REPRESENTATIVE — Metropolitan New York area seeks 
additional lines which must b> acceptable to office furniture dealers, d ners and 
architects. In fourth year as manufacturers’ representative; established, se! 

ing, with a desire to grow. Pertinent information on request. Contact: F 

30 Church Street, New York 7, N. Y. — WOrth 4-6650 





EXPERIENCED STEEL FURNITURE REP. 1956-57-58. Good References. Traveled 
upper mid-west. Want several associated lines of supplies, machines & furniture 
Write OFFICE APPLIANCES DEPT. SEP-3. 





MAJOR LINE WANTED for Texas area by competent salesman with ten years ex 
perience selling office furniture and supplies, divided between two leading dealers 
Will give full time to one line or consider operating as commission representative 
Write OFFICE APPLIANCES DEPT. SEP-7. 





LINE OF SOCIAL STATIONERY, stationers leather goods, or stationery supplies 
wanted for Chicago and vicinity by salesman long active in that market. We 
acquainted with stationers and buyers for chain and department stores. Write 
OFFICE APPLIANCES, DEPT. SEP-11 





FAST MOVING MANUFACTURERS’ REPRESENTATIVES organization desires addi- 
tional furniture, supplies, and accessories lines for Metropolitan New York and 
New York State. Available for interview at NSOEA Convention. Write OFFICE 
APPLIANCES, 100 E. 42nd St., DEPT. SEP-14, New York 17, N. Y 
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SALESMAN TRAVELING MIDDLE ATLANTIC AREA for one well known com- 
mercial stationery manufacturer has ample time and capacity to represent a second 
manufacturer whose wares go to the same buyers. Well known and respected by 
dealers in Pennsylvania to Virginia area. Tops in references. Write OFFICE AP- 
PLIANCES DEPT. SEP-19 





SALESMAN COVERING OREGON AND WASHINGTON is available for one additional 
ne, which can be either stationery or office furniture. Seven years experience 
ing to the trade. Excellent references. Write OFFICE APPLIANCES DEPT. SEP- 





NE WANTED for Southwest by salesman establishing himself as a manufacturers’ 
representative. Specialist in office furniture, but has sold supply lines as well 
College education. Eight years in industry. Cormincing references. Write OFFICE 
APPLIANCES DEPT. SEP-23 





ESTABLISHED SALES REPRESENTATIVE in New York and New Jersey will ware- 
house steel or wood office furniture. Interviews at NSOEA show. Write OFFICE 
APPLIANCES DEPT. SEP-24 





MANUFACTURER’S REPRESENTATIVE DESIRES connection with progressive manu- 
facturer of steel or wood furniture line. 10 years experience in industry as manu- 
facturer’s representative in Mid-West for major steel furniture manufacturer. 
Thoroughly familiar with all phases of office furniture sales. Excellent sales record 
and references. Write OFFICE APPLIANCES DEPT. SEP-25. 





MANUFACTURERS WANTING truly good coverage in Texas-Oklahoma-Arkansas- 
Louisiana. Salesman establishing himself in this area. Eight years experience with 
top quality furniture and supply lines. Write OFFICE APPLIANCES DEPT. SEP-29 





MANUFACTURERS’ REPRESENTATIVE EXTENSIVELY COVERING Texas-Oklahoma- 
Arkansas desires one more good office supply or equipment line. Well known among 
Jealers in area, Attending NSOEA Chicago convention. Write OFFICE APPLIANCES 


P-2¢€ 





VERAGE of dealers, designers, architects in Chicago and 5 Mid-West states 
ed, established lines considered. Write OFFICE APPLIANCES DEPT. 





SHED MANUFACTURERS’ REPRESENTATIVE covering Texas-Oklahoma 
Sas-Louisiana can produce for another top equipment, accessory or supply line 
at NSOEA Chicago Convention, Write OFFICE APPLIANCES DEPT. AUG-4 





SALES OFF IN MICHIGAN — Ohio — Indiana? Need dealer contact? Need sales? 
Ne can handle all three on quality lines. Write OFFICE APPLIANCES DEPT. JA-3. 





DUPLICATING PRODUCTS SPECIALIST 
equipment — supplies — accessories 
Paul Holden P. 0. Box 544 
Park Ridge, IIlinois 


MANUFACTURERS’ SALESMEN AVAILABLE 


CONNECTION WANTED for Southeast. Salesman with excellent record seiling for 
me of the leading manufacturers of office equipment and supplies would like to 
h from manufacturer seeking aggressive representation in the Southeast. Has the 
| of dealers throughout the area. Experience includes stationery, accounting 
wniture. Will give full time to a major iine or will consider two or 

are non-competitive. Write OFFICE APPLIANCES DEPT. SEP-12. 





OFFICE FURNITURE SALESMAN is available for connection with manu- 
sling to the trade. Experience includes both wholesale and retail activities 
ord. Excellent references. Now in Middle West, will consider any area 
FICE APPLIANCES DEPT. SEP-18 


MANUFACTURERS’ SALESMAN WANTED 


SALESMAN WANTED territories open throughout the United States. One of the 
finest partitions products on the market today. High commissions. Well rated 
organization. Write OFFICE APPLIANCES DEPT. SEP-2 





SALESMAN — Full Time — New York City. Exclusively for leading office supply 
manufacturer. Excellent opportunity. Write full details. OFFICE APPLIANCES DEPT. 
>EP-17, 100 East 42nd St., New York 17, N. Y 
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SALESMAN WANTED for territory of Ohio, Western Pennsy'vania and Western 
New York. National office furniture company. Extensive line. Sole representation. 
Write OFFICE APPLIANCES DEPT. SEP-15 





LEADING MANUFACTURER of complete line of office seating and institutional 
furniture desires additional sales representative. Choice metropolitan based exclusive 
sales area, for office and contract selling. Write Contract Department: Douglas 
Furniture Corporation, 5555 West 65th St., Chicago 38, Iilinois, or stop at 
NSOEA show, Space 613 





SALESMAN WANTED for territory of North Carolina, Virginia, West Virginia and 
Eastern Tennessee. National office furniture company. Extensive line. Sole representa- 
tion. Write OFFICE APPLIANCES DEPT. SEP-16. 


DEALER SALESMAN WANTED 


SALESMAN — DUPLICATING MACHINES — to take full charge of present Ma- 
chine Department. Ditto franchise already established, plus a top Stencil Duplicator 
line to be taken on. Attractive percentage of profit remuneration pay plan. Send 
complete resume, photo, experience, etc. To acquaint you with our firm, we suggest 
you check your manufacturer's salesmen and Dun & Bradstreet. We are established 
over 42 years in the Wilmington area and are one of the best known office supply 
firms in the East Coast area. MATTHEWS BROTHERS, INC., 907 Shipley Street, 
Wilmington, Delaware 





MAJOR EXPANSION PROGRAM of old established Los Angeles firm needs successful, 
experienced Inside and outside salesmen, to sell broad lines of well known stationery, 
office supplies, printing, marking devices, office equipment and machines. Guaranteed 
salary plus auto allowance, or commission plans. Provide maximum opportunity to 
make money in gsmny cool California. All applications held confidential. Write 
OFFICE APPLIANCES DEPT. SEP-8 





ATLAS STATIONERS of Los Angeles Is looking for qualified general line salesmen 
Our Mr. Polonsky will be in Chicago attending the convention if anyone wishes to 
contact him 





CENTRAL FLORIDA DEALER has opening for experienced office supply saleman 
Age 25-38. Established territory. Excellent career opportunity. Earnings $6.000- 
$8,000. Furnish detalled resume and snapshot. Write OFFICE APPLIANCES DEPT. 
AUG-6 





COMBINATION SALESMAN AND SERVICEMAN, Leading Franchises. All makes 
office machines, furniture and supplies. Southwest Iowa. Write OFFICE APPLIANCES 
DEPT. SEP-9 


DEALER EXECUTIVE WANTED 


PURCHASING AGENT. Major commercial stationer — Los Angeles — to be in 
charge of purchasing of office supplies and related Items. Must have thorough 
knowledge of business. Send complete resume inciuding salary, history and require- 
ments. Atlas Stationers, 364 S. Anderson St., Los Angeles 33, Calif 





EXECUTIVE POSITION WANTED by man now employed as vice president of large 
retail office furniture firm. Has had fifteen years’ experience in this field. Desires 
to relocate. Knows al! phases of business and can take complete charge. Write 
OFFICE APPLIANCES DEPT. SEP-4 


OFFICE MACHINES MECHANIC WANTED 


TYPEWRITER, ADDING SERVICEMAN, eighteen years experience, family, Christian 
desires change with promotion. Available now. Write OFFICE APPLIANCES DEPT 
SEP-30 


MECHANIC WANTED 


ADDER-TYPEWRITER MECHANIC who can also handle trade within store on 
machines. stationery and furniture. Locale is a. well equipped store in smal! city near 
Denver, Colorado. Write OFFICE APPLIANCES DEPT. AUG-10 


RETAIL BUSINESS FOR SALE 


OPPORTUNITY IS KNOCKING! Established 35 years. 25 trained and loyal workers 
Top franchises for typewriters, adding machines, duplicators, steel and wood 
furniture, office supplies. Growing and expanding Midwest. Average annual sales 
for past 10 years, $372,000.00. Other income of repairs, renta's. commissions 
$45 000 00 per year. Incorporated — owner of 75% of stock wishes to retire 
Write OFFICE APPLIANCES DEPT. SEP-1 





PARTNER WANTED, with investment or will sell entire office equipment and supply 
business located In Eastern Colorado. Should be combination sales and serviceman 
Best franchises. Business expanding and getting to be too much for owner. New 
store and show! very nice profit. Business eleven years old. Write OFFICE AP- 
PLIANCES DEPT. SEP-5 





FLORIDA: Well established, complete Office Supply, Equipment and Machine Store, 
in fine growing area. Little active competition. $14,000 Cash will buy complete 
inventory, fixtures. repair shop. contracts and customers. Experience and personality 
wanted. Write OFFICE APPLIANCES DEPT. SEP-21 





OFFICE SUPPLIES, MACHINES, Full-Lin Stationery and commercial printing 
business In fast growing area Virginia, volume over $75,000. Real opportunity 
$5,000 down. Write OFFICE APPLIANCES DEPT. MAY-19 


RETAIL BUSINESS WANTED 
OFFICE SUPPLY, EQUIPMENT, MACHINE dealership in $100,000-$200,000 volume 


bracket. Prefer 25,000 to 75,000 size city In Mid-west, Southeast. Ready to move 
quickly. Write OFFICE APPLIANCES DEPT. SEP-27. 
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FOR SALE AND WANTED TO BUY 
SACRIFICING 


2 Multiliths, 1 Model 80, 1 Model 1250, “like new’’ 
2 Folding Machines, electrically operated like new’’ 
1 Challenge Electric Paper Drill with stand “like new’ 
1C & P 30” Paper Cutter with 3 extra biades, manual ‘‘like new’’ 
Pioneer Electric Drill, Floor Model, ‘like new’ 
Reproducing Collamatic Electric Collator with 6 stations 
completely automatic, with stitching attachment 
Addressographs, Models 1900, 1955, 900CB, and 9808 
Bates Electric Stapler 
Graphotypes, manual and electric 
Pitney Bowes Mailine Machine 
Varitypers, Model DSJ with extra Type Fonts “like new’ 
Varityper, Model A-20 with Justifier and extra Type Fonts “like new” 
WE MUST VACATE OUR PRINTING PLANT BY SEPTEMBER ist! 
Phone, wire or write for LOWEST PRICES IN U.S.A 
AAA. OFFICE EQUIPMENT MART, INC 
2415 Grand River Ave., Detroit 1, Mich 
Phone: WOodward 3-7635 





STEEL SECONDS — UNUSUAL OPPORTUNITY files, desks, etc., available periodi- 
cally from prominent steel office furniture manufacturer. Write OFFICE APPLI- 
ANCES DEPT. SEP-6. 





BUY — SELL — TRADE 
BURROUGHS SENSIMATICS, N.C.R. 31-32-33 & 34 Class Posting machines . . 
Moon Hopkins g N.C.R. Cash Register. Wholesale inquiries invited! CHICAGO 
CASH REGISTER CO. 1203 W. Madison St., Chicago, Ill. MO 6-2623 





TYPEWRITER PARTS; over 5000 new cataloged parts; wholesale cost $3,000.00 
will accept reasonable offer. Advance Business Machines, 217 E. Market, Louisville, 
Ky 





ELLIOTT-FISHER MACHINES, Calculating machines, adding machines — all office 
equipment bought and sold. W. J. Crowley Co., 906-908 N. Water St. Milwaukee 
2, Wisconsin 





ELLIOTT-FISHER MACHINES, adding machines, parts bought and sold. Indicate 
quantity and serial numbers. Maloney-Gilmore Co., 537 S. Dearborn St., Chicago 5, 
Illinois 





ELLIOTT-FISHER AND Sundstrand machine. Electromatic typewriter, adders, calcula- 
tor and al! office machines bought and sold. Teeter-Warsh Co., 849 North 3rd 
St., Milwaukee 3, Wisconsin. 





LARGE AMOUNT USED visible cabinets, kardex, acme and rand. Variety of sizes 
and styles. A-1 condition, very reasonable. Everstee! Equipment, 69 Spring St., 
New York 12, New York 


WANTED TO BUY 


TOP PRICES PAID for N.C.R. #3100, #3200 and #3400. All Burroughs sensi- 
matic; keyboard graphotype model #6340; #6380. 42 years as world’s leading re- 
builders of office machines. International Office Appliances, Dept. OA, 326 Broad- 
way, New York 7, New York WO 2-3200 





WANTED: Burroughs or N.C.R. Bookkeeping and billing machines, calculators, 
comptometers, adding machines, etc. any style. Quote complete description and 
best price. AMERICAN BUSINESS MACHINES, Inc. 573 Broadway, New York 12, 
N. Y 





WILL BUY Te MACHINES—Burroughs Billing Sensimatics—National 
Class 3000 32, Remington Sundstrand—indicate details, model, serial 
GIBIAN BUSINESS MACHINES, 128 Lafayette St., New York 13, New York 





HIGH PRICES PAID for used Bookkeeping machines & Brandt coin machines 
#31-10-10 (18) #5,000,000 & over. Burroughs typing sensimatics mode! 21501 
billers M 231 M 235 Brandts #60 & #100. LA Pearl Co., Dept. OA, 140 W. 42nd 
St., New York 36, N. Y. 





WANTED: Burroughs typing Sensimatics billing machines, N.C.R. 31 — 32 — 34 
Graphotypes 6340 — 6380 — 6740 Speedaumats, Pitney-Bowes, Brandts — 
William Marion Co., 173 Lafayette St., New York, N. Y. — WOrth 6-5931 





WANTED: Addressograph, Elliott, Pitney-Bowes Machines, Cabinets and Supplies 
Air Mail Information. Abbott & Lind, 1020 SW First Ave., Portland 4, Oregon 


Lists 


QUALITY MAILING LISTS of 6,755 COMMERCIAL STATIONERS and office ap- 
pliances dealers. Also 8,119 typewriter and adding machine stores. Write for 
FREE catalog of lists of retailers, wholesalers, manufacturers, institutions, banks 
and others. We charge only for addressing SPEED-ADDRESS, 48-01 42nd St., Long 
Island City 4, New York 


MISCELLANEOUS 


OFFICE FURNITURE ADMINISTRATOR WANTED. Experiences in office furniture 
preferred for handling one-person office in active New York City wholesale and ware- 
house business. Light bookkeeping and typing with heavy phone and inventory 
work. Starting salary $6,000, but negotiable depending on background and experience 
Good future. Replies kept confidential. Send resume to OFFICE APPLIANCES DEPT 
SEP-10, 100 East 42nd St., New York 17, N. Y. 





SALES EXECUTIVE WANTED. Capable and experienced sales executive who can 
further develop well established sales organization wanted by well known manu- 
facturer of stationery products. Task will include active co-operation with men in 
the field. A good opportunity for qualified person who wil! put full effort into 
the job. Write OFFICE APPLIANCES DEPT. SEP-31 
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expressing 
today’s 
architectural 
concept... 


contemporary /by columbia 


Contemporary is one of the most timely collections of office furniture you've ever 
seen—from the fastest growing name in the industry...combining today’s clean, 
uncluttered lines with a luxuriousness of feeling that is exciting to look at... profitable 
to sell. You'll also be interested in Columbia’s forward-looking policies, fast-moving 


ideas—including the most flexible Lease Plan in the industry. Write for full information. 


COLUMBIA-HALLOWELL DIVISION OS JENKINTOWN 79, PA., SANTA ANA, CALIF. 
where reliability replaces probability 
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OFFICE DESIGN 


ction of Office Appliances edited for office furniture dealers and 


hei¢ designers, rpace 


planners, independent decorators and architects 


The Efficiency-Minded Client and Design... 192 


Comfortable Order for a Methodical Firm . . . 


197 


Design Notes... 187 


Furnishings Guide ... 205 


Periphery ... 214 


Editor-in-Chief 
utive Editor 


Office Design and 
Furnishines Editor 
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Walter $. Lennartson 


Robert E. Russell 


Carroll Cihlar 
Rober? Svehia 
Claudette Ruffino 
Anne Gricius 
Leonard Schimek 





The yet to be constructed U.S. Gypsum headquarter: 


in Chicago presents a visual singleness 
ot purpose amon lath 


hic effect. The Perkins & Wil 


lesign is seen herein modei 


Advertising Offices 


East: Wallace W. Fisher, district manager; George W. 
00 E. 42nd St., New York 17, N.Y. MUrray H 


Larrouse 
H »-2373 
Midwest: Herbert 


¢ ,. Sime, vice-president; Jack McDonald. 228 Park 
X I urst, Ill. TErrace 4-9350 
West Coast: A, O. “Beau” Dillenbeck, Jr.; Tom Galavan; Dick Hat- 
field; Ray Kittle. Dillenbeck-Galavan, Inc., 2 


Alexandria Ave., 
kf Calif. DUnkirk 5-3991 














dealers 





lox=yet=s@ur 


from a constant parade of 
sales-appealing new products 


GOODFORM “300” CHAIRS— introduced in 1958 and augmented 
by a full line of adjustable chairs in 1960—provide GF dealers 
with America’s finest complete line of office chairs. Adjustable 
swivel chairs, guest chairs, side chairs — all are styled for com- 
fort and efficiency in today’s modern business office. 


1000 SERIES DESKS— introduced in 1959—provide the clean-cut 
“architectural look” so much in keeping with modern office 
design. The 1000 SERIES has already been chosen for many 
of America’s finest new office buildings. 


TAB EQUIPMENT AND Accessories for data processing, intro- 
duced in 1960... clip-type shelving made available in 1960, 
plus continually expanding lines of previously introduced 
business furniture and equipment, all provide GF dealers 
with products of proven customer appeal. Department OA-15, 
The General Fireproofing Company, Youngstown 1, Ohio. 





FOREMOST IN BUSINESS FURNITURE 





BOOTH SOOA NSOEA SHOW SEPTEMBER 23-26 
CONRAD HILTON, CHICAGO 





METALSTAND COMPANY, | 1200 Roosevelt Bivd., Philadelphia 15, Pa. 
Manufacturers of STEEL DESKS AND MODULARS + SUSPENSION FILES » NON-SUSPENSION FILES » STEEL CABINETS « Hi-Lo TYPEWRITER STANDS 
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DESIGN NOTES 


NATIONAL DESIGN MONTH . . 
Placards, showcards, envelope stuff- 
ers, post cards, gummed labels for 
sticking on packages and envelopes, 
and sales hang tags — all of these 
promotional aids are now available 
to aid you in the sale of goods and 
services as members of the interior 
furnishings industry. These aids cite 
September 18 through October 18 as 
National Interior Design Month and 
show the slogan, “Why Wait, Lets 
Decorate Enjoy Your Home, En- 
joy Your Office, Now.” 

No reference is made to the spe- 
cific sponsorship by any organiza- 
tion. All organizations, firms or as- 
sociations can have their own names 
imprinted on mailing pieces without 
reference to anyone else, if desired, 
at a small additional cost. 

The promotion, launched three 
years ago by N.S.LD., is designed to 
icguaint the public with the fact that 
never before has there been so much 
presented in such aesthetic good 
taste, quality and good design. 
Everyone in the interior furnishings 
field is invited to sponsor, co-oper- 
ate with, and actively participate in 
this national event in such a way and 
to whatever degree that will focus 
ittention on his own interests, busi- 
ness, services or merchandise. 

Information regarding the pur- 
chase of these advertising aids is 
iwvailable from Designers and Deco- 
rators Service Co., 151 W. 46th St., 
New York 36 


CHAIRS IN A MUSEUM .. . The 
Society of Plastics Engineers, Inc., 
recently inaugurated a travelling ex- 
hibit which will be seen at leading 
art centers and museums in 16 major 
cities during the next 21/4 years. In- 
cluded in the premier showing at 
the Springfield (Mass.) Museum of 
Fine Arts were the all-purpose fibre 
glass chairs of the Sturgis Posture 
Chair Co 

This educational exhibit is de- 
signed to disseminate technical in- 
formation to architects, builders, in- 


terior designers and students in 
these professions. 

The itinerary for the balance of 
this year is: Memphis Museum, 
Memphis, September 1-30; Colum- 
bia Museum, Columbia, S. C., Oc- 
tober 8-30; and the Museum of Arts, 
Birmingham, Ala., December 1-31. 


PERSONNEL .. . M. Denny Gains 
has been appointed regional sales di- 
rector of the Marney Sales Division, 
Rockaway Metal Products Corp. He 
will be responsible for sales activi- 
ties in Alabama, Arkansas, Missis- 
sippi and Tennessee. Gains has 
spent the last three of his eight years 
in the office furniture industry as a 
representative specializing in insti- 
tutional furniture and equipment. 

Henry Betts is the new sales rep- 
resentative in the Southeast for the 
Williams Office Furniture Co. 

Mrs. Isobel Worsley, formerly 
with Baker-Milling Road, has begun 
her administration as manager of the 
Lehigh Furniture Corp. recently re- 
designed showrooms in New York 
( ity. 

Sales representation for John Stu- 
art Architective line in California, 
Nevada, and the cities of Tucson 
and Phoenix in Arizona is now In- 
tegrated Sources of Beverly Hills, 
Calif., replacing Herbert Emmons 
and Alan McKae. Emmons and Mc- 
Kae will continue to represent the 
John Stuart Danish Craftsmen series. 
The Architective line will be repre- 
sented by Clinton Levings in Wash- 
ington, Idaho, Montana and Alaska. 


WOOD FURNITURE GAINS... 
New orders for wood office furni- 
ture booked by the nation’s manu- 
facturers during the second quarter 
of 1961 showed a gain of 12.7% 
over the first quarter, according to 
the Wood Office Furniture Institute. 
Earlier, WOFI reported first quarter 
orders 2% above the last three 
months of 1960, the low point of 
the recent economic lag. 


Plastic chairs in art show 





Globe-Wernicke ECHELON in the prestige 


picture at Champion Papers 


customer service manager 


Champion Papers selected ECHELON _ 

furniture for their Cincinnati sales offices in the 
Kroger Building, Cincinnati’s newest skyscraper. 
ECHELON gives a forward, contemporary look 


general sales in keeping with Champion’s design-conscious 


i - | participation in the world of graphic arts. 


fi 
be sure tO S@€ ECHELON desks 
and chairs in BOOTH C-22 and the complete 
line of “Secretary Approved” filing supplies, 
systems, and office accessories in BOOTHS 18-19 
at the NSOEA Convention. 


THE GLOBE -WERNICKE Co. 


€ * 


Norwood, Cincinnati 12, Ohio 


reception remember . . success depends on the strength of your line 


FFICE DESIGN SECTION 





Picture this Sturgis chair 


with your contemporary desks. You’ll like it 
even more when you learn that its price 
encourages volume sales. Guest chairs to match, 
with and without arms. Custom Aluminum 
Finish permits intermixing with aluminum chairs. 
Ask for literature | 


on the 400 Line. 


September 23-26 


NSOEA CONVENTION 


CONRAD HILTON HOTEL - CHICAGO 
Rooms 556-A and 557-A 





THE STURGIS POSTURE CHAIR COMPANY 
STURGIS, MICHIGAN 

Address all correspondence to: 

General Sales Offices, 154 E. Erie St., Chicago 11, Illinois 





dealer orientation makes the difference 


if it meant more business for a CU dealer, Dar Swink would weara 
beard like this for the rest of his days. However, the facial foliage 
is a concession to the centennial! celebration this year in Corry, Pa 


why did Dar Swink 
spend 153 days on the road last year? 


When CJ sales manager Dar Swink says “dealer orientation,” he 
means business. That’s why he spends over half of his time on the 
road .. . on the spot to help dealers make sales. 

Dar Swink’s concentration on the dealer is no accident. Like every- 
one else in the Corry Jamestown organization, his total commitment 
is to one goal: give the CJ dealer the most complete line of quality- 
crafted products in the office furniture industry—and support those 
products with fully effective service. That’s what makes a C] franchise 
the most valuable asset in the industry. 

Learn how to add that asset to your business. Write today for infor- 


mation on franchises available in your area. 
« 
corry jamestown 
corry, pennsylvania 
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DESIGN NOTES 


IMPROVED SERVICE AND 
PROFITS .. . Bill Cole of Walsh 
Bros., Phoenix, speaking as NOFA 
preside nt before 60 office furniture 
dealers attending the recent North 
ern California Chapter Conference 
said, “To take advantage of tremen 
dous business opportunities in the 
next decade, the office furniture 
dealer of today will have to im 
mediately either grow, merge or 
go out of business 

Our industry must change its 
personnel practices,’ he said, advo- 
cating college courses to develop 
new office furniture specialists quali 
fied to meet the challenges of a rap 
idly changing situation 


MERGERS The Borden Co. has 
acquired the business of Columbus 
Coated Fabrics Corp. of Columbus, 
Ohio. The manufacturer of wall 
coverings will continue with its pres 
ent management, name and organi 
zation and operate as a division of 
the Borden Chemical Co. 

Purchase of the 33-year-old Hie 
bert Cabinet & Fixture Co., Tor- 
rence, Calif., has been secured by 
Alfred H. Miller and Blaine (¢ 
Molsberry. The newly infused firm 
will operate under the name Hiebert, 
Inc., continuing to produce the mod 
ular line of executive furniture 


SALESMEN’S AID .. . The Marney 
Sales Division, Rockaway Metal 
Products Corp., recently introduced 
a new Paritioner layout pad which 
has been designed to be used by 
dealer salesmen in the preparation 
of proposals and estimates. The pad 
contains a scaled grid form on which 
work areas may be drawn, as well 
as a work list of components, colors 
and accessories in the Partitioner 
line. A sample pad may be obtained 
by writing the company at 41 | 
i3rd St., New York 17. 

SUPPORT YOUR INDUSTRY ... 
Promote National Interior Design 


Month — September 18 through Oc- 


tober 18 





DESKS, SEATING AND 
CONFERENCE TABLES 


SHOWROOMS 
LOS ANGELES; F 
SAN FRANC/SCO; Weste 
SEATTLE; Harmo 
NEW YORK; Calif 
CHICAGO 


cOSsS TA * 


1040 NORTH OLIVE AVENUE, ANAHE 





HANDCRAFTED 


in fine metals, Smith Metal Arts 
desk accessories are a dignified 
compliment to every executive 


desk. 


CLASSIC 


designs create a pride of owner- 
ship not to be found in any 
other line. 


METICULOUS 


attention to detail gives you a 
line of accessories which are 
unsurpassed in quality the 
world over. 


}@ | SMITH METAL 
[| ARTS CO., INC. 


1721 Eimwood Ave. 


'@ | Buffalo 7, New York 





The Efficiency-Minded 
Client and Design 


When office designers get together to swap stories, 
the confab generally drifts to wild tales concerning 
the peculiarities of clients. And though the stories 
run rampant, what each is saying beneath the exag- 
geration is that the best client is the hard-nosed, suc 
cessful businessman. For, invariably, it is this man 
who sees the economic efficiency in physical efficien- 
cy, it is this man who immediately devines that the 
system which gives the greatest amount of work for 


he 


the greatest profit for the least investment 


the system which gives 


the least amount of energy is 


; 


This is the best type of client, it ed at these 


is agre 
gatherings, because he is the one who will let the 
designer make use of his knowledge of equipment, 


the one who will let the designer fulfill his function. 


Tom Timmins, manager of the Contract Furnish 


The newly created lobby area, with its 
inant theme the texture of 
the random-laid Seating is by 
Burke 


Monarch; Tables are fron 


vestibule, has as its don 


DricK 


President's office, opposite wall of picture at top, has a 
custom made desk using components from Jaseper Office 
Furniture. Chair is from Milwaukee Metal Chair Co 
Primitive accessories by the owner's request 
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interest in president's office comes from glazed brick wall. Sofa is from Selig, pull-up 


John 


G+ 


carpet by Roxbury 


ings Department of the Silver Office Supply Co. in 
Detroit, recently had the pleasure of working for 
such a man. The result of the association was a sound 
design. 

Timmins had a call from the Koppy Tool Co., as 
did other dealers in Detroit, for literature on move- 


ible partitions. Because the gentleman who made the 


call was successful and efficiency-minded, what had 
started as a preliminary talk of partitions ended in 
a large contract covering all office areas. 

The client presented Timmins with a list of prob- 
lems all of which he believed could be solved with 
partitions. Major of these was the need for a more 
workable layout of space. Large blueprints with 
which the company worked (some six to eight feet 
long) had to be fastened to walls. In other offices, 


these prints were used on counters. It was necessary 





that these counters be free of legs so that several men 
could work along them with ample knee space. Cou 


pled with this need for adequate working equipment 


was the desire that provision be made for expansion 
and that maintenance be minimized or eliminated in 
the future. 

Two other problems equally important to the total 
design but of a nature generally considered tolerable 
in the office, were: during the winter, a strong draft 
from the entranceway coursed freely through the of 
fices; and the western exposure of the building posed 
a sun problem and hot offices in the summer 

Upon the initial discussion of this situation, Tim- 
mins recommended that it was physically impossible 
to redesign and allow for more working space within 
the existing office area and that an additional 40 to 
50 feet be added to the building to accomplish what 
was needed. A second recommendation was that the 
front elevation of the building be redesigned to tie 
in the addition and at the same time solve the winter 
draft and summer sun problem. This permitted the 
incorporation of sun shades on the outside of the 
building and relocation of the front entrance and the 
creation of a new and larger lobby 

These recommendations accepted, Timmons began 
preliminary layouts and commissioned an architect 


The floor plan was designed to meet all of the prob- 





Functional magnets and steel strips used to 
hold blueprints provide an unending play 
of visual interest in these three areas. In 
the shop office seen at right, is the addi- 
tional interest of 40” counters suspended 
by special angle brackets and secure enough 
to walk on, topped by Armstrong linoleum 
Double desk is from Designcraft, chairs 
are Art Metal. Below left, executive's office 
also has play of steel strips and magnets 
Desk is from Designcraft, chair Art Metal, 
side chairs and end table from Crucible. 
Conference room, below right, has steel 
strips imbedded horizontally in wall. Table 
from Designcraft, chairs from J.G 
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lems discussed and then reviewed for correlation with 
expected growth before it was firmed. 

In the newly created conference room and one ex- 
ecutive office, steel strips were imbedded in the wall 
and covered with vinyl wall covering. They were 
completely invisible, yet, with the use of strong mag- 
nets with handle attached, they solved the problem of 
viewing the large prints. In the other offices where 
plan hanging was necessary, the steel strips were 
added vertically, exposed, and served as print hang- 
ers in conjunction with the magnets as well as add- 
ing interest to the otherwise plain walls. 

Large counter tops, 40” wide, were suspended with 
special angle brackets to allow complete freedom of 
movement underneath. Some as long as 14 feet, these 
shelves could be walked on 

Through the proper use of materials, all of the 
interiors now require no redecorating and a minimum 
of maintenance. Except for the two executive offices 
which have wood paneling and carpeting, all wall 
surfaces are Marlite paneling or vinyl covering. 


’ asbestos tile. The doors were painted 


Floors are 1/4’ 
with three coats of automotive lacquer in special col- 
ors so that maintenance would be at a minimum. 

As the illustrations show, the design is imaginative 
and handsome. As the client has said, his business is 


now operating on a much sounder basis 





For the efficiency-minded client, 
reading clockwise from the top: 
Three C-shape work stations in 
the general office have seemingly 
continuous top, alternating from 
writing to machine height on 
Designcraft desks. In hallway, 
Steelmaster files are built into 
wall opposite general office. In 
last executive office, Designcraft 
desk and return was matched 
with suspended counter at rear. 
Drapes are Jack Larson, carpet- 
ing by Firth. Pull up chairs are 
from I.V. Chair Co 
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Lobby of the Pittsburgh Testing Laboratories foretells the mode of operation within 


Comfortable Order for a Methodical Firm 


Most offices today are the result of an attempt to reflect an 
individual or a corporate image. For the sake of integrity - 

or for that of monolithism as suggested by Robin Boyd in 

the Periphery column, page 214 — the attempt is as it should 

be. However, outside the hands of a master designer execution 
falls short of intent, characterization becomes caricature. 
Though there may be many, two prevalent causes for this 
shortcoming are an inaccurate interpretation of the character 
or an inept translation of this interpretation into reality. An 


excellent example of an honest client reflection is seen in 





Stairway from lobby leads to second floor reception area, above. Glass enclosure, re- 
quired by fire ordinance, served as backing for files and planters 


the new quarters of the Pittsburgh Testing Lab- 


oratories, designed by Paul Planert, A.I.D., di- 
rector of design for General Office Equipment 
Co. The firm, which has spawned a number of 
billion dollar companies (the Aluminum Co 
of America drew its first breath there), is ac 
curate, precise, unhurried, methodical in_ its 
operations. Upon commission, it tests materials 
for large and small companies and the govern- 
ment. Though it does important work, its at 
mosphere is unpretentious 

It was a comfortable nature of the personnel 
that Planert sensed. It is a comfortable atmos- 
phere that the visitor encounters when he enters 
the building. 

Planert accomplished this design by being 
honest with the space and the human activity 
to be performed in it. Scale and line are well 

Board room, again with soft white walls, is far from the overstuffed and balanced and intere sting. Color, for the most 


sombre usually found in such places. part warm tones against a soft off white, is 





alive but far from gaudy. In all cases only that 
equipment which was needed to fulfill a func- 


tion was used. Nothing was overdone. 








7 
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The president's office, geared for all business activities 
at the desk, is in total more like a living room, and not 


business-like at all 





‘Extend the invitation, "Be seated, gentlemeg, 
“those hard-to-sell prospects . 
divers seat of this inviting work area. Go 


é A Soid apa | 


further—let them feel the roominess of the 

work surfaces. Point out the wide choice of 

colors available. And don’t forget the cons 

details. But—you could go on and on if thi: Peorléss. ' 

combination is on your showroom floor. The 4 nat 
franchise is a valuable franchise . 





why not inquire as to its availabili 
in your territory. 





Criess 


stylized office furniture 


New York Bf PEERLESS STEEL EQUIPMENT COMPANY 
pena Unruh and Hasbrook Avenues 
Seattle Philadelphia 11 


Los Angeles Pennsylvania 
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NO. 500 COLLECTION: STYLED BY M., Van Buren, Archiiect 


PROFIT INSPIRATION FOR DEALERS ... with a bold, imagi. 


native design treatment practical for executives who prefer the 
mood of good taste created by artfully crafted Genuine Walnut 
CORONADO Dansk shows its Scandinavian influence .. . its 
American inspired efficiency in an executive desk, credenza and 


secretarial unit—available in Genuine Walnut with an oil rubbed 
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finish. Parkwood laminate tops also available. CORONADO Dansk 
—like all Myrtle Desk groups—offers you a greater profit poten- 
tial than ever before. Co-ordinated decorating services can mean 


an added boost to your sales, too. Find out more . . . write 


Myrtle Desk Co., Dept. MY D i 
OAS, High Point, N. C. e 


SEE THE COMPLETE MYRTLE LINE N.S.0.E.A. SPACES 505-A 507-A 502-A CONRAD HILTON HOTEL SEPT. 23-26 





The Astronaut B-31 
arm chair 


Style... Craftsmanship ...and real Value... 


The Stanley Astronaut 


Here, a moderate priced family of chairs including arm 
chair, chair without arms and executive swivel... and all 
value packed to give your customer the most for his money. 


STANLEY MANUFACTURING CO. 
2310 No. Main Fort Worth, Texas 
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A completely furnished office now can be leased through 
Y&E for less than the cost of 4 cups of coffee a day. 
This brand-new lease plan is the most economical in the 


industry, has new built-in sales points that businessmen 
want and need right now. Write for the complete sales 
brochure. It can put money in your pocket. 


Send me your new Lease Plan brochure. 


Ce YAWMAN & ERBE x... 


A STERLING PRECISION CORPORATION  fitle iit te 
1024 jay Street, Rochester 3, N. Y. 


SD arctuttaipaion 





The W. H. Gunlocke Chair Company 
of Wayland New York will present 
The FORUM Series: 


An extraordinary group of seating 


combining chrome steel and walnut, 


at thee NSOE A Convention on 
September 23-26, 1961, 
Conrad Hilton Hotel, Chicago, Room 561. 





FURNISHINGS GUIDE 


An ingenious new swivel mechanism, 
incorporated within the pedestal form, 
has been added to the Saarinen pedestal 
hairs (1) by KNoLL AssociaTEs, IN¢ 
320 Park Ave., New York 22, N. Y. 
Designed by Robert Savage, the pre- 
cision engineered device retains the 
flowing lines of the molded shell and 
lates harmoniously to the other chairs 
in the group. The wheel-mounted base 
is cast aluminum with a fused plastic 
finish in white, grey or a new beige, 
to match the plastic shell. the chair is 
now also available with a fully uphol- 
stered interior. Exceptionally generous 
vork and storage space is provided in 
this L-shaped executive desk of oiled 
teak (2) designed by the Knoll Plan- 
ning Unit. The desk has a broad work- 
ing surface, 42” by 84”, and storage fa- 
ilities including two drawers, one of 
hle depth, concealed storage shelf and 


hinged 


waste basket compartment. The 
side cabinet provi les two deep file 
drawers plus an additional 54” top 
work space. Inquiry card number 36 
[his space-saving floor lamp (3) from 
LIGHTOLIER, INC., 346 Claremont Ave 
Jersey City, N. J., is encircled with a 
white formica tray-table bound in brass 
Equipped with a styrene one-piece shade 
ind diffuser bowl, the lamp provides a 
flood of soft, glareless light directly on 
the area required, as well as general 
peripheral illumination. It is 50” high 
and finished in “Espresso’’ and polished 
brass. Inquiry card number 37 
Emphasizing Danish influence and the 
floating look,” a new walnut contem- 
porary group called “Coronado Dansk” 
has been introduced by the MyrtT Le 
DesK Co., High Point, N. C. The 
group consists of three pieces: an execu 
tive conference desk (4), an executive 
service desk and a modular secretarial 
L-shaped unit. Hand-rubbed oil walnut 
finish is standard for the pieces but they 
ire available also with Parkwood plas 
tops on flat-cut India teak graining, 
walnut colored. Among the distinguish- 
ing design features of the new series 
are: full, flush walnut wrap-around 
panels, square edged tops, recessed and 
carved wooden drawer pulls and the 
absence of ferrules and other metal 
hardware. Inquiry card number 38 


Inquiry card on page 99 





Paul McCobb on Storage 





The re-entry of Mutschler Bros, into the office 
furniture field was launched recently with the in 
troduction of a highly flexible line designed by 
Paul McCobb. Called the 800 Series, the new 
group comprises 135 modular units ranging from 
wall files and wardrobes through all components 
necessary to create any variation of desk, be it 
secretarial or executive. 

All wall units are constructed of walnut with 
a natural oil finish. Soft-sheen aluminum posts 
define the walnut units and serve as structural 
members which support the components. This 
suspended cabinetry technique allows a large 
amount of function to be incorporated in the least 
amount of space without the choking appearance 
of built-in storage. 

Desk tops are available in natural woods, plastic 
laminates which match the walnut wall units 
marble, or other surface finishes 


Diested w cfice space alk on [he work station other than clerical, of which there are 
. < ¢ Ail 


iny in offices, generally requires special storage. This 


needs, the flexibility of the line is inct ‘ function is filled with Mutschler units seen above. Lower 


through custom design for special requiremen section with sliding panels serves as credenza 


DESIGN MAGIC 7 
...the kind , you expect from 


Se 


—_ . : P -” 
Design Magic that conquers inner space with a utility 


y aie 
Pa. * 


corner to increase the working surface and storage space 
of a smaller desk. Generous knee space affords extra 
comfort and mobility for the efficient secretary. Finished 
on all sides, it can be placed anywhere in the office. So 
very flexible, with either right or left hand return unit. 
Choice of three leg assemblies. Tops of Walnut wood or 
plastic white or walnut. Walnut panels finished in oil. 
Brings fresh, new beauty to any office. 

bie, BE 1EIE-O-ON Corser Willey unit with stationery cedestc Shipped completely assembled. Only leg assemblies to 
Sas ues eae ee iacaiame sor ta thay Eager ae be attached and that requires no mechanic—the office boy 
With brushed chrome leg assembly—specify Style No. CX-1277-9-RH can do it. Takes only minutes from the shipping carton 


To order with left hand return unit—specify Style No. BX-1277-9-LH 


Tops 60” x 30” x 14” ond 42” x 20” x 134" to display floor. With a stock of one desk, three tops 


and three leg assemblies you have a selection of nine 
different units for display or delivery. 

Be sure to see this, along with other new Cottonsmith 
creations, in Spaces 614A and 615A at the NSOEA Show, 
Chicago, September 23rd through the 27th. 


No. 1209 Stationery pedestal spe- No. BX-1277-9-RH Corne tilit Pt = 
with sod seohams leetline inc. 


cially es ae gd cepa. unit (back view 

t f f | mbl) 
Gelenery. Anew appresh im P. O. BOX 336 + SALEM STATION 
saving, side-servicing system. WINSTON-SALEM, NORTH CAROLINA 


SEE IT AT THESE SHOWROOMS 


Max Spak and Company Clinton F. Levings Dick Lowe & Associates Gunvir Industries Hugh A. Steger Anthonsen and Kimmel 

146 South Robertson Bivd. and Associates 3720 LaFrance Street 421 North State Street 824 Spruce Street Associates 

Los Angeles, California 1821 Dock Street Dallas, Texas Chicago, Illinois St. Lovis 2, Missouri 440 Park Avenue South 
Tacoma, Washington New York, New York 
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¥ 
Small working areas cannot afford to give up valuable floor space to 
credenza alone. Hung storage units seen in cuts at left make use of “air 
rights’’ without shrinking apparent room size. Projecting line of wardrobe 
face with same aluminum members in executive office above creates 
alcove for planting and gravel base. The visual effect is one of increased 
depth 


a complete group Welcome to NSOEA 
of fine functional furniture Be sure to visit the 


JASPER TABLE Exhibit 
by JASPER TABLE COMPANY 


JASPER, INDIANA SPACE 526-A 


for the office 


“ON 
Illustrated are (left to right): Desk made up of DL700 double | end, CD700 center drawer, BP700C back panel, DP728 


drawer pedestal with DT66F top. DC720N and FD730N with MTSO top. 
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Color Sales Aid 
For Furniture 
Dealers, Salesmen 





SPRINGER-PENGUIN, INC. ball 9-07 


Visit Our Exhibit at the NSOEA Convention ®@ September 23-26 ®@ Space No. 657A 
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roduced by All-Steel Equipment 


% 


° (MP 


PENGUIN PLAYBAR 


5 -_ 


The Most Versatile Refrigerator Unit 4 
For Home — Motel —O , 


HoSpitality as you want it... refrigeration 
you want it. The Playbar can be seton thew? 
floor, on a table, or rolled arou 
the room —bringing chil 
refreshments wherever 
are seated. Holds than - 
30 soft drink bottles 0 
freezes ice cubes in les 
2 hours...weig ly 
Burn and Stain res 
Easy to. clea : 


oP” ays og ‘ ' 
ai iio t legs ; 


34TH AVE., LONG ISLAND CITY 6, NEW YORK 
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Ten Styleguide Decorator Plans — color co-ordi- 
nated cards which present a complete decorating plan 
for office interior prospects — has been introduced 
by the All-Steel Equipment Co. 

Conceived as an aid for the office furniture dealer 
without a design staff and his salesmen, the Style- 
guide Plans provide a preview of the color and 
textural setting necessary for many prospects to grasp 
the full intent of the proposed design. 


Each of the 12 x 1814 inch cards presents sample 
swatches of fabric, carpeting, and floor tile and paint 
correlated to a dominant color theme. Richard Him- 
mel of Lubliner and Himmel co-ordinated the color 
schemes. Starting with 10 of the basic furniture 
colors in the All-Steel 4000 line, Himmel added 
chair fabrics and accent colors within a framework 
of wall paint colors, drapery fabric, carpeting and 
floor tile. The basic colors are cherry, coral, teal blue, 
turquoise blue, surf green, nile green, sea gray, 
mojave tan, bronze tan, and ebony. 


The brand name of each color and style swatch 


is printed beneath each sample. Specific brands of 


“Index” by Monarch .. . 


seating! Your choice of three arm styles, tight or 
loose cushions, standard tapered legs or deluxe wall ° 
saver base, and an extensive line of coverings. For 


S ti 
choice of 3 arm styles L y S Sy 2 leg styles [ 7 


a new concept in versatile 


additional information and other 
seating, contact Monarch today! 


fabric, carpeting, etc., were established by a cross- 
section survey of All-Steel dealers who operate their 
own design departments. Brands which were most 
popular with their customers and the dealers were 
used on the cards. 


The color and texture selections have been arranged 
in three groups. The first starts off with the basic 
desk color, desk top swatch, chair fabric and chair 
trim. In the second group are the wall paint colors, 
a sample of vinyl wall covering material, and floor 
tile. The third group consists of carpeting, drapery 
material and accent colors in the form of tiles and file 
colors. 

A series of black and white photographs accom- 
panies each set of cards. The appropriate photo, be 
it of executive, general office, reception area, etc., 
is applied in the lower left corner of the card to 
show the furniture suited to the area in which the 
prospect has shown an interest. 
~ The entire kit, in an impressive fibre case, will 
be the focal point of All-Steel’s exhibit at the NSOEA 
Convention later this month. 





designed by Norman Hekler Associates 


is RS 


Yi 


A new company symbol hes 

been adopted by Monarch. 
4\ As you did with the Lion, 

you will continue to find the 
same quality and service at the sign 
ideas in office 8 the “ened 


MONARCH 


FURNITURE COMPANY, INC. 


HIGH POINT, NORTH CAROLINA 
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SEE MONARCH IN CHICAGO AT THE NSOEA CONVENTION, SEPTEMBER 23 THRU 26, PARLOR BOOTH 27, 5TH FLOOR, CONRAD HILTON HOTEL 


SEPTEMBER 1961 
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Pr MOVABLE 


OFFICE 
PARTITIONS 


e Easily Erected Without Tools 

© Positive Interlocked Construction 
¢ Unlimited Versatility 

¢ MARLITE Honeycomb Panels 

@® Modern Decorative Styling 


SCREENS AND 
ROOM DIVIDERS 


Aluminum frames are custom 
fabricated to fit flat or corru- 
gated plastic panels. May be 
floor anchored or ceiling braced. 


Send for color portfolio of 
“SCREENS AND PARTITIONS” 


COUNTER 
PARTITIONS 


Universal extruded aluminum 
post fits all positions: Atend, 
center or corner 


Takes 1/4” piate or 7/32" pat 
tern glass. 


Easy to instal! 

No visible flanges or screws 
Quick service in al! sizes 

In anodized aluminum or gold 
finish 


STELZER MOLDINGS INC. 


23184 Keller Street * South Bend 28, Indiana 
Please send information on 
(] MOVABLE OFFICE PARTITIONS 


[] ROOM DIVIDERS 
CC) COUNTER PARTITIONS 


Beige-gray and charcoal brown chairs from B. L. Mz 


alternate around the 10-section conference table 
Helikon in the U.S. Mission. Carpet is russet. 


Flexible Function at 
United States Mission 


As is the case with most office space pro- 
vided by the taxpayer, the new 12-story U.S. 
Mission to the United Nations in New York 
City presented a problem in flexibility for 
Charles Gelber of the W.B. Wood Co., Newark. 

Two major areas had to serve dual functions 

a conference room sufficiently flexible to 
also serve as a social-reception area, and a 
250-seat auditorium. These special areas had 
to be in harmony with the design of the build- 
Ing 

Specifications for the conference area required 
seating and table facilities for a group of 75 
and at the same time accommodate smaller 
groups which met daily. Working with the 
Helikon Furniture Co., Gelber designed a 10- 
section table, which when arranged for maxi- 
mum capacity is in the shape of an elongated 
octagon and seats 45. Thirty additional chairs 
are grouped about the room. One, two or three 
sections of the table can be removed from the 
main complex for smaller meetings. 

To meet varying demands, flexibility in the 


auditorium was provided through the use of 
folding chairs from the Mayfair line and 
rheostat controlled lighting. 


DESIGN SE 


arble 
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TION 





Ldn, 
michigan present 


line of office and 





lounge furniture. Designs 
j. charles dergins 


brochure on request 


worReobDEN 
of 
and 


y n 
ral 
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Tad v Griggs egg 


Booth 761 N.S.O.E.A. Convention 


Sections from main table grouping can be broken away for 
small conferences. Table complex was designed by Charles 
Gelber of W. B. Wood Co 


. « Strikingly designed 
. . « Sturdily constructed 
. . « colorfully finished 
. « » Moderately priced 
. +» profitably yours 


Write for catalogue and complete information, 


GRIGGS EQUIPMENT, INC 
Bright yellow Mayfair folding chairs in auditorium can be 
interlocked by a crossbar for meetings, or stored when roon BELTON, TEXAS 
is used for social functions Plants at Belton, Texas « Selma, N. C. 





fegance IN AUXILIARY SEATING 


ery one of your customers is a potential buyer of Clarin 
Reserve Seating. 144 decorator combinations of highly styled 
nylon and naugahyde—upholstered ayer Urethene. Fits per- 
fectly wifh your customers’ decor. For sales meetings, plan- 


ning sessions and wherever auxiliary seating is needed. 





’ 


FOLDS 


For complete and profitable information about 


Reserve Seating, write Dept. 33RS 


CLARIN 


CLARIN MANUFACTURING COMPANY 


4640 W. Harrison Street, Chicago 44, Illinois 


FLAT! 











PERIPHERY 
nued from page 214 


the suggestion of organic growth. Sud- 
denly every important building wanted 
to have a monolithic idea. This idea 
has become a passion, or a fashion, 
and the various means now used by 
architects to create the desired single- 
ness of effect account for most of the 
apparently unrelated personal styles of 
the moment 

There are two main basically dif 
ferent ways to make a monolithic ef 
fect. The most common method is to 
use a box. One selects a likely-look 
ing single container and fits into it 
all the necessary parts of the build 
ing, like packing a suitcase. As it 


happens, the most common box usually 


does resemble the proportions of a 
businesslike suitcase: the international 
modern glass-box office block. 

The other way to look monolithi 
is to be cellular, like a honeycomb, or 
a bunch of grapes. One selects a likely 
looking unit of space for the build- 
ing and makes the whole building a 
multiple of similar cells with no dis 
tractions. This technique usually turns 
out to be more practical than the most 
flexible of suitcases, because the grape 
units may be placed anywhere that 
function dictates, and the over-all 
shape of the building may sprawl any 
where that the occupiers desire, with 
out the unity being destroyed. For the 
bunch of grapes is still a single thing 

w ungeometrically and 

TTOWS 

case of monolithism the 
xact solution to the building problem 
is discovered, not by any kind of en- 
gineer or social scientist, not even by 
a clever designer, but by an inspired 
dreamer, instantaneously, in a flash 
when the clouds part and all beauty is 
revealed to him. That is the nature of 
a grand monolithic concept; or, rather 
that is the desired effect. And a vision 
is characteristically a single complete 
thing, not a lot of things beautifully 
composed, nor a single thing intellec- 
ually 

The problem of the visionary archi 
tect, however, is not to seek visions, 
which are easy enough to cultivate, 
but to train himself to dismiss irrele 


vant visions 
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Ideas and comments from area 


The Classical Monolith 


In the 
says Robin 


1961, issue of Harper s 


Architecture is a living statement 
hands of today’s taste 
Boyd in the July, 
magazine, it strives to say one thing, t 
be 7 he 
valid relationship between office designer 
and architect hinge ap- 
nt. An Australian 


mak ers, 


monolithic in é xpre ‘Sion 
on the dé ssgoner' s 
preciation of this inte 
architect and a lecturer at the 
of Melbourne, Boyd last 
Honorary Fellow of the 
stitute of Architect 


University 
é, 
year was elected 


In- 


American 


The men who ate the man-made 
background of life are of three kinds: 
the Haves, the Have-nots, and the Makers 
At the 


are, as always, creating a cheerless carni- 


cre 


of taste. this time Have-nots 


val atmosphere at every opportunity; the 


Haves are intent on composure as usual; 
and the Makers of taste 
ly exploring some fresh field of design 

have lately rediscovered an ancient artis- 
tic truth that puts them in open revolt 


always restless- 


against both the others 

To understand this revolt it is neces- 
sary first to examine briefly what they are 
revolting against 

Nearly all ordinary design which makes 
up the everyday background of modern 
life is the work of people who rely not 
on ideas but on taste, whether they have 


it or not. Those who have not are en- 
gaged now as ever in their honorary task 
of making all they touch bright and gay 
To do this they call 
range of materials, textures, and pigments 
to 
them. But their principles and methods 


are still much the same as when they used 


now on a wider 


than have ever before been available 


fretwork and gargoyles. Their object is 
to keep the eye entertained, filled to ca- 
pacity with as many contrasts of shape 
and color as possible 

Thus the taste 


contemporary carnival by constantly di 


Have-nots create their 
viding things up. At all costs they want 
to avoid the boring monotony of artistic 
unity. They want as 
the eye can take in; 
surfaces, and symbols of good living 
The Haves, the men of good taste, on 
the other hand, are very concerned about 
composition. They 


many elements as 


colors, ornamental 


are not especially in 
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terested in the theory of giving separate 
identity to different parts. In general they 
are far more interested in the appearance 
of buildings than in what goes on in 
them or any theory about them. They will 
make different parts look the same if it 
pleases them, and they will break one 
part up into a dozen visual elements if 
it seems to look better that way. All they 
insist on is having a number of contrasted 
parts—not too many, not too few—which 
they can arrange with taste into a bal- 
anced composition. 

But the third group, the creative de- 
signers who eventually make taste (if it 
doesn't break them in the meantime), are 
now looking for an answer to the mean- 
ing of design which is not to be found 
in the carnival nor in composition. They 
seem to be looking back a long way be- 
hind the birth of modern architecture and 
the theories of articulation and functional 
expression, back to the birth of classical 
design concepts, to find some elixir of 
design, of beauty, of Platonic perfection 
of form. 

The one consistent idea which seems 
to be taking shape in the mists of mod- 
ern architectural thought is not a new 
idea, but a new, literal, unbending inter- 
pretation of another old idea. This is the 
classical concept of a total unification of 
design. 

Total is the important word here, just 
as total simplicity was the key to the first 
revolution of modern architecture. Serious 
architects have always worked to a theme 
of sorts and have always believed theii 
buildings to be reasonably simple. 

But it is the degree of simplicity and 
unity that matters. The early modern 
architects back to the utilitarian 
tradition of barns and bridges in their 
absolute ban on ornamental effects. Now 
some fifty years later an equally drastic 
and fundamental revision is overtaking 
the popular form of architecture: start- 
ing sometime about 1955 every new 
building of self-importance sought to be 
a single thing. It was no longer content 
to be just composed, integrated, and co- 
ordinated by a regular module or an even 
rhythm of similar elements. It was no 
longer content to be a balanced assem- 
blage of parts. It was not content to give 

continued on page 212 
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DESIGNS TO MEET EVERY OFFICE NEED 
-»»-F ROM ART METAL 


Art Metal offers its dealers the only 
fully coordinated and complete line 
of office furniture, filing equipment 
and filing supplies, as well as 
specialized equipment for specific 
needs ... and the planning, sys- 
tems and procedures assistance of 
the most experienced firm in the 
metal office furniture business. A 
dealer can get everything he needs 
—and everything his customers 
need—from Art Metal. 


DESKS 
CABINETS 
MODULARS 
PARTITIONS 
CHAIRS 
BOOK UNITS 


STANDARD FILES 





SHELVING 
PLANFILES 


WIDESECTION 
AND 
HIGHLINE FILES 


FILING SUPPLIES 


Write today for complete 


information. 


ART METAL, INC. 


Jamestown, New York 


























New Heyer Conqueror Paper Folder... 


lets you do two things at once! 


Don't confuse this with any folding machine you've ever seen, 
because this one is different . . . it runs itself! At the touch of 
a lever, the new Heyer Conqueror Paper Folder automatically 
feeds, folds, counts and stacks 110 sheets a minute and stops 


when the last sheet is fed. 

You can leave this fine production machine unattended while it 
automatically folds printed pieces as they come from your duplicator 
or offset press! This means getting your mailings out immediately, 
without the costly, time-consuming operation of hand-folding. 

Now you can fold letters, invoices, statements, even multiples 

of 6 or 8 sheets stapled together, quickly, effortlessly on the 

new Heyer Conqueror Folder. 


No question about it . . . this machine will quickly pay for itself! 


AVAILABLE IN TWO MODELS 


Model EF-1—Completely 
Automatic Electric, $299.50* 
*Plus F.E.T. 


Model HF-1—Automatic 
Feed, Hand Operated, 
$199.50* 


STYLED BY REINECKE @ ASSOCIATES 
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Makes all Adjustable Two quick - set First fold plate Counts 


standard folds... 


invoices, state- 
ments, advertising 
literature, even 
stapled sheets 








Turn a dial... 


for non-skip feeding 
of thin, medium, 
coarse, glossy or 
heavy papers, 3 x 5” 
to 9x 17” in size 





feed wheels . . . 


gfasp paper at outer 
edges—do not 
smudge printed 
area 


‘Always Makes 


a Good Impression”’ 








fold controls . .. 


at top of machine, 
adjacent to perma 
nent instructions 
and fold diagrams 





instantly removable 
for fast clearance 

of paper jams 

should they occur 





as it folds... 


highly visible re-set 
counter shows accu 
rately how many sheets 
have been folded 





a perfect stack... 


conveyor belt deposits 
folded sheets in neat stack 
in adjustable receiver. 


HEYER INC., 1850 S. Kostner Avenue, Chicago 23, Illinois 


DUPLICATORS AND SUPPLIES SINCE 1903 











